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Whether yours is a small or large firm... 


SELF APPRAISAL GOES A LONG WAY 
page 82 





sure way to overcome objections is to... 


SHOW THEM A BETTER WAY TO DO THINGS 
page 84 





When it comes to being a good manager, here are... 


SIX THINGS YOU SHOULD KNOW 
page 9O 





Have you ever asked yourself... 


“HOW WELL DO | INTERPRET PRODUCT VALUES?” 
page 94 















JUST TAKE ONE OFF THE SHELF— ADD IT TO THE ORDER OR SHIP IT ALONE! 


HOLO-KROME DOWEL PIN PRE-PAKS LICK 
THE “SMALL BOX’’ STORAGE PROBLEM 


Order receiving, handling and shipping time chopped to seconds! 





















Dowel Pin Pre-Paks are another Holo-Krome first 
like the black dowel pin finish that retards rust and 
lubricates for driving . . . like decimal packaging for 
simpler order handling and stock control... like 
H-K’s exclusive SAME-Day SERVICE on standard cata- 
log items . . . same-day telegram inquiry service .. . 







specials in 4 weeks or sooner! 


When you think of service ‘“‘firsts’—or product 
“firsts’’—you naturally think of Holo-Krome. 
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Kalamazoo distributor lists six rules of thumb 

Six Things You Should Know............ 90 
They'll help you to ge your busi better 





How Well Do You Interpret Product Value? 94 
Charlotte sales engineer details three-step process 
to get sale over the price barrier 


Push a Button for Sales information...... 96 
St. Lovis inventory control system has five 
advantages 


Keep Plugging with Sales Promotion 
GE cn ccccsccccesdondeeses ee 98 
Here's a Holyoke firm's solution to the capita! 

equipment selling problem 
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EE: RaaBitea< ceb bees COC MNEED eC oc 100 
Indionapolis salesman cites three ways to do it 


Drive-in Warehouse Attracts Sales, 


PME paccceccoevescssseoeveces 102 
Management of Latrobe, Pa, branch stresses 
local stock and service 


Order Forms Built into Product Guide..... 104 
Dallas firm uses this method to advise what 
products it stocks, distributes and sells 


What insurance Do They Want Most?.... 166 


Stamferd, Conn., company gets most coverage 
at lowest cost 
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Michigan representative gives two sides of the picture 


Good Demand Seen for Rest of Year... 171 
Ovtieek continues good for rest of (56, says 
Dept. of Commerce mid-year survey 


SALES PROMOTION 











It's an effective tool when 
you re selling capital equip 
ment. A Holyoke distribu 
tor firm has a six-month 
mailing plan that’s proved 
successful Page 95 





STEP INTO SHOES 


+. 


Pretty dificult — when the 
shoes in question are those 





of an experienced salesman 
and you re new at the job 
On page 100, you'll sec 
how an Indianapolis sales 
man met the challenge 


DRIVE RIGHT IN 





counter in their cars. Page 
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Latrobe Pa., distributor 
branch stresses service and 
local stock by having cus 
tomers drive up to the 


102 gives the details 
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CENTERS 
Meet Every Need! 


RED 





RED- F § | TURNS THE “* WORLD! 








omy 4 pees, one egardiless of size and type of machine, or speed and weight factor, there is 
. ore a RED-E Center to do the job right ... guaranteed to give you stepped-up 
fully explained in the production, greater precision, super-finish. Standard LATHE CENTERS as- 
new RED-E CATALOG... sure accuracy within .0001” with their ABEC-5 SPEC. preloaded, angular 
it’s designed to sell contact ball and roller bearings. Standard GRINDER CENTERS guarantee 
CENTERS! microfinish and absolute roundness within fifty millionths (0.000050”) with 
their ABEC-7 SPEC. preloaded, angular contact ball bearings. NO OTHER 
Get Your Copy Tedey! CENTER DESIGNS PROVIDE FOR GREATER RADIAL AND THRUST 
LOAD. ACCURACY GUARANTEED. 
—_ on ao oo 7 Basic designs in over 200 Standard Models. Every size, type and taper to 
for MAF, B.P.D., ete. cover a wide range of duties. Speeds up to 4000 RPM — 200 tons capacity. 


STOCKED BY YOUR RED-F INDUSTRIAL DISTRIBUTORS 
SEE YOUR RED-E REP., or Write, Wire, Phone RED-E today. CENTER Specialists Since 1908 


READY TOOL COMPANY. 


563 ltranistan Ave Bridgeport 5, Conn. 
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Range of Take-up Styles and Sizes 
Permits Wide Mounting Flexibility 


Few conveying methods can 
match the screw conveyor’s 
simplicity, versatility or econ- 
omy. Built by Link-Belt in a 
complete range of types and 
sizes—with a full line of acces- 
sories screw conveyors han- 
die almost any known bulk 
material ... from apple pom 
ace to coal, from oyster shells 
to malt. 

Screw conveyors handle wet 
or dry, fine or coarse, sticky or 
free-flowing materials — con- 
vey, elevate and control flow 
of materials. They are also 
used in processes requiring 
batching, mixing or agitating, 
blending or aerating pro- 
vide crystallization or coagu- 
lant action; keep solutions in 
suspension 


Fit Any Location 


Equally effective in horizon- 
tal, inclined or vertical posi- 
tions, Link-Belt screw convey- 
ors can be readily adapted to 
congested areas. 


LINK-BELT COMPANY 


Plants in < 


Indianapolis + Philadelphia 
Chicago + Atlanta - Col 
mar, Pa. - Houston « Min- 
neapolis - San Francisco + 
Los Angeles - Seattle 

Offices in Principal Cities 


For every conveyor and eleva- 
tor application, Link-Belt can 
supply the 
right type of 
babbitted, ball 
or roller bear- 
ing take-up to 
provide an 
easy, positive 
method for adjusting head and 
foot shafts to suit belt or chain 
lengths 

Link-Belt take-ups may be 
mounted on sides of casings 
or structural supports. Their 
pressed steel, fabricated weld 
ed steel or gray iron frames 
are rugged but light 


BABBITTED BEARING TAKE- 
UPS—-can be used for light, 


* Sales 
Meeting 
in Priat 


moderate or heavy duty appli- 
cations. Bores are finish- 
machined for concentricity and 
accurate fit on shafts. Blocks 
are tapped for grease cups or 
pressure lubrication fittings 


BALL BEARING TAKE-UPS 
also designed for full range of 
duty—-have Link-Belt Series 
200 bearing blocks. Their ex 
cellent bearing seal keeps out 
dust and dirt 


ROLLER BEARING TAKE-UPS 

with Link-Belt Series 400 
roller bearing blocks—are for 
moderate or heavy duty serv 
ice. Felt-neoprene seals pro 
tect bearing against entrance 
of dust and dirt. 


on chain conveyor 


is maintained with Link Belt toke- ups 





3 Types for Specific Applications 


The versatile, new Link-Belt 
friction clutch answers indus- 
try's need for smooth, more 
flexible power transmission, It 
incorporates the highly de 
pendable “over-the-center™ 
toggle mechanism which mini 
mizes the possibility of acci 
dental engagement or disen 
gagement . provides drag 
free idling 


Link-Belt friction clutches 
are available: (1) with a 
bronze bushed sleeve for 
mounting gears, sprockets, pul- 
leys or other types of power 
transmission § equipment 
(2) with a mounting ring for 
bolting drums, sprockets, pul 
leys and sheaves directly to 
gear ring of clutch (3) as 
a friction clutch coupling for 
connecting two in-line shafts 
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Series DS Toke-vups 
Boll—Roller—Babbitied 





Series AS 2600 
Babbitied Bearing Toke-up 





Series BS 2700 
Babbitied Bearing Take-up 





Series N 3000 
Babbitied Bearing lake-vup 





Series TAS 200 
Ball Bearing Toke-vp 





Series 18S 200 
B4il Bearing Toke-vp 





Series NT 200 
Boll Bearing lake-vp 





Series 
GS 2-400A 
Roller Bearing 
Toke-vp 
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The Cover 


Four of a kind—of a kind to interest 
readers, that is. Bat our cover lists only 
a quartet of articles written to keep you 
informed on selling and maragement pro- 
cedures of the industrial supply field. For 
a complete listing, turn back to the Con- 
tents page. (August's a real good month 


for reading!!) 
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When You Sell PROTO Tools 


HERE’S WHY... 


1. You are served by an old and stable company of high integrity. 
2. Policies are sound and fair. 
3. You are protected by controlled and limited distribution. 
4. PROTO is the nation’s No. 1 line—first in acceptance. 
5. Industrial users prefer PROTO professional quality. 
6. The PROTO line is very extensive for industry. ¢ a>. 
7. Patented TAC open end ratchet tools are exclusive with PROTO. & Op 
8. Torquers and many other superior, exclusive tools are offered. 
9. PROTO makes thousands of special tools to users’ specs. 
10. Powerful advertising increases demand and your sales. 
11. The line is fully covered by easy-to-use catalogs. 
12. Over 40 effective promotion aids help you boost your volume. ' 
13. You receive valuable services from full-time representatives. o_o 
14. Your salesmen are trained to develop greater tool sales. 
15. Technical assistance on tool problems is available. 
16. PROTO warehouses process your orders quickly, efficiently. 
17. You are assured of a steady, dependable source of supply. 
18. The whole PROTO organization is characterized by a friendly, 
understanding relationship with customers, a desire to serve 
accounts well, and an intense pride in PROTO’s leadership. 


Leading industrial distributors who 
handle PROTO enjoy these many 
advantages in selling the leading line of 


hand tools. They are “going places” PROTO TOOLS 
with PROTO. Send for catalog of aw 
entire line to PROTO TOOLS PROTO mea PRO in 


2227 Santa Fe Ave., Los Angeles 54, Calif. a 
Eastern Warehouse & Factory, Jamestown, N.Y., Canadian Factory, London, Ont. 


a 
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APPLICATIONS 
FOR NEW DRIVE 
IN MANY FIELDS 


The wide variety of uses for Flexidyne, 
the Dry Fluid Drive, is emphasized by 
the applications of this dramatic new 
Dodge product which are being made 
throughout industry. Almost every day, 
Dodge Distributors are discovering new 
sales opportunities created by the ex- 
clusive features and operating advan- 
tages of Flexidyne. 

Photographs at the right are typical 
of the many power transmission prob- 
lems which Flexidyne is meeting with 
outstanding success. The new principle 
employed in Flexidyne provides a better 
way to start loads smoothly, protect 
against shocks and overloads, save power, 
and get 100% efficiency at full load, 

Smoother starts prevent breakage and 
reduce maintenance on motors, gears, 
bearings and driven machinery. The 
starting torque can be tailored to driven 
load requirements by varying the flow 
charge. At normal operating speeds, there 
ia no alip, consequently no wear, no heat 
and no power loss. 

By varying the flow charge, Flexidyne 
can be set accurately to slip at any de- 
sired load, thus protecting against dam- 
aging overloads. As optional equipment, 
a thermal switch is available which auto- 
matically cuts the electric circuit if an 
overload persists. 

Simplicity of the Flexidyne Drive 
contributes largely to its dependability 
and uniform performance regardless of 
temperature. Compactness, easy selec- 
tion and off-the-shelf availability are 
other features contributing to the 
Flexidyne's appeal 





FALL CLASSES BEGIN 
SEPTEMBER 10 

Again the Dodge School of Tranamis 

mg =will Pring representatives of 
Distributors from all parts of the country 
to the factory at Mishawaka. Three week- 
long classes provide the “students” with 
intensive training in modern mechanical 
power “tra toes ring.”” The courses 
are given in three successive weeks, be- 


ginn'ng September 10. 




















FOR DODGE 
TRANSMISSIONEERS 

















MULTIPLY 


Flexidyne cured motor cut-out trouble on this belt conveyor and permitted lengthening the conveyor 
without increasing the size of the motor! 


Flexidyne Drive on cor puller, working against heavy load of partially set brakes, handles work 
smoothly and enables operator to spot cars with precision. 


Installation of Flexidyne Drive on brick press corrected shock previously produced when geors were 
shifted from second to high 
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Key line selling is no panacea warns dis- 
tributor; readers sound off on selling as a 


career; new comment on factory schools 


Profits and Management 
Newark, N. ] 
We have read your May 1956 is 
sue with substantial interest. We 
think fine job of 
handling this “Key Line Selling” 


you ve donc d 


subject. Particularly, however, we 
like the tone of your editorial, “Is 
Key Line Selling The Answer?” Far 
better for us to ask ourselves this 
question than to assume that kes 
line selling is a cure-all 

Our own experience in the indus 
trial supply business leads us to be 
lieve that it is far from that 
sure, 


To be 
there are many advantages 
It makes it possible for a sales force 
to sell rather than to take orders; it 
increases salesmen’s product knowl 
edge substantially; it reduces the 
number of accounts payable tre 
mendously; it simplifies warehous 
ing; and makes good housekeeping 
a far easier job. 

Key line selling, however, is in 
not the only 


our opinion way in 


which a profit may be made in the 
We have 


who for 


industrial supply business 


known distributors years 
have successfully represented more 
than 1,000 different manufacturers 
and who have consistently made sub 
Conversely, we 


stantial profits 


know of certain distributors who 
have attempted key line selling and 
have barely kept their heads above 
water, profit-wise 

For those distributors who con 
clude that the 


from general line selling to key line 


mere transposition 


selling produces profits by miracle 
alone, may we suggest that the essen 
tial ingredient to profits in any 
business is day-to-day good manage 
ment-—for which there is no substi 
tute 


kev line selling or general line sell 


It is our own view that cither 


ing (so-called) will produced profits 
if cither method is properly managed 
on a day-to-day basis 

Howarp Broce 
General Manager 
Squier, Schilling & Skiff 


Division of Alban Corp 


Factory Schools 
Biuerm.co, W. Va 


I don't for a minute discount the 
value of factory schools as such, but 
Mr. Garvin has a point (May, “You 
Said It,” p. 7). 

When a 


territory for a week to take school 


man goes out of his 
ing in a line that has, say, an annual 
volume of $25,000, we may be jeop 
ardizing sales in other lines of much 
greater potential. If he is selling in 
the $20,000-a-month 


absence 


category, his 


is serious. We will never 


Industrial Distribution 


You Said It 


that week's lost 


someone else has 


recover most of 
volume, because 
taken it 

Factory courses can help salesmen 
increase their volume in weak lines 
but some of these lines are just not 
worth a weck’s lost selling time 
Many of these full-week 
could be wrapped up and given to 
two days, if 


courses 
salesmen in one or 
they were better organized. I would 
have no objection in going myself 
and taking as many as four of ow 
salesmen with me if we could leave 
on a Thursday and be back Monday 
morning after two nights going and 
returning on the sleeper. But some 
manufacturers want us to send our 
men away two and even three weeks. 
We cannot afford it 
Cuarices Brooks 
Vice President 
Superior-Sterling Co. 





How Do Salesmen Score? 


There has been a great deal of discussion recently on the status of selling 


as a profession 


understanding of or respect for salesmen 


It has been said that the public does 


not have sufficient 
interested in your 


We 


wc'¢ 


thinking on this and so in conversations with distnbutors we asked 


“Do you feel that your prestige or the prestige of your family has suffered 


because you chose this calling instead of some other available to you, or has 


it been enhanced? What (other 


than 


pay salesmen more) could the 


management of companies do to enhance the prestige of salesmen in the 


eyes of the non-selling public? 
Here's what they said 


Publicity Helps 
KaLaMazoo, Micn 
I have often thought that one of 
the greatest helps a company can 
extend to its salesmen is to publicize 
their experience and ability, A good 


salesman won't blow his own bugk 
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but his company can promote the 
idea among its customers that it i 
represented by knowledgeable, ex 
perienced men 

I worked in experimental eng) 
necring for nine years and I feel I'm 


(Continued on page 10) 





The valve that sells accounts you've never sold before... 


INA COMPLETE LINE FROM '/2 TO 2 INCHES! 


ep 3 - 


% 


‘ 
The first all-molded PVC Valve for corrosive fluidsthe valve that has opened 
hundreds of profitable new doors for Lunkenheimer distributors—-is now available 
in a complete range of sizes, including and 2 each with 
a full line of fittings. 

Since its introduction, the Luncor PVC Valve has opened up so many new 
opportunities for distributors that demand for new sizes has continued to mount 
Now you can sell its proved-in-service superiority for many more applications! 

The Luncor PVC Valve handles nearly all common corrosive solutions. It 
replaces expensive high-alloy or glass-lined valves resists chemical action 
aging, weathering, and is a non-conductor of electricity. It weighs half as much 
as aluminum-—-one-sixth as much as bronze-——has a strength-weight ratio among 
the highest of all construction materials. Its great strength provides rigidity 
comparable to metal so the Luncor PVC Valve is built to close tight and 

stay tight. Every part of the valve is molded from corrosion-resistant 

LUNK ENHEIMER polyvinyl chloride body, bonnet, stem, disc, and handwheel 

( \) Packing is self-lubricating Teflon 

| By stocking and selling this new valve now, you'll be helping your 

established customers make worthwhile savings and broadening 

your range of contacts to get new customers you've never sold before! 

See your Lunkenheimer Representative for sales literature and selling 

tips, or write The Lunkenheimer Co., Box 360, Cincinnati 14, Ohio 


BRONZE - IRON - STEEL. + PVC 
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RANGE OF SIZES! 


pvc. 


FIG. 2600 
125 WP 
140'F. 







& 


LUKKEMHEIMER 





LUNKENHEIMER 
vr 
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Greatest new tool in years tor 


maintenance and production 











a high quality, low cost 


REVERSIBLE 
SPEED REDUCER 





PAT. PENDING 


Fits all portable drills 
reduces speed, increases 
torque seven times. For 
crew driving, nut running, 
drilling and tapping 


CoM CUSIMALIC 


PROFESSIONAL MODEL 
No. 4000-P 
with Yankee-type bits 


compcere 14-piece sevr...omy $224.95 


[ ngineere ind manufactured 


makers of 


Supreme Chucks 


The line that's UP FRONT on 


America’s leading power toois 


SUPREME PRODUCTS, INC 
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3444 


REDUCTION 








You Said It 


(Starts on page 





qualihed to help many of my cus 
tomers out on their problems. But, 
because I sometimes have to confine 
my selling activity to the purchasing 
gent, | don't always get the chance 
to utilize my working knowledge to 
the customer's advantage 
I think the customer, the sales 
man and the company benefit when 
the distributor publicizes its quali 
fied salesmen 
Leon L. Simxrns 
Salesman 
Bond Supply Co 


Industrial Field Rates 


Seatrie, Wasi 
[ haven't experienced any severe 
criticism of salesmanship as a pro 
fession. Certainly not of any sales 
man in the industrial supply and 
equipment field. It's my opinion 
that selling in this field is highly 
respected, far more than in the con 
umer goods field 
After all, the industrial salesman 
has to have a good background and 
many are engineers. A great per 
entage of buyers recognize the in 
lustrial 
pplication know-how and appreci 
ite the 


industrial salesman doesn't depend 


salesman’s product and 


salesman's services ‘The 


on a high pressure sales pitch; he 
relies more on the services of valuc 
he can perform for customers 

What you call salesmanship, the 
irt of persuading people to buy from 
vou in the technical sense, is only 
one-third of the job. The rest is 
customers moncy, 


sCcTVICC Saving 


time and material. The industrial 

salesman spends most of his time 

putting customers wis to econo 
mies. He is not a peddler 

Jack Buc 

Sales Supervisor 


H. F. Soderling Co 


Continued on page 14) 





To you, the user or buyer, the most important 
difference between MARVEL High-Speed- 
Edge Hack Saw Blades and ordinary blades 
is the unequalled performance you get from 
MARVEL Blades. 


Performance reflected in higher production 
(faster cutting-off), greater accuracy of cut- 
off blanks, and longer blade life has made 
MARVEL the preferred blade in every kind 
of metal sawing operation. 


To get the difference in performance, always 
insist on MARVEL High-Speed-Edge Hack 
Saw Blades. Leading Industrial Distributors 
have them in stock. 


Write for “The MARVEL Story” it has 
complete details on MARVEL High-Speed- 
Edge Hack Saw Blades and Hole Saws. 


ARMSTRONG-BLUM 


MFG. CO. 


5700 WEST BLOOMINGDALE AVE. - CHICAGO 39, ILL. 


HIGHER PRODUCTION 


Unbreakable MARVEL High-Speed- 
Edge Blades can be worked faster 
and harder than any other blade with 
complete safety. They will withstand 
the highest speeds and heaviest feeds 
attainable on any make hack sawing 
machine, MARVEL Blades will cut any 
machineable metal. No wasted time 
changing blades for different materials. 


GREATER ACCURACY , 





: 


Composite construction permits 
MARVEL Blodes to be tensioned from 
200% to 300% more taut than ordi- 
nary blades. This produces greater 
rigidity of the high-speed-steel cutting 
edge, resulting in maximum obtain- 
able accuracy of cut-off blanks 


LONGER BLADE LIFE 


ai 
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Each MARVEL High-Speed-Edge Hack 
Sow Blade is triple tempered to as 
sure maximum toughness of the cut- 
ting edge. MARVEL Blades not only 
give you longer life, they osure a 
more efficient cutting life, with result 
ing lower blade costs 





ANNOU 


greatly expanded 
Air Express service 





RADIO-EQUIPPED 


TRUCKS 
TELETYPE NETWORK 


@ More speed! 
Constant shipment control! 
No extra cost! 





NCING: 


* In one metropolitan center alone, Air Express has 
reduced average pick-up and delivery time by more 
than half! (And it was notably efficient to start with! ) 

Amazingly — by introduction of new equipment 
and new methods — Air Express is chalking up new 
records for cutting “ground time” of shipments. 

Radio-equipped trucks in leading markets are now 
in constant touch with Air Express Dispatchers. 
Pick-up time is cut to a minimum. Deliveries are 
expedited. 

All this speed-up of service with Air Express is 
now yours — with no added charges! 


Two-way Radio of the most modern design 
connects this Air Express truck with central 
Dispatcher — cuts “ground time” for ship- 
ments more than half—yet, costs you no more! 


tT Air Express now can practically pinpoint ship- 
ments. A key-city network is linked together by pri- 
vate teletype service, tied in with scores of other 
communities in a nationwide network. 

All along the route, teletype carries the vital in- 
formation of all load messages — weight, number of 
pieces, destination, plus special information or in- 
structions. 

Thus, the greatest possible control of Air Express 
shipments — at no increase in cost to you! 

In fact, thousands of users regularly find “Air 
Express costs less’’ than any other service! 


New Teletype Service enables you, the ship 
per, or your consignee, to “keep an eye’ on 
Air Express shipments — trace them en route 


— meet them on time — and at no extra cost! 


For the world’s most efficient, most complete air shipping service—linking 
some 23,000 U. S. communities, all by one through carrier—call 


& Air Express- 


GaeTre THEE FimnaT via US. Scheduled Airlines 


—- 


CALL AIF E2BXPRESS ... divisionad PAILWAY EXPRESS AGENCY 
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The little Professor says... 


SUPER SERVICE he/ 


ITIES 3 d LAND 


<A 


s 
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Thirteen heavy duty power balanced Durkee - 
Atweoed V-belts transmit 762 horsepower 
on this dredge . . . handling 10,000 cubic 


» yeords of sand and gravel per day, 
@ day, 7 days @ week. 


REBUILDING FLOOD-RAVAGED LEVE 
CALLS FOR TOUGH, HEAVY-DUTY V-BELTS 
BY DURKEE-ATWOOD 


The Associated Dredging Co. of Sausalito, California equips 


its hydraulic suction dredges with Durkee-Atwood 
..» belts that do the job... year after year! 


24 hours 


ES 


V-belts 


In December, 1955, when floods knocked out large sections 
of levees on the Feather River near Nicolaus, California, 


one of the company’s diesel driven dredges rushed 


to the 


scene to pump millions of cubic yards of sand and gravel 


needed in rebuilding the vital levees. 
The Associated Dredging Co., chooses D-A .. . 


because 


Durkee-Atwood’s Super Service is sales coordinated between 
factory and their distributor the Bearing Specialty Co., Inc., 


San Francisco. 


WAREHOUSE LOCATED IM, Atlante, Chicago, Cincinmoti, Clevelond, STEEL 


Deties, Denver, Detrol, Los Angeles, Minneapolis, Newark, Ookiond. 


DURKEE-ATWOOD CO. Ee 
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Solid Position 


SPARTANSBURG, S. ( 
I'he industrial salesman’s status 
md prestige was increased by hi 
efforts during the war and, regard 
less of what criticism may be madc 
of selling in other fields, I think that 
the industrial salesman’s position is 
olid 
His capacity and ability to per 
form many services of procurement 
and provide technical assistance 
proved that he could not be classi 
hed with the general run of salesmen 
as pictured in the popular mind 
Today, the industrial salesman has 
to be a well-rounded person with 
experience. He has time to develop 
ind, in many cases, shows an interest 
in cultural life. He well knows that 
the old man-to-man type of selling 
is changing, that he often has to 
demonstrate that he has some social 
graces in order to meet many of his 
customers at social and civic fun 
tions 
Management, to improve the 
salesman’s lot, should take an inter 
est in the salesman’s family, culti 
vating a mutual interest in- mutual 
problem: Management can, by 
example and by precept, encourags 
personal hygiene and cultural de 


clopment among salesmen 
JOHN COLYER 


Vice President 
Hall & Co 


Selling—First Choice 
Biuermco, W. Va 
1 don’t feel that the status of 
selling has changed lately or that 


anv adverse effects have been felt by 


my family—rather the opposit 
You can advance just as far in the 
clling profession as you want to on 
your own; it has real opportunity 
and independence 


1 wouldn't do anything else, and 


Continued on page 15 











One more good reason why it pays to sell CHICAGO fasteners 





On our payroll... 


but selling for you! 


CHICAGO’s fastener experts work hard at our own expense, 
to open new accounts for you! Often they work right along 
with your salesmen. Sometimes they work alone. Either way, 
you benefit directly. 

CHICAGO makes a complete industrial fastener line. . . 
including cap screws and “‘Safety-Plus” socket screw products. 
Furthermore, CHICAGO protects you on sales of all items 
in your territory—whether you make the sale or we do! 

It pays to be a full-line cnicaco distributor. Vigorous 
missionary selling on your behalf—plus the most liberal pro- 
tection policy in the industry—adds substantially to your 
profit. Ask us to prove it. Write our Standard Products 
Division—today. 





7 


Continuing sales help. Fastener ex- 
perts selling with you and for you. 


Full protection on all sales in your 
territory. 


A complete fastener line . . . over 
4,000 catalogued standard itema. 


Superior fastener performance. 
CHICAGO'S unique carbon restora- 
tion process and rigid quality con- 
trol make it possible. 


Fast service and delivery. 


Preferred by leading manufac- 
turers throughout industry. 


Specialized engineering and metal- 
lurgical service. 











THE CHICAGO SCREW COMPANY 


DIVISION OF STANDARD SCREW COMPANY @ 


ESTABLISHED 1872 


2503 WASHINGTON BOULEVARD, BELLWOOD, ILLINOIS 
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Here’s why 
“TEE 
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en in | 


that’s the MF'D* 


He’s a TAP man 
— He’s a DRILL man 


: He’s a CUTTER man MORSE- 
FRANCHISED 














He’s a Complete DI. S TRIB U TOR 


tool man 





MORSE TWIST DRILL & MACHINE COMPANY, NEW BEDFORD, MASS. 


Subsidiary of VAN NORMAN INDUSTRIES, INC. 
Weorehovuses in New York, Chicago, Detroit, Dolles, Sen Froncisce ¢ Buy tools by phone from your Morse Franchised Distributor and seve ordering time 


a” | | | 

t/ a a ee 
M C) i= = E. means 
Most” in Cutting Tools 
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Which V-belt driwe 
wovwuld yow rather sell? 


You'd prefer to sell the drive that does the most to boost 
your profits . .. then one that best satisfies your customers 


and increases their confidence in you. 


But you can't recognize this drive by the way it looks. It 
may be exactly like another, to all appearances. 

Naturally, you'd be sure that the drive components 
V-belts and sheaves — are precisely engineered and skill- 
fully manufactured . . . and meet industry standards fully 
But wouldn't you also be certain to evaluate the manufac 
turer's service and the availability of his products? You 
know that the plus factors of immediate availability and 
superior service are always important and often permit 
you to save customers from work stoppage and production 
loss. That's the kind of service which frequently enables 


you to get an order you otherwise would lose. 


FORT WORTH quality products are offered through- 
out the nation by service-minded industrial distributors, 
to whom FORT WORTH provides the premium of su- 
perior industrial service, 


Stee. & 
ORT WORTH: 
COMPANY 
SHEAVES ~— V-BELTS SPROCKETS — OTHER INDUSTRIAL PRODUCTS 


Waerchouse Stocks in ¢ Port Worth « jersey City « Memphis ¢ Atlanta ¢ Chicag 
St. Lows « Kansas City ¢ Shreveport « Houston ¢ Oklahoma City « Denver 
Los Angeles « San Prancitsco ¢ Portland 


INDUSTRIAL DISTRIBUTION ©¢ AUGUST 





You Said it 


Starts on page 





I have had the choice For five 
years | was a mining engineer and 
ended up as assistant superintende nt 
ofa mine. I wouldn't trade selling 
for all those personnel headaches 
Down her people know what a 
mine and industrial salesman does 
ind they respect him on his indi 
vidual merits 
It isn't up to management to sell 
the public on the salesman’s fun 
tion That is up to the salesman 
himself 
V. P. Tuomas 
Salesman 
Superior-Sterling Co 


“Read More” 


AKRON. Ono 


! was very much interested in 
your article “Read More And En 
rich Yourself April, p. 102 

I have been preaching this for a 
long, long time but it is the first 
time I have seen it in print. I find 
ilso that it is a subject that you have 
to keep “harping on continually 
As a matter of fact, I usually go 
through these trade journals myself 
md then refer specific articles to 
specific people within the firm 

Keep up the good work and don't 
let it die with just one artick 

Paut W. Van Orper 
Manager 

Special Industral Products 
B. F. Goodrich Industrial 
Products Co 


Government Request 
Wasuincron, D. ¢ 


It would be appreciated if you 
would furnish to the Subcommittec 
1 complimentary copy of your March 
1956 issue or a reprint of the articl 
in that issue, “Market Research Will 
rell You What's Happening in 
Your Market 

Jesse J. Primm an 
Economic Consultant 
United States Senate 














When an O-B distributor has a rush order, 
we're always glad to do everything Possible to 
©xpedite it, 


To help in Giving faster Service west of the 
Mississippi River, our representatives Maintain 
warehouse Stocks in Fors Worth, Denver, Los 
Angeles and San Francisco, 


tell you thar O-B service has been consistently 
920d. Some of ovr distributors have been with us 
for more than 40 years. They Ought to know! 







The entire story of O.8 distributer Policy is £ontained in 
the booklet, “KEEPING FAITH.” We be glad te tend you a 
free copy, if you'll mail the Sovpon below, 4622.V 


Keo 


MANSFIELD (| I >| Ono, U.S.A, 





380 North Main Stress 
Mansfield, Ohig 


Please send me g free copy of “Keeping Faith.’ 

Nome Tithe — 
Company . 
Address — rr 
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CROSBY-LAUGHLIN DISTRIBUTORS: 


FASTER DELIVERY 


... Shipments of Crosby-Laughlin Fittings come 
direct to you from complete warehouse stocks 
located in the hub of industrial America! 





Crosby-Laughlin Distributors: When 
contractors and manufacturers know you 
can deliver fittings for wire rope and 
chain in all sizes on time, everytime, 
you'll get the vital repeat orders from 
satisfled customers! 











GENUINE 
CROSBY CLIPS 


~ rh », World's strongest split 
k d The only clips that fit ip Ne) connecting link. *i" to 1%". 
an all rope from 
Stock “%" to 3". DOUBLE CLEVIS LINK 
o\ 


Couples 4" to Ya" chain to 


2 fittings. 
Sell the o 
LAUGHLIN 


LAUGHLIN SHACKLES 


“PIST GRip” CLIPS All popular styles 
om e e Easy to apply —for — 3" te 3”. 
Mie" to 1" rope. 
Line that 
& 
inc U es + LAUGHLIN HOOKS 
- LOAD GINDER Popular eye, shank and swivel 


Strong, versatile, tokes up 4/2". Interchangeable models. Capacities up to 
hooks fit 4 chain sizes. 20 tons. 


GENUINE “MISSING LINK’’ 





So * ecg ae 3 epee oh or neg 
oe ae ae 
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Now Order Direct From FORT WAYNE, INDIANA—Get 


THAN EVER BEFORE 


Now the complete line of drop-forged Crosby-Laughlin Fittings 
for wire rope and chain are delivered to a nationwide distri- 
butor network faster than ever before. Your order goes direct 
to Fort Wayne, Indiana—an important transportation terminal 
that’s located in the center of industrial America! Here, your 
order is promptly filled from a complete fittings inventory. 
This change, which combines the warehousing of Crosby* Clips 
and Blocks and Laughlin Fittings, was done exclusively for 
you, our distributor. When you have a complete fittings inven- 
tory, customers will come to you first because they’ll know 
you deliver on time, everytime! Maintain safe, sales boosting 
inventory levels with the fast delivery now available from 
centrally located Fort Wayne. 

Call on all users of fittings for wire rope and chain in your 
area. You have a complete line and full warehouse stocks 
behind you. Sell Crosby-Laughlin for every job where safety 
and long life performance are required!  *regisered trodemor 








The Leading Distributors Stock and Sell the Crosby-Laughlin Line 


a. = 









SAFETY HOOKS WIRE ROPE SOCKETS 
Rugged safety latch, , . Open or closed types made 
stainless steel spring keeps from drop forged steel 
load in ploce. Offered in ee Fi 4" t0 2%’ rope 
some types, sizes a 
os above ep — 
a ~ alla WIRE ROPE THIMBLES 
E , , , Regular and heavy types made from hot 
sap et “tot”, rolled steel. Fit 4" to 24" rope 
4 . 
SWIiVELs 
Regular, jaw and chain types P 
TURNBUCKLES %" 10 1%" sizes caosey LOAD. 
Hex end on weldiess body easy to take RATED” BLOCKS 
up. Eye, hook or jow ends in sizes All popular types 


stocked 


from Ve" x 4° to 2%" « 24". 


EEF (ROSBY LAUGHLIN Déococon 


American Hoist and Derrick Company 


“Registered Trademork FORT WAY N E 1 ’ I N DIA NA 


& bs -* | 
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A corporation in Sweden once wrote for a 
copy of a Nicholson booklet advertised in 
American Machinist more than 30 years 
before! And not too long ago a man visited 
the Nicholson factory who was interested 
in an advertisement which had appeared in 
The Saturday Evening Poat in 1925! 


Every Nicholson and Black Diamond ad- 
vertisement ever printed is helping you sell 
these brands. Steady, believable advertis- 
ing over the years, plus consistently high 
file quality, build brand preference. And 
brand preference—particularly in items 
as personal as hand tools—is important. 
It is passed from father to son, from fore- 
man to workman—and it makes the in- 
dustrial salesman’s job easier, quicker and 
more efficient. 


Brand preference for Nicholson and Black 
Diamond files is measurable—and over- 
whelming. According to a recent, impar- 
tial survey of 500 industrial purchasing 
heads, 79% prefer these brands. Readers 
of leading industrial and consumer maga- 
zines know the Nicholson slogan: “Twelve 
Perfect Files in Every Dozen.” And these 
readers know that this is more than a 
slogan. It is a fact. 


* Industry is pre-sold on files made by 
Nicholson. It pays to say “Nicholson” 
whenever you say “files.” 


NICHOLSON FILE COMPANY 


ta, PROVIDENCE, R.}. —_ 
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NICHOLSON FILE CO., 


dem to endonpied!y webie thet of any Vike manctactery 's the o-wetry 
Cnr prices are at low on it te punatite to farnint 0 raniiy Eretctane Fle from she beet af Pile Geant amd many be bad wink 
(ot ter me aad eb eme ) ehtrenming ne 


NICHOLAON FIL COMPANY, 


Providence, Kr. ft. 
—_—— ee eeSSSsSe— 


Nicholson File Company 
Canepa OFTICE® 


provinence, 1.0 8 * 


eee 


Th 


MICHOLSO™ Brent 
FILES AND RASPS 


ean pennawenn qaenaeD 7aaTaiTe COON 
— 
on 


reek bethee 
hl 


meee mney 
pen sank OF Ask rome nae 
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FASTENERS — over 20,000 types and sizes of standard bolts and nuts are PLEXIGLE PLASTIC PIPE — for lawn sprinkling, irrigation, industrial uses. Sup- 
supplied in eye-catching, tough, non-smudging packages that make aftrac- plied coiled from 2" thru 3” dia. in straight lengths in 4’ and 6’ dia. Pius 
tive self-selling displays. @ complete line of fittings and clamps. 


REPUBLIC 


OR) Woldé Widest: Range of Standard. Stools 
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REPUBLIC 
HELPS YOU SELL 


COLD 
FINISHED 


Pre-seliing is the key to increased volume and profits 
when you handle Republic Union Cold Drawn Steels. 

For example, Republic maintains a continuous 
advertising and promotion program directed to your 
customers, users of cold finished bars and shafting. 
Here preference is established by selling the inherent 
excellence of Union Cold Drawn Steel. Features 
such as smooth finish, accurate size, extreme straight- 
ness, improved physical properties and outstanding 
machinability are interpreted in terms of customer 
advantages—vital steps in directing orders to you. 

Next, Republic addresses a complete, hard-hitting 
advertising campaign to plant executives, It details 
many concrete advantages of relying on local Union 
Drawn Distributors for quick delivery of cold finished 
bars. Reductions in cost of capital tied up in inventory, 
warehouse space, equipment, manpower, insurance, 
scrap, waste and obsolescence are emphasized to show 
how actual savings can be realized. 

Finally, Republic is fully aware of the essential part 
played by independent distributors in our national 
economy. To this end our broad corporate advertising 
has taken and will continue to make the most of every 
opportunity to carry this message to influential seg- 
ments of the general public. 

Help boost your sales and earnings by maintaining 
adequate stocks of pre-sold Republic Union Cold Drawn 
Steels. Simply contact your local Republic sales office, 
or mail the coupon today for further information, 


SELL FtHESE PROP. eee ee 


CHAIN PROOUCTS —inciude all types of welded and 
weidiess chain, chain slings ond accessories for 
home, ‘arm, product or production use. 


STEEL 


and Stack Product 


ROOF DRAINAGE FRODUCTS—o complete line 
that’s competitively priced ond ready to use, 
These high-quality products are available in gal- 
vonized steel and ENDURO® Staintess Steel. 


STERL SHEETS—for o wide variety of fabricating or 
repair applications. Available in ENDURO" Stain 
less Steel, Electro Paintiok *, Continvous Galvanized 

steel of copper-stee! base, Golvannecied 
steel of copper steel base. 


—" - 


REPUBLIC STEEL CORPORATION 

Dept. C- 2230 

3156 dast 45th Street, Cleveland 27, Ohic 

Please send more information on 

{J Cold Finished Bars and Shafting 
[ } Flexible Plastic Pipe 


() Fasteners 
[_) Chain Products 
a) Roof Drainage Products 


[ }] Steel Sheets 


Name Tithe 


Company 


Address 
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valve-killing 
“vapor drill” 


LOOK INSIDE any valve that has failed in close-control steam 
service. Seating units are scored and grooved beyond repair. 
Called “wire drawing” or erosion, — it’s proof that closely 
regulated steam acts like a “vapor drill”, which quickly knocks 
out ordinary valves. 

Jenkins Plug Type Valves have been engineered in every 
detail for maximum wear in such valve-killing service. The 
stainless steel Armor Seat defies the “vapor drill”, and Jenkins 
quality throughout gives them top rating for wear-proof and 
trouble-proof performance. 

Make your own test . . . in your toughest steam service . . . 
or anywhere that abrasion or erosion causes frequent valve 
failure. Compare, part for part, with any similar valve. You'll 
find that, again, Jenkins extra value pays off in longer life and 
lower maintenance cost. 


Lae 
THROTTLING 
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your best defense is 


JENKINS BRONZE 
PLUG TYPE VALVES 


with the 


500 BRINELL 


STAINLESS STEEL 


Yewoe Fat 











AAD BEL IE LEAL GE OE AE I BF | ERE 


Jenkins advertising carrying the 
message shown on the opposite page is 
appearing in current issues of magazines 
read by valve specifiers, buyers, and users. 





It is additional, intensive promotion of 
the Jenkins Plug Valves that are scoring 
a high level of interest and action among 
valve buyers everywhere. 





The market for these valves is prac- 
tically unlimited . . . a market that will 
pay rich rewards for steady sales effort. 








Again, Jenkins provides valves that 
take top-rating by any test, plus full-scale 
promotion, to build more business for 
Jenkins Distributors. Jenkins Bros., 100 
Park Ave., New York 17. 





300 Ib. 200 Ib. 150 Ib. 
GLOBE and ANGLE 
A full range of sizes for any hookup. For 


complete information, call your Jenkins Dis- 
tributor -~ ask for folder Form 202-A. 


SOLD T 
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LOOK FOR THIS NAME ON THE HAND TOOLS. 


Put yourself Tool Sales ahead with these 
BLACKHAWK Hand Tools that save time 
and trouble for your customers! They are de- 
signed by mechanics for mechanics to handle 
industrial maintenance jobs quicker, easier 
and better—to sell fast and make more 
profits for you! 


BLACKHAWK offers you a complete Line 
of top-quality Tools—all fully covered by 
the BLACKHAWK Guarantee — including 
the basic Tools your customers use every day 
plus hundreds of special-purpose Tools for 


industrial repairs and service. 
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> Blackheww/- 


THE STANDARD OF INDUSTRY FOR 
MAINTENANCE and REPAIR SERVICES 





These great Tools have the precise fit, per 
fect balance and rugged turning power re- 
quired in industrial maintenance. The 
famous BLACKHAWK Socket Wrenches 
and Drive Parts handle the toughest nut- 
turning job with ease—and their triple-plate, 
Chrome finish gives them eye-catching ap- 
peal through a rust-free lifetime of service 
Moreover, 4/1 BLACKHAWK Hand Tools 
measure up to the same high-quality stand- 
ard. They are job-engineered, made of the 
finest materials and finished to the peak of 


perfection. 





You'll find BLACKHAWK Hand Tools easy 
to sell—and hard to beat in rugged indus- 
Ask 
Tools today! Write for complete Catalog 


trial service. about these sales-active 


and prices. The New Britain Machine Co., 
New Britain, Conn. 





Blackhaurk TOOLS ¢ NEw BRITAIN, CONN. 
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MANY SPECIALIZED 
BLACKHAWK TOOLS FOR ALL 
FACTORY MAINTENANCE AND 
MANUFACTURING OPERATIONS 
Xx 
Se 


oan purty 


TENSION WRENCH 









































IMPACT SOCKETS 

















THREAD 
RESTORERS 





















Ohh. 


WE MAKE THE VARIETY 
...YOU SAVE THE TIME 


You can save time in meeting the varied needs of your fasteners customers, you 
can give them exactly what they want when they want it, by stocking the Bethle- 
hem line of headed-and-threaded products. Bethlehem fasteners come in an almost 
endless variety, numbering hundreds upon hundreds of individual items. Bethlehem 
fasteners are well made. They have well-formed heads, straight shanks, and smooth- 
fitting threads. They're just what your customers need for a good holding job. 


Bethlehem Bolts Are Good Bolts 
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IT’S SMART TO DO BUSINESS with your Goe 
at Belts 


Yell 


able service on Hose. V-Belts, | 


supplies. Look for him in the 


jyear | 
ana r 


w P 9e@s «(UV 


ve you fast 


bber ond r 
Rubber Pr 


How Goodyear tells its distributor story 
to the Jacks-of-all-Trades 


EPRODUCED above are a few of the many 
R advertisements on Goodyear Industrial 
Products which are scheduled to appear this 
year in 25 of the most widely read trade journals. 
These publications have a total circulation of 
well over 700,000 and reach virtually all of the 
men who do the actual specifying, buying or 
using of industrial rubber goods. 


Obviously, these hard-hitting, factual advertise- 
ments are designed to sell more Goodyear 
Industrial Products to more people. But notice 
how it is done, notice how all interested pros- 

are directed to see the local Goodyear 


Distributor for “fast, dependable service.’ 
Notice also the prominence given to this direc- 
tive in every advertisement. 
And the above is only part of the story! In 
national business magazine advertising, in 
direct-mail advertising, in all the promotional 
efforts by Goodyear, the same policy of selling 
through the local Distributor is followed. But 
why not get the full story firsthand? Full details 
on what Goodyear does—and what you can do 
to build your sales and profits are yours by 
writing to: Goodyear, Industrial Products 
Division, Akron 16, Ohio. 


GOOD/SYEAR 


THE GREATEST NAME IN RUBBER 


We think you'll like THE GOODYEAR TELEVISION PLAYHOUSE 


every other Sunday NBC TV Network 
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PREFERENCE... 
PROMOTION eee 
PROFITS! 


You get all these and more 
when you handle the Kidde line! 


QUALITY! Sell the top line — the quality leader 
in fire extinguishing. It’s a simple fact that no 
other extinguishers are better made, better de- 
signed, better in performance than Kidde. You 
will be proud to feature the Kidde line! 


AVAILABILITY! Eight company-operated 
Kidde warehouses strategically located through- 
out the nation insure fast, efficient delivery, per- 
mit you to do business with a smal! inventory. 
You get fast service when you feature the Kidde 
line! 


SALES HELP! Month after month, Kidde ad- 
vertising and publicity in top national trade 
magazines deliver Kidde’s sales message, help 
open prospects’ doors for you. Kidde brochures, 
booklets, letterheads give additional support. 
And to aid your search for prospects, Kidde 
makes an extensive market analysis available to 
you. You get extra sales help when you feature 
the Kidde line! 


ONE SOURCE! As a Kidde distributor, you 
can fill orders for all types of fire extinguishing 
equipment. Extinguishers shown on this page 
cover only a portion of the entire Kidde line. 
All your needs are filled under one roof when 
you handle the Kidde line! 


: 


WATER, ANTI-FREEZE 
Either air-pressurized or 
cartridge-operated, in brass 
or stainless steel. 2‘ gallon 


capacity. 


SODA-ACID, FOAM 
Either seamless drawn brass 
or stainless steel shell in 2% 
gallon size. 


CARBON DIOXIDE 
Portables in 2%, 5, 10, 15 
and 20-pound capacities, in 
trigger or squeeze-valve 
models, 


ORY CHEMICAL 
Air-pressurized in 5 and 10 
pound capacities, cartridge- 
operated in 20 or 30 pounds. 


Because of Kidde's Franchise policy, distributorships are 

naturally limited. We therefore suggest you write now for 

be ; Cae" by more information. If you are interested in a competitively 
: —— priced, top-quality line that will give you an opportunity to 


PUMP TANKS 


open up new avenues of profit, write today to Kidde’'s 
and 6-gallon sizes, with 


Market Development Department. 2% 


VAPORIZING LIQUID 
CTC or CBM, pump or air 


pressure operation. Pump 
capacities 1 and 1% quarts, 
pressurized in 1 and 1% 
quarts and | gallon. 


The words ‘Kidde’, ‘Lux’, 

lus -O-Matic’, ‘Fyre-Freer’ and 
the Kidde seal are trademarks of 
Wolter Kidde & Company, | nc 


Walter Kidde & Company, Inc., 822 Main St., Belleville 9, N. J. 


galvanized or polished cop- 
per tank. All brass, double- 
action pump throws 40-foot 
stream. 


COq SYSTEMS 
Built-in systems are engi- 
neered to guard against 
larger, fixed hazards, featur- 
ing patented Kidde Multijet 
nozzle for maximum extin- 
guishing power. 


FIRE AND SMOKE DETECTORS 
Kidde detecting equipment is 
specially designed for indus 
try, schools and other public 
buildings. Fully approved by 
leading insurance and inspec- 
tion authorities. 
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HAMMER FORGED plus POLISHED FLUTES 


This hammer forged drill (a GTD improved chip slippage, reduced friction 
AMPCO specialty) even without pol heat and a tendency to reduce power 
ished flutes would still be a superior consumption, give it still another plus 


drill! Polishing the flutes, which means value. All this at no extra cost to you! 


AMPCO TWIST ORILI DOivision 


GREENFIELD TAP AND DIE CORPORATION 


GREENFIELD MASS 














Take a GOOD LOOK 


at your advertising! 


1S IT HELPING PROSPECTS FIND YOU FAST? 


No matter what advertising and sales 
promotion you do, use the ‘Yellow Pages’ 
to spotlight the important lines of indus- 
trial equipment you stock for new pros- 
pects and old customers. 


‘Yellow Pages’ are a valuable source of 
buying information to men who pur- 
chase all types of industrial products 


Your sales message in the ‘Yellow Pages’ 
tells them ‘Where to Buy’ when they 


are ready to buy 


Your ‘Yellow Pages’ representative will 
be glad to help you take a good look at 
every classification in the telephone di- 
rectory that can bring in more business 


for you 


Find Your 
Nearest Distributor 
In The 


‘Yellow Pages’ | 


Advertisers of branded industrial product 
ve veing this emblem to tell buyers where 


to find the: loca! distributor 


Want a bigger share of the market’? Talk it over with your ‘Yellow Pages’ representative. Call him at your local Bell telephone business office 
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Your Wickwire Rope distributor 
and our steel meliter... 
always at your service 


This steel melter—at Wickwire’s open 
hearths where wire rope steel is made—is 
with your Wickwire Rope Distributor every 
time he makes a call. 


True, he’s physically at the open hearth 
compounding steel with the sharp eye of an 
expert. But your Wickwire Distributor 
makes his ca!] with the full assurance that 
the steel in Wickwire Rope has the right 
chemical content and grain size because 

it’s always produced under rigidly controlled 
conditions by experts. 


It’s just one more reason why your Wickwire Rope Distributor 
knows he’s got top-quality rope, slings and strand to sell 
...and that these products will serve you well. 


A PRODUCT OF THE COLORADO FUEL AND IRON CORPORATION 
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WHAT’S NEW WITH SPS 


SPS offers complete 
self-locking UNBRAKO 


HOW NYLOK* LOCKS 


HOW NYLOK LOCKS. The tough, resilient nylon pellet keys itself into mating threads. It forces threads together and locks the screw 
securely, Remember this picture and this caption. You'll see them practically everywhere for months 


* (ae nec 
ee 
4 Ako SOCKET SCREW PRODUCTS PLEXELGOE sir-iocuie nurs )«=MALLOWELA SHOP fQUIPmENT SEL-LOK SPRING PINS 
nem —_ ——! » 
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new line of 
socket screws 


All-out campaign introduces new 
UNBRAKO screws with Nylok* feature 


The entire UNBRAKO line of socket screw 
products is now available with the Nylok self- 
locking feature, which locks screws securely in 
place, seated or unseated, wherever wrenching 
These new screws will save for your 
They will simplify 


Stops. 
customers in many ways 
design, eliminating such auxiliary locking de- 
vices as lockwashers under screw heads, costly 
wiring of cross-drilled heads, insertion of 
cotter pins, and complex multiple set screw 
installations. 

These products are being introduced now by 
a full-scale promotion campaign. Last month, 
self-locking UNBRAKOs were reported as new 
products by leading national engineering and 
trade papers. This month they are being pro- 
moted by the first of a series of 2-page ads 
that will SPS 


will back up space advertising with extensive 


continue for several months 
direct mailings to selected lists; and we have 
prepared self-mailers and other promotional 
pieces that you can use to indoctrinate your 
own customers in the advantages of the new 
self-locking UNBRAKO line. 

Self-locking UNBRAKOs will be sold only 
through authorized industrial distributors. Our 
sales representatives will be glad to discuss 
these products with you and the best ways to 
sell them. And we will supply you with as 
many ad reprints, self-mailers, catalogs and 
bulletins as you need —imprinted free of charge. 
Contact George Somes, Sales Promotion Man- 
ager, for copies. STANDARD Pressep Strei Co., 
Jenkintown 13, Pa 


*TM Reg. U.S. Pat. Off., The Nylok Corporation 


STANDARD PRESSED STEEL CO. 


NK INTOWN PENNSYLVANIA 


AND HERE’S HOW WE'RE PROMOTING THEM 





te * 


self-locking UNBRAKO 
thet won't work loose 


eT 
aly 


~~ ew 
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AD #42615 KICKING OFF THE CAMPAIGN. I° is appearing this month in 


leading national trade papers. It features the entire self-locking UNarako line 


AD #427 1S A POLLOW-UP, featuring self-locking Unsraxo socket 


head cap screws. 


Sy 8 sakes wee, 
td 
4 - 
a“ 


HERE ARE TWO SELF-MAILERS you can use to generate interest among 
your own customers, Form 2197 goes first, Form 2198 follows it up. Reply 
cards are built in; we'll imprint them for you free of charge 


AND HERE ARE TWO BOOKLETS that you can we cither as mailing 
pieces or as handouts. Form 2196 is a 4-page folder describing the new line 
in general; Form 2193 is a 16-page catalog that gives complete specifications, 
sizes and technical data. 
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“I'm ahead of my quota on socket screws since 
taking this Bristol correspondence course!” 


This unique correspondence course is full of sound 
selling tips for Bristol socket screws. It's paying off 
right now for py of industrial distributor salesmen. 

Bristol adds real sales power to the widest line of 
top-quality socket screws (in both hex and Bristol- 
originated multiple-spline socket). Bristol backs you 
up with selling tools like these: 
© Counter display racks for both hex and multiple- 

spline lines. 
© Hard-selling bulletins and net price sheets. 


@ Modern packaging. 

© National advertising, direct mail, envelope stuffers. 

e Confidence-building engineering data sheets. 

@ 34 Bristol Branch Offices and a national organization 
to give you and your customers A-1 service. 

And then, there's Bristol's aggressive development 
rogram that keeps the distributor on top of the mar- 
= with innovations like the new through-broached 
set screw for the booming automation field, Still a 
limited number of distributorships open, too. 


Precision socket screw manufacturers since 1913 


iv V 


Bristol’s Hex Socket Screws : 


¥is 


Bristol’s Multiple- 
Spline Socket 
Screws 


* 


O 


' 
i 
. * 
] ’ 
i 
i 
' 


*Made in sizes as small as No. 0 in Alloy Steel and Stainless Steel. Cap Screws up to 142”. 


¥ 
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Scores of 
plants need the 
savings 
you offer... 


Deliver any 
material direct from 
original drum! 
Save liabor, time 
and materials! 


ALE 


VERSATAL 
Material Handling Equipment 


covtrer or 





Motor. No exposed moving 
parts. No adjustments. No oil 


WITH ALEMITE 


material handling pumps 


Any plant can have efficient, clean transferring of 
semi-solids and fluids—with fast, powerful Alemite 
VeRSATAL Pumps! Man-hours spent in hand 
transferring of materials are eliminated 

No waste .. . drums are pumped completely 
empty! No shutdowns for refilling! 

Materials flow through fully-enclosed 

systems. Floors are kept clean, dry, 

sanitary! Heavy materials can be 

pumped, at lower temperatures, 

higher, farther, faster with 

Alemite VersataL Pumps! 


ay i ‘ s 
Se Prew ~ 


VERSATAL MODELS 


fit wide range 
of applications 


Powerful, VERSATAL “Super- 
0” Pump, illustrated, gives 15” 
faster output than comparable 
models. High-speed pump with 
tremendous reserve power (4 
to 1 ratio). Big 3 Sealed Air 
Write Alemite, Dept. 4-86 
1850 Diversey Pork way 


ing required. Lightweight with 
increased efficiency. Weighs Chicage 14, Mineis 


only 43 Ibs.! 


Products of STEWART-WARNER CORPORATION 
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How J-M National Advertising 
backs up its Packings and Gaskets Distributors 


Each magezine represents 
a campaign of many advertisements 
aimed at your customers each year 


MANAGEMENT 
Business Week 
GENERAL INDUSTRIAL 
industry ond Power Purchasing 
Power Industrial Equipment 
Combustion News 
bower Engineering New Equipment Digest 
National Engineer Pacific Factory 
DESION 
Applied Hydraulics Design News 
Machine Design Product Engineering 
Product Design and Development 
PROCESSING AND PAPER 
Chemical Engineering Chemical Processing 
Petroleum Refiner Oil and Gas Journal 
Pule and Paper Topp! 
Poper Mill News 
RAMROADS AMD MARINE 
Modern Railroads Railway Age 
Railway Purchases end Stores 
Marine Enyineering—The Log 
AVIATION 
Aviation Week Avietion Age 
Aeronautical Engineering Review 
PETROLEUM PRODUCTION 
Drilling Contractor 
METALS 
tran and Steel Engineer 
DISTRIBUTION 
Industriel Distribution 


Your best customers and prospects read J-M Packings 
and Gaskets advertisements regularly in these magazines 


Strongest advertising program in packings 
and gaskets field presells your customers 


Ir you are a Johns-Manville Au- 
thorized Packings Distributor, the 
largest advertising program in the 
packings and gaskets field works for 
you, It embraces a number of adver- 
tising campaigns, each aimed at a 
major market, and placed in the 
magazines with the most influence 
on that market. Your customers, in 
aviation, chemical processing or 
manufacturing, metal working, 
paper, petroleum drilling and refin- 
ing, transportation and other indus- 
tries are targets of this advertising. 

And because Johns- Manville 
Packings and Gaskets advertise- 
ments are hard hitting, tailored to 
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the needs of industry, and feature 
items that offer maximum perform- 
ance at lowest cost, they presell 
your customers . . . make orders 
easier to get. 


When you handle Johns- Manville 
Packings and Gaskets, you have the 
benefit of the year-in, year-out ad- 
vertising that has helped make 
Johns-Manville one of the oldest 
and most respected names in in- 
dustry. But advertising is only one 
of the advantages of a Johns-Man- 
ville Distributor Franchise. For the 
complete story, write Johns- 
Manville, Box 60, N. Y. 16, N. Y. 
In Canada, Port Credit, Ont. 





TRANSMISSION BELTS 


‘ 


“U.S.” Flat Belts come in 
special cord-constructed 
endless lengths or in duck roll 
belting. “U.S.” production 
techniques guarantee quality 


performance 
The complete “U.S.” V-Belt line 
includes the famous U.S 


Rainbow®, U.S. Royal Super- 
Service, and fractional 


horsepower belts (made by the 
error-proof Electronic Tension 
method to eliminate vibration 
and squeak and to increase 
service life ) 


The vowerGetp ° Tunis ” Belt 
was awarded the Franklin 
Institute's 1955 Longstreth 
Medal—for “invention of high 
order.” By providing 
near-100% efficiency in 
positive, non-slip, split-second 
timing, it has become standard 
ouuipment in a wide variety of 
machines and appliances 


Whatever your customer's power transmission require- 
ments, “U.S.” can supply them. With “U.S.” ware 
houses strategically located acr the country, you 
are assured of immediate service and shipment. V-Belt 
sheaves and “Timing elt pulleys are tested for 
static balance and engineered to make the “U.S.” belt 
deliver the highest efficiency and durability 

U.S. Rubber transmission belts—plus engineering 
assistance by power transmission spec ialists—are avail 
able at any of our 28 District Sales Offices, or write us 
at Rockefeller Center, New York 20, New York 


Mechanical Goods Division 


United States Rubber 
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---you get more sales and profits 
with a P&H Hoist franchise 


It’s no accident that you make more sales, 
more — from handling the P&H Hoist 
line. t’s because P&H offers more user 
advantages — sales advantages —that others 


For example, you can sell such features as: 
Not just one—but two disc brakes—on every 
P&H Hoist. Every P&H Hoist is reconnect- 
ible at the control box to 220 or 440 volts. 
Large models utilize the new money-saving 


rectifier brake—a sales-maker 
all by itself. And all P&H 
Hoists offer the added opera- 
tor safety of only 24 volts 
across the control circuit. 


What do these features 
mean to you? Your customer 
gets a better buy when he 
chooses a P&H Hoist. You 
make an easier sale because 
you've got the up-to-date 
features that sell — and sell 
fast! 


The coupon below brings 
you complete information on 
the P&H Hoist line. 


- eC SS SS KCK SSK Sete” 


P&H HOISTS, HARNISCHFEGER CORPORATION 
4683 W. National Ave., Milwavkee 46, Wisconsin 
Gentiemen: Please send me information on the complete 
P&H Hoist line. it looks like a winner to me. 


lene State. 


~sie 
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Standandige with STANDARD 


® When you're faced with a cutting tool problem, the 
STANDARD TOOL MAN—hbacked by 75 years of 


industrial experience—will recommend a practical, 
profitable solution. 


Your Standard Tool Man is familiar with all types of 
YOUR STANDARD TOOL 
DISTRIBUTOR BTOCKS 


metal-cutting operations and is always at your 
THE COMPLETE LINE 


service without obligation. 


Call him / 
CTANDARD’ OOL (60. 


CHESTER AVENUE & ¢ tassel ell) 










FACTORY BRANCHES tn NEW YORK «© COETROIT « CHICAGO + DALLAS © SAM FRANCISEO 


THE STANDARD LINE: Twist Drills - Reamers - Taps - Dies - Milling Cuttérs - End Mille - Hobs - Counterbores - Caddide-Tipped Jools - Gages 


: ; 


q S « 











McGRAW EXECUTIVES pose with the prizes awarded 
to their sales force. Left to right are H. T. Wagner, 
President; J. H. Newcomb, Treasurer; R. H. Smith, 
Secretary; and R. W. Johnson, Vice-President. 
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DISTRIBUTOR FORUM AT RICHMOND 


Hewitt-Robins Conducts Program to Aid Sales Personnel of James McGraw Inc. 


Twenty-two representatives of the James McGraw 
Inc. sales force in Richmond, Virginia, recently met 
with Hewitt-Robins personnel to hear the complete, 
up-to-date story on Hewitt-Robins products and 
policies. 

The moderator of the forum was R. E. Bertz, 
H-R’s Richmond field engineer. H. Knechtel, Man- 
ager of Industrial Sales and Development, gave a 
special talk on hose production and sales. C. A. 
Thompson, manager of the Charlotte district which 
serves Richmond, discussed the use of H-R’s new 
CR belt construction based en cotton-rayon belt 
fabrics versus straight cotton duck. Questions about 
H-R products and policies were answered by H. C. 
Heine, Manager of Distributor Sales. 

McGraw management presented special awards 
to those members of their sales force who have made 
outstanding sales records in Industrial Rubber 
Products. The meeting was held on a Friday evening 
and included refreshments for all. 
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SALES OFFICE AND WAREHOUSE OF 

JAMES McGRAW INC. The sales office and warehouse 
of James McGraw Inc. stands at the corner of 9th and 
Cary Streets in Richmond, Virginia. This 90-year-old, 
employee-owned firm has held an exclusive distributor- 
ship with Hewitt-Robins since 1937. With 40 employees, 
James McGraw Inc. serves the area within a 200-mile 
radius of Richmond. 


NEW HOSE BULLETIN. Bulletin S-104, covering Air, 
Air Drill and General Service Hose, has been issued to 
replace Bulletins S-102 and S-103. This is a result of 
continuing efforts to supply the distributor with the 
most up-to-date and usable data about H-R products. 
Copies are available from Hewitt-Robins, Service 
Department, Stamford, Connecticut. 


Pe 
FOR SERVICE AND INFORMATION 
ON BELTING AND HOSE 
CALL YOUR LOCAL HEWITT-ROBINS 
INDUSTRIAL SUPPLY DISTRIBUTOR 
LISTED IN THE “YELLOW PAGES” 














= 





WEEKLY MAILINGS FROM H-R. To keep field and 
distributor personnel fully informed about current ad- 
vertising, promotion and sales data, H-R now makes a 
single coordinated mailing once a week. Included in each 
mailing are ad reprints, new sales literature, price list 
revisions, delivery schedules and other essential data. 
This system offers a compact unit to review once a week 
instead of individual non-scheduled mailings. 


DISTRIBUTOR SPOTLIGHT. This notice wil! appear with every ad 
vertisement of our Industrial Divisions during 1956 to direct read 
ers to your listings in the local classified telephone directory 
HEWITT-ROBINS, STAMFORD, CONNECTICUT. 
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PACKAGED . . . with a PLAN FOR PROFIT! 


Only Southern 


Let Southern Screws improve your customers’ profit picture—and your profit, too 
has “EZ to C’’© triple-check identification that speeds up sales, cuts down on old-fashioned, time 


Weod Screws consuming fumbling 
Your customers will go for Southern’s three way identification system because “EZ to C’’© labels ore 


Stove Bolts 
(1) Keyed by color 


Machine Screws (2) Keyed by border design 
( 
A&B Topping Screws 3) Keyed by silhouette 
Delivered in strong, colorful, moisture- and soil-resistant boxes—Southern Screws and Bolts help 


Roll Thread Corriage your customers sell right down the line! 
Whether your customers order in package units—or whether you place bulk orders—Southern is 


Bolts 
famous for Service as well as Quality 
Weed Type U Available on request Color Label Chart, Package Stock Guide, Bulk Stock List. Write Box 1360-ID 


Drive Screws 
Hanger Bolts 


Dowe! Screws 
Fe ee Coot Rear d.. ARE SES. Shean rom. fl SCREW COMPAWNY 
STATESVILLE at NORTH CAROLINA 


SEE US AT THE NATIONAL HARDWARE SHOW 


BOOTH 677 Werehouses: NEW YORK © CHICAGO « LOS ANGELES * DALLAS 
| 


ee 3 Seld Through Leading Wholesale Distributors 
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FINE TOOLS 


promote fine safety records! 


mae 


Here's o selection of Bonney Tools that takes care of a wide variety of jobs in mill or factory 














In the automotive, aviation, construction, railroad, refrigeration, 





shipbuilding fields throughout general industry safety is a 





watchword. Bonney Tools help mechanics and machinists prevent 





those accidents so often caused by inferior tools. The result is a 





saving of time as well as knuckles a reduction in the cost of 





repairs and maintenance 

The tools shown above are typical of the wide range of 
standard Bonney wrenches, ratchets and sockets to take care of 
most any job in the plant requiring hand tools. And when it comes 






to something special, different— you can always count on Bonney 





to bring you the newest tools first 






P The right tool the right brand the right kind of adver 
ay Cae ¢ manvtactures tising in the magazines your customers read — they all add up to a 
many tools to customer specification. real sales winner. Ask us to show you how it pays to stock and sell 











Write to us about any tool problem. Bonney Tools 








BONNEY FORGE & TOOL WORKS + ALLIANCE, OHIO 






1956 
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To industrial supply men 


Why BLACKHAWK 
can be your biggest 


Is «2 natural...industry today depends on 
hydraulic power throughout its operations 


neluding Jocks — 1'% thry 100-ten capeci 
* Porto-Power Remote Control Jacks — 


es 
: 4, 7, 10, 20, 50-teon capacities * Hollow 
raul ic ower 00 S$ Rams, Pull Rams, Hydraulic dy --- ~e Electric 
Pumps — Cylinders, Valves, Fittings, _ uges, 


Presses Pullers, Spreaders, — Bender 


New products add SPARK preference 
A constant flow of terrific new products Overwhelming preference for Blackhawk 
from Blackhawk give you something to is the result of continually giving distrib : © ce anc 
talk about and » ellen like this new faster utors and users the world's finest hydrau oratory wor Blackhawk Hydraulix 
lighter bydraulie pipe bender lic tools with exclusive feetures ools are basic for 1001 jobs 
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who want NEW business: 


. ’ ‘ ‘ ‘ 
Answer industry's No. | interest You out-punch with exclusives Huge program of sales helps 
a=» 4 i You're way ahead of competition with Blackhawk backs you with the most pow 
lower costs vow, soll) aa a the only complete line of hydraulic tools erful and conswtent advertising in the 
just equipment ou new production power tool field. It's the only 


plus more easier-to sell features hydrauls 
ideas and short-cuts faster, easier 
tool manufacturer to advertine 


maintenance. Addis = te lower man Heavy-duty jacks have “Lightning Luft hydrauly 
4 Mani yr 4 , , , > : u ; 
Ut . for faster load contact, smoother life in the Seturday Evening Poat ad after 
facturin costs that build industry's . } ; 
, Gauges can be mounted on the job Por sd telling millions to see their Blackhawh 
vrofits our own profits ride right along - 
to Vower features widest variation of ndustrial distributor Ads throughout 
with the only line that meets every hy 
hydraulic tool applications. And only the year appear constantly in leading in- 
draulic power tool requirement and Blackhawk build Porto- Power lustrial publications, toc 
ac ve mu » , ? J satriai rubles N oo 
that’s Blackhawk i 


Don’t sell just jacks . . . sell hydraulic tools! 
More to sell... more places to sell! 


Every day throughout industry and construc- be the one source of all hydraulic tool needs in 
tion on a multitude of jobs they're finding more your area for bigger sales, bigger profits! 


ways to speed up production and cut maintenance 
costs with Blackhawk’'s amazingly versatile jacks, The BLACKHAWK man wants to see you 

“Porto-Power” pumps, rams and attachments Isn't this a profit story worth looking into? There's 
the largest and only complete line of hydraulic no obligation just a chance to see for yourself 
tools built! And it’s full speed ahead at every how far up you really go with the complete Black 
Blackhawk plant to meet the demands of this hawk line of hydraulic tools and Blackhawk back 

booming market. Tied in with Blackhawk, you can ing. Contact us immediately for full fact 


BLACKHAWEK ivorautic rower toois 


BLACKHAWK MFG. CO., Dept. H-1786, Milwaukee 46, Wisconsin 


Mydreviic jorts 


Mydrow ope bvenden Power 41) ver 
thew 100 tons 


ord trecteut punches Rydroe evmor 
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Ready for shipment is one of several hundred high 
speed Scandia wrapping machines being built for 
Phillip Morris for their new Marlboro cigarette 
packages, These machines depend upon Johnson 
bearings to help them function smoothly. 


Scandia 


John G. Mickens, Purchasing Agent of the Scandia 
Manufacturing Company, buys thousands of Johnson 
bearings annually for use in special precision wrapping 
machines. He says quality is excellent 


Above, Johnson Bearing being installed in high-speed 


machine, Close tolerance permits accurate 


fit necessary for perfect operation, 


Distributors Maintain Steady Volume and Profits 
With Johnson Standard Bronze Bearings 


The consistent repeat business distributors get 
from customers who regularly use Johnson 
standard stock bronze bearings in original 
equipment is a big factor in achieving satisfac 
tory volume and profit levels. This is true be- 
cause once the sale is made, the high quality 
of Johnson bearings plus quick availability from 
local stocks keep on selling year in and year out. 

A typical example is the Scandia Manufactur- 
ing Company of North Arlington, New Jersey 
Since 1918, this company has made a specialty 
of producing high speed cigarette-wrapping ma- 
chines—makes about eighty percent of the 
machines in use the world over. 

“In a situation like this,” says Scandia’s Pur- 
chasing Agent, John G. Mickens, “we're pretty 
choosey about what goes into our machines. 


afford a breakdown and 
Is why we use Johnson 
their dis 


Our customers can't 
neither can we. That 
bearings—a very fine product and 
tributor gives us excellent service.” 

This reputation for quality and service has 
been enjoyed by the distributor for many years 
He also benefits from Johnson's policy of pro 
tecting distributors on volume orders — the real 
istic price policy —the service of field engineers 
when needed —the wide range of more than 900 
standard stock sizes available 

Johnson is regularly promoting the use of 
these bearings to your customers in many indus- 
tries. If you do not regularly stock them it will 
pay you to investigate the volume and profit 
potential. Write Johnson Bronze Company, 535 
S. Mill Street, New Castle, Pa 
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y about motor bis 


LICATION GUIDE TO SELECT 


CENTURY ELECTRIC COMPANY 
1806 Pine Street, St. Lowls 3, Missouri 


Please send Application Guide, Form 1700, te: 
Nome 

Compony 

Address 


City Stote 


Performance-Rated 
MOTORS 
1/8 to 400 H. P. 
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Here’s Why the £77eco/r: LINE of 
Can Be Zour KEY LINE 


POWER-OPERATED HOSE REELS MATERIALS 
ORUM PUMPS For Grease, Oil, DISPENSING SYSTEMS 
For Original 120 tb. ATF, Air and Power Operated For 


or 400 Ib. Drums Water Services Pole, Spray or Flo 
Gun Applications 





. = 


oa =r 


GREASE GUNS—Standord & Man-Size Capacities 





GREASE FITTINGS 
Complete Line of 
Surface-Check and 
All Other Populor Types 
and Thread Sizes 





BUCKET PUMPS 
Portable — High 
Pressure and 
Volume Models 


POWER-OPERATED 
TRANSFER PUMPS 

For Transferring 
Lubricants and Fluids 
from Original Drums 





PORTABLE POWER LUBRIGUNS 
Electric or Air Operated 

MEASURING VALVE SYSTEMS 
foot or Mond Actuated —Any Capacity 

CENTRALIZED 

LUBRICATION SYSTEMS 

Complete Line — 

Full Automatic to Monvol 
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Lubricant Application Equipment 
to Greater Net Profits 


a, 


. 


s 


PORTABLE LUBRICATION DEPARTMENTS 
for Heavy Construction Contractors 


LINCOLN ENGINEERING COMPANY + 5739 Noturol Bridge Avenve + St. Louis 20, Missourl 
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“Our men can really 








ee 
a 7 
ec _ %. 7" . ne 


a ‘ ie 
DISPLAY, DEMONSTRATION — Customers and prospects are Colcord-Wright's attractive showroom where the Delta line is always 
frequently invited to attend demonstrations and discussions in prominently disployed 


i , 
! ee 
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COMPLETE SERVICE..Evidence of Colcord-Wright’s growth is its IMMEDIATE DELIVERY _ Colcord-Wright’s moll order deport 
new and modern building that enobles them to provide even greater, ment provides complete information, fast service on orders. in addi 
more complete customer service, plus ample parking and loading area tion, two deliveries ore mode doily to the St. Louis metropoliton crea. 














y | sell DELTA Quality,” 


says Fred C. Fischer, Sales Manager-Vice President, 
COLCORD-WRIGHT Machinery & Supply Co., St. Louis, Mo. 


For fifty years Colcord-Wright has builta highly successful, 
continually growing business around one basic policy 
service to the customer. “In fact,”’ states Mr. Fischer, 
“the only thing we sell is service, and service begins with 
selling only the finest. That's why we sell only Delta 
Power Tools.” 


SALESMEN WANT QUALITY 

Colcord-Wright’s eleven salesmen are enthusiastic 
about selling Delta. “Our men iike Delta tools because 
they have a solid reputation for dependable, trouble- 
free service,”’ says Mr. Fischer. ‘“This not only makes 
selling easier, but keeps customers sold. And Delta’s 
completeness of line gives our men a tool for practically 
every job the customer has. It all adds up to more 
sales, more customer good will--and more profits 
for us.”’ 


BACK QUALITY PRODUCTS WITH QUALITY SERVICE 

“It’s up to us to not only sell the finest quality 
products, but back them with the finest quality serv- 
ice,” says Mr. Fischer. Here’s Colcord-Wright’s for- 
mula for building lasting customer good will: 


ANTICIPATE CUSTOMERS’ NEEDS —-Colcord-Wright 
salesmen constantly cover every industrial plant 
within a 125 mile radius of St. Louis, sometimes as 
often as every 10 days. In that way they become 
thoroughly familiar with customers’ problems, can offer 
constructive help that customers really appreciate. 


INSURE IMMEDIATE DELIVERY —Colcord-Wright realizes 
the importance of fast service that often saves cus- 
tomers time and money. That’s why complete stocks 
of Delta tools, parts and accessories are always main- 
tained. And Colcord-Wright mailing and shipping 
personnel process orders in record time. 
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ADEQUATE STOCKS — Orders ore quickly and easily filled through 


rigid deportmentolized inventory. Complete stocks of Delta tools, 
parts and accessories ore always maintained. 








Fred C. Fischer, Soles Manager-Vice President of Colcord-Wright states 
“Customer good will comes before profit—thot's why we sell only quality 
service, and Delta Quality.” 


PROMOTE, DISPLAY, DEMONSTRATE Keeping cus- 
tomers and prospects constantly aware of Colcord- 
Wright services is done through a well planned, con 
tinuous promotion program. Mailings are made at 
least twice a week customers and prospects are fre 
quently invited to demonstrations and discussions by 
factory technicians and mobile shops are used to 
display and demonstrate in outlying areas 

Colcord-Wright’s continued growth with Delta is typical 
of leading industrial distributors across the country. The 
reason: When Delta Quality is backed by dealer service of 
equally high quality, the result is bound to be ever 
growing sales and profits. Delta Power Tool Division, 
Rockwell Manufacturing Company, 634H N. Lexington 
Ave., Pittsburgh 8, Pa 


DELTA QUALITY MAKES THE DIFFERENCE 


another product by 


ROCKWELL 
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IN STOCK= / answers to your 
POWER TRANSMISSION, PROBLEMS 


Foote Bros. LINE-O-POWER Drives 





ALL MODELS, SIZES, 
RATIOS AVAILABLE FROM STOCK 


Here’s the widest selection of standard speed reducers 
available to you today—all from stock. Capacities 
range from fractional to 200 H. P., ratios to over 2700 
to 1. Standardization of design and extra-capacity 

Duti-Rated Lifetime Gearing make them the most 

economical to buy for any standard speed reduction 

application. The most economical to maintain, too 

3 highest quality workmanship and simplified, rugged 

Fd construction offer top efficiency, longer life and trouble- 

free operation. Standardized interchangeable gearing 

minimizes spare parts stock requirements. Foote Bros. 

F Line-O- Power drives will transmit power from any source 

| and operate from any position. Input and output shafts 
can be easily modified to suit your particular needs. 


Foote Bros. Line-O-Power offers you the complete line of 


this tredemark , drives pre-engineered and standardized for any or all of 
stends for the finest UFCTINE SCARING | your power transmission problems—in stock to meet your 
Industrial gearing made J needs efficiently and fast. Write for complete catalog now. 





4545 South Western Bovlevard, Dept 1D., Chicago 9, Ilinois 
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HELLER TOOL CO. 





Also made in Square Handle Needle 
HELLER (Escapement) 5'/2" size only—cuts 0-2-4-6 


VIXEN” Gmercan-Swiss wucur” 


FAMOUS BRANDS MADE BY HELLER TOOL co. 


Subsidiary of Simonds Saw and Steel Co. 





America's Oldest File Manufacturer 
BRANCH OFFICES New York © Chicege * Detroit © les Angeles NEWCOMERSTOWN, OHIO 
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*ADS LIKE THIS ARE READ BY DISTRIBUTORS’ PROSPECTS 


Appearing in Factory, Mill & Factory, Plant Engineering, Western Industry, 
Pade Vastery, Sevthere Power & industry, end Mochanicel Sngincering. 


f 
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Help Improve Daily Plant Output 


with Diamond Roller Chain Drives 


For simple power transfer applications; drives of 
fractional, several hundred or thousand horse- 
power capacities; or for lifting, handling, proc- 
essing, conveying Diamond Roller Chains 
can help insure better performance and steady 
top output. 

The smooth non-slipping operation, long-life 
dependability, reserve strength, and high main- 
tained efhciency of Diamond Roller Chain are a 
result of over 65 years of effort devoted exclu- 
sively to this one product. You will find uniform 
quality in every part, every link, and every foot. 


If you re-examine your production layout now, 
you will find many ways to adopt Diamond 
Roller Chain for improved performance and 
increased output. 


DIAMOND CHAIN COMPANY, inc. 
Where High Quality is Traditional 

Dept. 480, 402 Kentucky Ave., indianapolis 7, indiena 
Offices and Distributers in All Principal Cities 


DIAMOND Se eats 
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The cap screw for use where mild stee! satisfies the requirements of the job 
and special appearance is not required. Threads are accurate for perfect {it. 
Hexagon heads are clean cut, uniform and true for wrenching; machined cham- 
fered points for easy assembly. 


“HI-CARBS” ‘o 


These cap screws of high carbon steel are skillfully double heat treated in our 
own modern atmospherically controlled furnaces to have maximum strength 
and toughness. The accurate threads, uniform and true hexagon heads, and 
machined chamfered points make for perfect fit and easy assembly. 


“SHINYHEADS” (or /eoks “America’s best looking cap screw" 


For that finishing touch on any high quality product where appearance counts 
it pays to use “Shinyheads” — made of high carbon steel for extra strength. The 
hexagon heads are finished machined top and bottom and faces burnished 
mirror smooth. Accurate and uniform threads and machined chamfered points 
make for easy assembly and perfect fit. 


Only Ferry Cap supplies three lines of hexagon head cap 
screws forall needs. Carried in stock for prompt shipment. 


Also Set Screws—square head and headless; Fillister Cap Screws; Flat Head Cap Screws; 
“Shinyland” Studs. 


& SET SCREW CO. 


INDUSTRIAL DISTRIBUTION © AUGUST, 1956 





Keystone Lubricant tames 


hungry acid that chewed up 
costly pump parts... 


Eastern chemical manufacturer learns how to cut 
parts replacement and pump maintenance at far 
less lubrication cost. 


Seething sulphuric acid chewed the “innards” out of 
pumps in a large east-coast chemical plant. Valve seats, 
cylinder walls and pistons had to be replaced continually 

at a cost of hundreds of dollars per month, Ineffective 
lubricants boosted costs still higher 


Keystone’s 2K-6 Lubricant put a stop to constant replace- 
ments. For what acid can’t reach it can’t ruin. With a 
tough film of 2K-6 protecting working parts, acid 
couldn't get its teeth into metal. Eighteen months after 
the first application of 2K-6 there had been no parts 
replacements, Subsequent experience has shown continu- 


ing, outstanding performance 


(ost of lubrication dropped to a new low. The previous 
lubricant—even though it sold for 44 the price of 2K-6 
was consumed at 5 times the rate of 2K-6—thus the actual 
lubrication cost was reduced by more than 40%. And 
maintenance expense fell off sharply. Here is evidence 


Replacing acid-ruined parts in this pump cost 
hundreds of dollars per month until Keystone 
2K-6 Lubricant stopped the damage. 


of Kevystone’s ability » give you guaranteed savings of at 


least 10% on your present lubrication costs 


When you have a difficult lubrication problem involving 
temperature, pressure, speed, momture, vacuum or resis 
tance to corrosion—call your nearby Keystone Distrib- 
utor. He has an intimate knowledge of local conditions 
whic h affect lubrication and he works closely with 
Keystone’s Lubrication Engineering Staff to give you 
specific recommendations, Further, your Distributor’s 
facilities make it possible for you to save purchasing 
time and reduce inventories. Keystone Lubricating Co., 
2ist & Lippincott Stu., Philadelphia 32, Pa Est. 1884 


SEND FOR FREE 
APPLICATION 
GUIDE 


Full information on 

how to avoid lubri- 

ation trouble is 

yours for the asking : ; 
Write for your copy SPECIALIZED 
or get one from ({UBRICANTS 
your Keystone 

Distributor 





MR, DISTRIBUTOR: Here's another report on savings 
and increased production resulting from the use of a 
Keystone Specialized Lubricant. We urge you to utilize 


this, as well as other Keystone case studies in your selling 
for such lubricant performance can help you win 


new customers—and keep them sold 


INDUSTRIAL DISTRIBUTION © AUGUST, 1956 








NEW jA#Hook-Tooth 


LENOX HOOK-TOOTH 
BAND SAW BLADES 
With Positive Rake and Rounded Gutliets 


Cuts Faster, Freer...tasts Longer 
For Non-ferrous Metais, Wood, Piastics 





The positive rake teeth incline toward 
the work for quicker penetration and 


faster cutting 


Hook- Tooth Blade with a positive rake Teeth hook Hook lo th digs in and takes big full 
themselves into the work They saw in- chips from the material. Rounded 
stead of scraping and they cut full helical chips. gullets allow the chips to form and 


clear with ease 


Hook -Tooth Conventional 





Anyway you look at it in terms, atl 
Hook-Tooth meets |e ré ta ' greater production, lower blade costs 
erates leas friction and heat H b ess man-hour fewer machine it 
looth lasts longer and , re it Poim lelsl tls maema? tm) tals) 2 me ale ee me Le 
per blade tiook-Tooth Band Saw Blad 


AMERICAN SAW & MFG. COMPANY 


SPRINGFIELD, MASS. 
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LOOK ALIKE? Sure. But one of these heat-treated cap 
screws may be structurally weakened by decarburization. Only 
accurately controlled heat-treating such as practiced by 
Hartford Machine Screw Company 


. Can protect your customers against losses resulting 


can positively prevent 
decarb . . 
from fastener service failure. 

So don’t take chances. For assured value, right price and 
fast delivery whether heat-treated, brass, stainless or low 


carbon always recommend HMS. 


Al;ways hecommend HAAG... in The bor you never dhop 








HARTFORD MACHINE SCREW COMPANY 


Division of Standard Screw Company 


101 DEERFIELD ROAD, HARTFORD 2, CONNECTICUT 





CAP SCREWS « SOCKET PRODUCTS « TAPER PINS « DOWEL PINS . HEX NUTS 











a 
a 


HERE’S POSITIVE PROOF OF 
HIMS assurep VALUE! 


Typical HMS screw threod 


Competitive screw thread 
(uniform texture —no decerb) 


(Note decarb white area 


These photomi« rographs prove con lusively that there 
is a difference between heat-treated screws a dif- 
ference which can cost your company plenty in ma- 


All be- 


cause “Old Devil Decarb” is at work! As shown above, 


chine failures and resulting service troubles 


heat-treated fasteners by other manufacturers showed 


frequent evidence of decarburization. Fasteners by 


HMS showed none 


trol and HMS Assured Value! 


positive proof of quality con- 
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Here’s the quickest and simplest adjustable shelving on the market ! 


BORROUGHS 
STEEL ft 


Borroughs open shelving installation in the Archive Department of the Secretary of State of California. 
BORROUGHS MANUFACTURING COMPANY 
’ 1—F THE AMERICA Me 


3024 NORTH BURDICK any KALAMAZOO, MICHIGAN 


emp Plants and other Subsidiories: ‘Americon Metal Products Co.—Detrolt, Michigan—Union City, Tennessee) (Allionce¥ are, inc. Alliance, Obie 
Kilgore, Texos—Colton, Celifornic) (General Spring Products, Lid.—Kitchener, Ontorio, Conede) (Tube Reducing Co'p.--Wallington, New Jersey 


Manufacturers of quality products for automobiles, trucks, aircraft, offices, factories, warehouses, and homes. 
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f, AND 


(AMEE DISTRIBUTOR SALESMAN 


Are YOU —“Cashing-in” on this IMPOR- i a ee 
TANT part of the ARMSTRONG line by b= 
carrying adequate stocks and promoting 

sales on ARMSTRONG SET-UP and 

HOLD-DOWN TOOLS? a 


etenecaall 
ARMSTRONG Set-Up and Hold-Down . 


Tools reduce setting-up time—keep men 
and machines producing. Designed for 
use on planers, drill presses, milling ma- 
chines, ete., they hold work securely and 
rigidly, and thereby reduce spoilage and 
prevent costly accidents. 

ARMSTRONG Bulletin SUT gives com- 
plete information. 


ve Write for Circular 


nas ARMSTRONG BROS. TOOL CO. 
i. The Tool Holder People” 


5205 W. ARMSTRONG AVE CHICAGO 30, U.S.A 


INDUSTRIAL DISTRIBUTION © AUGUST, 1956 








Soe them Now ! 


Indwstry’s 
MOST WANTED 
lime of 


GENERAL PURPOSE VALVES 


FOR PETROLEUM REFINERIES 
CHEMICAL PLANTS * POWER PLANTS 


Write for Supplement No, 1! 
to Catalog F-9 
Address * Dept. 24-Fi 


MOST WANTED — thar's right — because the and galling. That's why they are setting new 


standards of performance in steam, water, oil, or 


G P line includes gate, globe, and angle type valves 


having seats faced with HAYNES STELLITE® alloy 
or other hard facing alloys for greater seat-wear 


gas services at the recommended pressures and 


temperatures 


resistance . . . at no extra cost! Get longer, drop-tight, service life with minimum 
maintenance by specifying Vogt G P Valves, Avail 
Hard faced se«ts, in combination with precision able in a complete range of sizes from 14,” to 2” 
finished, selectively hardened discs and wedges give and rated 800 pounds at 850°F. and 2000 pounds 


these valves amazing resistance to erosion, corrosion at 100°F, 


HENRY VOGT MACHINE CO. 
P.O. Bex 1918 —Lewieville 1, Ky. 


SALES OFFICES. Mew Yort, Chcage. Clevetend, Deller Pritedeiphia, 


ews, Charleston, W Vo Cincieneti, ben frenciece 


OROP FORGED STEEL 


VALVES 








*Trede-Mark of Union Carbide 
end Carben Corperction 
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Were putting our “KNOWS” in your business 


A Problem a Day Solved By 
Allen Engineers...For YOUR Customers 


Allen has always been headquarters 
for socket screw know-how. Last 
year, Allen’s metallurgists, designers 
and engineers teamed up to handle 
over 360 technical problems for 


precision fastener users — your 
customers. 


Most of these problems were 
quickly answered over the phone or 
by letter . .. many required a trouble 
shooting team of engineers to con- 


sult with the manufacturer, analyze 


his problems and design special 
products for his use . . . some were 
even concerned with our competi- 
tor’s products. But each problem, no 
matter how simple or complex, was 
solved to the manufacturer's 
satisfaction. 

Competent, imaginative engineering 
is one of the major advantages that 
go with the Allen franchise. We can 
put our “knows” in your business — 
or in your customers’ problems. 





FOR 
INFORMATION 
write Tro 


ALLEN 


MANUFACTURING COMPANY 
Hartford 2, Connecticut 





PROFITUNITY 


HERE’S THE TOOL modern plant men want 
and need. The on/y electric power tool 
that gives precision torque control. Full 
nut running power and speed until tool 
automatically shuts off when prescribed 
torque is reached 


Every plant with a nut running job is 
your prospect. The new Size 5UT quickly 
converts to a standard Impactool for 


multi-purpose use 


Mail the coupon now for the profitable 
story on how you can sell this amazing 
new tool. It's an exclusive for you that 


can't miss! Act today! 


BIG selling features 


© SIMPLE TORQUE SETTING—torsion bar adjusting sleeve is clearly 
calibrated for easy torque changing 


® SETTING REMAINS CONSTANT—unti!l the Torsion Bar is changed 


® ELIMINATES "“OVER-TORGUE" —the Torsion Bar automatically shuts 
off the tool when preset torque is reached 


® REVERSIBLE —cortrolled torque in either direction 


® REMOVABLE TORSION BAR—quickly converts to a standard 
Impactool 


® NO CLUTCH —to wear, slip or require adjustments 


Ingersoll-Rand 


1! Broadway, New York 4, N.Y 


tily| > > ||| we 


Ingersoll-Rand Co 
1! Breedwey, New York 4, N.Y 


Rush me full details on how | con start selling the Size SUT TORQUE 
CONTROL IMPACTOOL NOW! 


Name 


Compeny 


< 
Ouret .O8, fot (Ome ae atte 


Address 


Onygumiid’s Sayouciools Aim & ELECTRIC 


titties i 


16-333 0 
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Socket Screw 


et screws he 
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Our line © 
nded to include all standor 
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made 
in all “ ndards of 








quality: 








Socket Head Cap Screws 
Socket Set Screws 
Flat Head Socket Cap Screws 
Button Head Socket Cap Screws 
in use at the modern new ' Shoulder Screws 

Cleveland plant is this spacious ; N.P.T.F. Pressure Plugs 
Socket Screw Keys 
Precision Dowel Pins 


Complete stocks of Cleveland Socket Screw 
Products are available for immediate shipment 
Write for new Socket Line Folder. 









¥ ie 
red 
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Among the facilities already 







metallurgical and chemical laboratory. 













The Cleveland Cap Screw Company 
2931 East 79th Street + Cleveland 4, Ohio + VUlon 3-3700 TWX CV-42 


Warehouses: 
Chicago « Philadelphia « New York « Providence « Los Angele 
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Steam Hose was being replaced every six months 
at Bonner Packing Company in California. The 
Thermoid Distributor, backed by Personalized 
Service from Thermoid’s engineering, production 
and sales staffs, sold the packer Powerflex Wire 
Braid Steam Hose. It’s still on the job nearly two 
years later shows no need for replacement 

. and the Thermoid Distributor has won a 
steady customer! 


There are many difficult applications for Hose, 
Belts and Friction Materials in your area. You can 
sell these “problem accounts’”—and the easy 
ones, too—more quickly with the aid of Thermoid 
Personalized Service. Get the facts now! 


Thermoid Multi-V Belts Thermoid Conveyor Belting 


- 


hermol 


Thermoid Brake Blocks. Clutch Facis 


Ther 
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are your steam traps ready... 


for peak demand in the winter months? 


Don’t risk the possibility of equipment failure 
... even freezeups. Check your steam traps 
right now, before the first frost. 

Drain them, take them apart, make sure that 
all parts are working and free from corrosion. 


Of course, if you already use Nicholson 
steam traps, you're in luck. They completely 
drain themselves when cold. And with just 
three parts, they’re the simplest traps 
to look after when a checkup is in order. 
But regardless of what traps you use Write, today, for your copy 
at the present time, we'll be glad to help you of now Bulletin 10-55—tor 
; detailed information 
with any problem you may run into 
in getting your equipment in shape. 


14. NICHOLSON and Cegpay. 


TRAPS + VALVES + FLOATS + METAL PARTITIONS 
LAUNDRY, DRY CLEANING AND PRESSING MACHINERY 
14 OREGON STREET, WILKES-BARRE, PA + SALES AMD ENGINEERING OFFICES IM OO PRINCIPAL CITIES 
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CUSHMAN chucks 


a | he 


give n=l 


CHUCK-ABILITY — The ability to SPEED 
your work . . . ELIMINATE fatigue . . . 
IMPROVE your products . . . and REDUCE 
your costs .. . through design and selec- 
tion of the right work-holding devices. 


the key to machining efficiency 


The Cushman Power Wrench, push-button controlled, eliminates 
time-consuming, fatiguing, hand wrenching of chucks 

on single and multi-spindle machines, especially where repetitive 
machining operations are being performed. 


Cushman Power Wrenches are available with either 

an 8 or 24 ft. Ib. motor, delivering a maximum of 180 

or 600 ft. Ibs. torque respectively. With the addition 

of the Cushman Variable Torque Control, developed especially 
for use with the Power Wrench, the operator may, by 

setting the selector switch, choose any one of 9 approximately 
equal stages of torque and inertia. Wrenches equipped 

with 8 ft. Ib. or 24 ft. Ib. stall-type motors will deliver from 45 
to 180 ft. Ibs. or 150 to 600 ft. Ibs. respectively. 


If greater or less driving force is required, the Cushman 
Engineering Department can design wrenches to suit your needs. 
Write Cushman for Bulletin No, 211D fully describing and 
illustrating the Cushman Power Wrench — or, should you have 

a special work-holding problem, consult Cushman. 


THE CUSHMAN CHUCK COMPANY 


Hartford 2, Cennecticut 


Coane CUSHMAN CHUCKS... 
CHUCKMAN A Product of American Quolity, Lebor and Materials 


SEE YOUR INDUSTRIAL DISTRIBUTOR 


@ woritd standard for precision CHUCKS 


sfa turers of 


seks onvallal-| la | P tale! Accessory Equipment The Cushman 


Cushman Manually Operated Chucks and Face Piate Jawe 





|MILWAUKEE 


| INDUSTRIAL BRUSHES 


Your sales job is simplified through a service complete 
in every respect from this one source. 


We have served industrial distributors for over 40 years 
MILWAUKEE makes the brush line for every industrial 
requirement. 


From receipt of order we work to smooth the distributor's 
sales job. 


Repeat orders of any quantity are exactly the same as 
initial orders. 


Lay your problem in our lap and we will have the right 
answer for you 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-35 NORTH 30th STREET MILWAUKEE 45, WISCONSIN 


SEND FOR 
CATALOG NO. 36-R-54 
IT FEATURES 
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The Postman “rings” 726,861 times every month 
to help you sell more RB&W fasteners 


Month after month—in leading Business and Engineering 
publications—ads like these go sales-calling on some three- 
quarters of a million fastener users. 

Strong support like this pre-sells your best customers and 
prospects—steers more fastener business to RB&W dis- 
tributors. 

Consistent advertising is only part of the story on why more 
distributors prefer to handle RB&W. Other reasons: the 
most complete line in the field, quality-controlled products, 
and a reputation for fast and friendly service 


If you’re not handling RB&W fasteners now, contact our 
nearest sales office. Or write Russell, Burdsal!l & Ward Bolt 
and Nut Company, Port Chester, N. Y. 


Piants ot: Port Chester N.Y; Coraopolis, Pa, 
Rock Foils, iil, los Angeles, Calif. Additional 
sales offices at: Ardmore (Phila), Pa.) Pitts 
burgh; Detroit; Chicago; Dalles; Son Francisco 
Seles agents ot: Milwovkee, New Orleans, Den 
ver, Seattle. 
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Ever try to figure 
pipe service in 
dollars and cents? 


Probably not. But we have — because we feel it’s 
something our customers should know. 

Here’s what we've found out: For all-around use, 
in every type of building and industrial application, 
National Steel Pipe gives you the ultimate in service 
for every dollar you spend. 

Where strength, durability, ease of installation 
and quality are concerned, National Pipe is “tops.” 
That's why it is the largest selling pipe in the world! 
Here are some of the more specific advantages 
of National Steel Pipe, that make it, dollar for 
dollar, your best buy in pipe. 

. Completely Uniform —in metallic structure, ductil- 
ity, strength, corrosion resistance, surface finish, wall 
thickness and diameter. 


. Threads and Cuts Easily — unvarying quality of 
the metal eliminates slag inclusions, laminations, and 
blisters. The steel cuts clean—retains its characteristic 
strength even in the lightest part of the smallest 
thread. 


. Makes Sound Joints—for permanent soundness and 
tightness, the uniformity and accuracy in manufac- 
turing have made unequalled pipe jointing records for 
National Pipe .. . whether welded or coupled. 

. Coils and Bends Well possesses that full measure 
of strength and ductility needed for smooth coils and 
bends. With National Pipe you can estimate time, 
labor and material closely without worrying about ex- 
ceasive loss 

. Rigidly Controlled—from raw material to finished 
product, one organization has rigid control over the 
manufacturing steps that produce National Pipe. 


6. Thoroughly Tested — the most painstaking tests and 
inspections that can be applied are constantly main 
tained throughout National Tube Division plants. 
The result is a product in which the user can put his 


complete confidence 
For further information, write to National Tube Division, 
United States Steel Corporation, 525 William Penn Place, 
Pittsburgh 30, Pa 


NATIONAL TUBE DIVISION, UNITED STATES STEEL CORPORATION, PITTSBURGH, PA 


COLUMBIA-GENEVA STEEL DIVISION, SAW FRANCISCO, PACIFIC COAST DISTRIBUTORS 


UNITED STATES STEEL EXPORT COMPANY, NEW YORE 


NATIONAL PIPE 


ee ee ee 


> | AT Se 


i a Se ge! 


INDUSTRIAL DISTRIBUTION © AUGUST, 1956 








eel ela 
speed 


«less 
waste 





e greater 
accuracy 


SIMONDS 


ABRASIVE CO. 







Cut-off wheels es es 


These thin, fast-cutting, resinoid-bonded wheels slice through the hardest-to-cut materials in 
seconds, giving more cuts per wheel — less stock waste — and essential accuracy in 

cutting lengths to close tolerances. They often eliminate finishing, too, since the ends they produce 
are smooth. Operating speeds from 10,000 to 12,000 s.f.p.m. (16,000 s.f.p.m. on specially 


designed machines. ) 





CAlL YOUR SIMONDS 
DISTRIBUTOR 


LOCAL STOCK 





SIMONDS ABRASIVE COMPANY + PHILADELPHIA 37, PA. 


Branch Warehouses Boston. Detrolt, Chicege Pertiond. Sen Francisco. Distributors in Principal Cities 
Division of Simonds Sew and Mee! Co. Filchturg, Moss 


FAST SERVICE 


‘ 
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"Dayton showed us how to 
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“Customers appreciate a factory representative 
calling with our men, especially when they have 
a difficult drive problem to solve. Paul Prunch, 
Salesman, and Garrett Schmoeller do a follow-up 
inspection to see that the nine belt drive of a 
heavy duty compressor works properly.” 








Up sales 108% in only 18 months” 


“The limit to our sales potential is not even 
in sight’ says George Murray, Pres., 
Mechanical Rubber & Supply Co., 
Peoria, Illinois. 


“We never would have believed it, but 
our books tell the story—108% jump in 
V-Belt sales since switching to Dayton. 
“A lot of the credit goes to the Dayton 
representative for the cooperation he’s 
given us. Making plant surveys for the 
Dayton Preventive Maintenance Pro- 
gram and going on calls with our sales- 
men really boosted customer relations. 
We've sold a lot of new customers, but 
most of that 108% increase lies in addi- 
tional V-Belt Drive business from those 
we've been serving right along. With 
Dayton’s help and complete line we've 
been able to show them ways to save 
money in reduced downtime and handle 
all their drive requirements. 
“Considering the variety of industries 
we serve manufacturers of Road 
Grading and Construction Equipment, 
Food Processing Plants, Mines and Dis- 
tilleries — completeness and quality of 
line is extremely important. 

“In the last 18 months we've learned the 
real value of the Dayton Selective Fran- 
chise. It protects us in our area and 
will help us go after the potential we 
know is there.” 





“Here's just one instance of factory coopera- 
tion. Garrett Schmoeller and Norm Lever, Day- 
ton Regional Manager, introduce the New 
Dayton Handbook of V-Belt Drive Design and 
Selection to Paul Prunch, Nancy Vogel, Don 
McGinnis, Les Williams and Betty Phelps of 
our Sales Staff.” 








an 

“We're on 24-hour call for delivery of \ 
Belts to customers, any time of the day o1 
night. That’s Paul Prunch, Salesman, and 
Bill Harney, Order Clerk selecting V-Belts, 
and Tony Perhay, Shop Foreman, matching 
a set of V-Belts under Garrett Schmoeller’s 
watchful eye.” 


“By specializing on a selective group of 
quality lines we feel we can do a better 
job for our customers. This is our offic 
and warehouse where we carry complet« 
stocks of Dayton V-Belts and Sheave 


Y 


on 


“Demonstration sells and the new portable Dayton V-Belt 
lemonstrator Garrett Schmoeller, Dayton, is operating 
give visual proof of the extra gripping power of the 
Dayton Cog-Belt, Norm Lever explains how to use it 


to increase sales od 


FF af 
Bageas) panes 


YEARS OF PROGRESS 


ve { est ‘ er of V Belts 


The Dayton Rubber Co., industrial Div., Dayton 1, Ohio 











EASY T0 CONVERT 
SINGLE TO DUPLEX 


Simply remove flange, add a 
pump motor with alternator to 
convert type S$ Single Conden- 
sate pump te a Duplex. Re- 
duce your pump inventory! 





arco Condensate and Vacuum Pumps 
give you this big advantage... 


UNDIVIDED RESPONSIBILITY 
by Sarco for pumps as well 
as heating specialties! 


Now Sarco expands its extensive heating 
line ...by adding condensate and vacuum 
pumps. offering you in still larger meas- 
ure the protection and convenience of un- 
divided responsibility. 


Shown above is one of the many Sarco 
pumps...it’s the streamlined Sarco type S 
condensate pump. Designed and built to 
Sarco’s traditionally high quality stand- 
ards, it assures you top performance and 
long, trouble-free life. The many advan- 
tages include: 


Easy for distributor to convert Single to a 
Duplex pump as described in photo—no 
need to carry full stock of both! Low 7!” 
inlet. Close coupling. For a complete list 
of features, mail the coupon today. 


INDUSTRIAL DISTRIBUTION 


Selection —The experienced Sarco-Sarcotherm 
engineering staff will gladly help you select the 
right Sarco condensate or vacuum pump for each 
job 

Undivided Responsibility — From one reliable 
“Complete Line” source... SARCO-SARCOTHERM 
«+. get not only condensate and vacuum pumps 
but also heating specialties, steam traps, tem- 
perature regulators, finned-tube radiation, and 
weather-compensated control systems for steam 
and hot water heating. 


SARCO-SARCOTHERM 


MAIL COUPON 
FOR THESE BULLETINS 


Serco Company, inc. 
Sercotherm Controls, Inc. 
Empire State Bidg., New York 1, N.Y 





Please send me 


{] Bulletin on New Serco type S Condensate Pumps 


{) Bulletin on all Sarco Vacuum and Condensate Pumps 
Name — 

Firm 

Address . = 

City. . ae 
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Talk of the Trade 





AYE, AYE, COMMODORE: The Commodore's 
Review, with more than 100 sail and power vessels 
taking part, was staged recently in Chicago . . . And, 
who do you suppose was in the reviewing stand in 
front of the Chicago Yacht Club? . . . None other 
than our friend Lew . . . oops, I’m sorry None other 
than our friend Rear Commodore Lewis Gilbert 
(Screw Machine Supply Co., Chicago) 


UNDERSTATEMENT OF THE YEAR: A. P. 
Barnaskey (Wescott Chuck) nominates an observation 
made by his “Girl Friday” as the understatement of 
1956... . In commenting on Chase National Bank's 
“misplacing” of a million dollar bond, Barney's gal 
said: “That's kind of a bad thing to lose” She's 
got my vote, too, Barney. 


LOST: ONE FORK LIFT: Out at Mechanical 
Supplies, Cincinnati, they thought they had a sequel 
to “The Wayward Bus” in their “Disappearing Fork 
Lift” Everyone pitched in when the firm moved 
to new quarters and Joe Kraushaar, salesman, took on 
the job of driving a rented fork lift He was buzzing 


along at a great pace when suddenly he and the fork 
lift disappeared I'he sidewalk, weakened by nearby 
freeway construction, caved in and Joe and his fork 
lift had to be fished out of a five-foot hol 


PROBLEM SOLVER: As an outside salesman at 
Ducommun Metals & Supply, Los Angeles, LeRoy 
Madera is a problem solver so, when he ran into a 
problem at home he wasn't fazed a bit The 
problem he and his wife, Helen, faced was how to 
get new wall-to-wall carpeting for their home without 
tapping the household till I'V seemed to offer 
a solution Helen and LeRoy reviewed the 
programs and decided they would stand the best 
chance on Edgar Bergen's “Do You ‘Trust Your Wife?” 
show . They sent in an application, were inter 
viewed, were accepted, appeared on the show and 

well, that’s $900 worth of carpeting you waik on when 
you go into the Madera’s home now 


HIDDEN TALENT: H. Edward Steele (Bluefield 
Supply, Blueheld, W. Va.) has written so many 
feature stories about the Bluefield Coal Show, he's 
now listed by the Bluefield Gazette as a “special 
His latest piece filled two full pages in the 
newspaper's magazine section Maybe one of thes« 
days we'll be reading “Diary Of A Supply Man” by 
Fd Steele. 


writer 


GOOD OLD SUMMER TIME: The outlook at 
Ross-Willoughby, Columbus, changes with the 
summer months and Roger M. Clark, president, is 
rapidly becoming an expert on uh, uh—let’s put 
it this way: When you look across Roger's desk you're 
looking at a new development’s new swimming pool 


Really well-constructed, too 


AND HOW'S YOUR VACATION? 
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Could you use sales 


How“3M” Distributor Salesmen have 


FURNITURE MAKER: SaleemanF.K.R., 
New York, smoothed the way to 50% 
savings in tame and labor for a furniture 
maker with Three-M-ite Resinite belts. 
Operation was to sand edges of chair 
parts. A single 4100 Three-M.-ite belt 
replaced two former belt operations; 
gave a better result, Results for F.K.R.: 
one new—and steady— customer for 
3M Coated Abrasive Products! 


as Oe 


MFG. HOSPITAL EQUIPMENT: This 
Pennsylvania company chrome-plated 
bolts, then reworked the threads. This 
was slow, tedious, and often damaged 
chrome plating. Salesman R. P. suggest 
ed “Scorcn” Brand No. 850 Polyester 
Film Tape. Tape is applied to threads; 
bolts are plated; tape is stripped off. A 
ood example of a salesman profiting 
rom solving a customer's problem 


PHOTO EQUIPMENT: A manufac- 
turer of photo equipment uses abra- 
sive cloth belts to grind stainless steel 
cans. Salesman F. D., of Springfield, 
Maas., suggested they test Three-M-ite 
Elek-tro-cut Cloth Belt #60. They did 

.. and realized a 50% increase in 
production, Three-M-ite belts now get 
first consideration by this customer 
for all stainless steel finishing! 


Just about every possible type of business is a prospect for “Scorcn” Brand Pres- 
sure-Sensitive Tapes and “3M” Brand Coated Abrasive Products. These actual case 
histories show how other 3M distributor salesmen have increased their “‘take home’’. 


Why not you? 





Six Reasons 





why it pays to be a“3M”’ Distributor 


1. TOP-QUALITY PRODUCTS...always! “3M” Products 
are known the world over for quality. Both ‘““Scorcn’’ 
Brand Tapes and “3M” Brand Abrasives are continu- 
ously quality-checked before they leave our plants. 


2. STEADY PROMOTIONAL SUPPORT. A well-planned, 
year-round program of hard-working advertising helps 
pave the way to sales for you. Both “Scorcn” and “3M” 
brands rank high in recognition and preference! 


3. CONSTANT SUPPLY OF SALES HELPS. These range 
from comprehensive product folders and industry man- 
uals to demonstration kits, movies, and sound-slide 


presentations. 


The terms “SCOTCH”, “3M”, and “SAPETY.WALK” ore registered trademarks of Minnesota Mining and Manviecturing Co., St. Poul 6, Minn, 
Export Seles Office, 99 Pork Ave., New York 16, N.Y. in Canada: P.O. Box 757, London, Ontario. 


4. FACTORY TECHNICAL ASSISTANCE. Factory sales 
help—including recommendations of special applications 
and materials—is always available to 3M Distributors 
to help solve customer problems. 


5. SALES PROTECTION. The “3M” Distributor is key 
man in our policies and plans. You get first crack at any 
factory-generated inquiries... you get full credit for 
factory-made sales in your territory. 


6. NEW PRODUCTS FIRST! Minnesota Mining and 
Manufacturing Company's continuing program of re- 
search assures you a line of the newest and best products 


on the market ... and having them first! 
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like these? 


found extra business 


Soh ! 
STORAGE TANK MFG.: Salesman 
E.P.R. showed this metal tank shop 
how to cut the cost of time and ma 
teriais to prepare a submerged arc weld 
from $7.36 to $1.52 each with “Scorcn” 
Brand No. 365 Glass Cloth Tape 
After a trial order of 12 rolls, E.P.R 


TOOL MAKER: A saving of nearly 
$15,000 a year was made by this 
company when salesman J.L. introduced 
them to /80 Three-M-ite Resin Bond 
Cloth over a 30 durometer scoop wheel 
Operation was roughing and polishing 
sockets of shovela—formerly two steps, 


STAINLESS STEEL FABRICATOR: 
Saleeaman R.C.K. solved an “impos- 
sible’ problem for this customer when 
he showed them how to hold non- 
magnetic stainless steel to a magnetic 
grinding chuck using “Scoren” Brand 
No. 400 Double-Coated Tape. Custo- 
mer now handles special orders they 


The backstand method proved faster, 
easier, and cheaper. Have any tool 
manufacturers in your territory? 


received an order for 180 rolls of this 
high-heat tape. Complete technical in- 
formation available. Write for it 


formerly turned down; R.C.K. gets 
commissions that formerly didn’t exist! 


Know these products of “3M’’ Research... 


PRESSURE-SENSITIVE ADHESIVE TAPES * COATED ABRASIVES © "SAFETY-WALK”" 
<=" 
Sold Worldwide under the trademarks és 


PEG. U.S. PAT. OFF 


SCOTCH 


BRAND 








JOIN THE 
“3M Salesmasters’ Club” 


... exclusive for IM distributor salesmen only! 


Here’s all you do: Write us a simple letter 
telling of any successful experience you cee had 
selling “Scorcn”’ Brand Tapes or “3M” Brand 
Coated Abrasives. You will receive a handsome 
parchment scroll, suitable for framing, with your 
name hand-lettered on it, certifying that you are 
a “3M Salesmaster.’’ The best experiences sub- 
mitted (in our opinion) will be published in this 
magazine with the photo of the Saleemaster who 
made the sale. Send us your experience today. 
Write: 





**3M”’ Salesmasters’ Club 
Minnesota Mining and Mfg. Co. 
St. Paul 6, Minn. 
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WATER HOSE 


ONE 


OF THE 


MANY 
GOOD 
PRODUCTS 


SOLD BY 


FOR:. General Industrial Water Service. 


WHY: Lightweight—only 354 per 100’ in the popular 3/4”, 
2 braid size. 


REPUBLIC Strong: The 3/4” two braid is rated at 200% w.p. 
Flexible: Braided construction—will not kink. 


Long Lengths: Available in specified lengths up to 100’ 


or in 500’ reels or bales with no more than 3 lengths 
D to the reel, shortest length not less than 50’. 


SIZES: 1/2” to 2”, including all standard sizes in between. 


Other Republic Hose for Water Service 
Champion—Where you have external abrasion and high 
pressure conditions. The finest hose made! 


Chariot—For general service where abnormal conditions do 
not prevail. Wrapped construction. 


Republic Contractors Road Hose—For highway paving and 
road projects. 


Fairway Water Hose—An excellent hose for golf courses, 
greenhouses and similar services. 


Other Water Hose in the Republic line: Hi-Pressure Orchard 
Spray; Relief Car Washing; Republic Street Washing and 
Invader Street Washing. 


REPUBLIC RUBBER DIVISION 


LEE RUSEER & TIRE CORPORATION, YOUNGSTOWN 1, OnIO 


INDUSTRIAL RUBBER PROOUCTS 
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Industrial Distribution 





There’s Gold in Them Thar Hills 


Ok THOSE OF US who like to study facts about 
F our businesses, who like to find out the size 
of our markets, who like to know where we've 
been and where we're going, it is welcome news 
that statistical reports are becoming available from 
1955, covering 


the various censuses taken in 
activity im 1954 


More Plants More Business 


| have before me some of the reports from the 
1954 Census of Manufactures, including com 
parative figures for 1947. In other words, we can 
see what has been happening to the manufacturing 


segment of the Mor 
ind in terms of vour mterests as industrial 


economy since 1947 
directly 
distributors, you can see what has been happening 
to vour customers, to yvour markets 

lor the U.S. as 


in the number of 


a whole, there was a gam of 


20 per cent manufacturing 
establishments from 240.9 thousand in 1947 to 
288.2 thousand in 1954, with the widest gain 
in the small and medium size category Phi 
means there was a 20 per cent increase im the 
number of your potential customers over thi 
seven year period, ‘These plants employed 13 
per cent more people in 1954 than in 1947. And 
the value they added to their products was up 
») per cent 

But you may ask 
hgures mean to me 
restricted?” Here are some facts from three state 


national 


What do thes 
my trading area is relativel 
reports, all with about the same number of 
establishments 

FLORIDA 
of establishments between 1947 and 1954, from 
2.807 to 4 36 
per cent from 75.7 to 122.9 thousand and the 
value added by manufactures up 125 per cent 
from 349.8 to 785.8 million. Some heretofore 
leading industries within the state remained prac 
while other 


2 per cent merease in the number 


519; the number of employees up 


tically unchanged—tobacco, lumber 


doubled, tripled and even quadrupled 

CONNECTICUT 
number of establishments between 1947 and 1954 
from 3,946 to 5,116 (with a 41 per cent mereas 


30 per cent merease im thie 


in the number of plants with “less-than-20 
employees and a 7 per cent gain in the number 
of plants with “100-or-more” employee: Ihe 


number of employees up 4 per cent to 413.5 thou 


mid and “value added up 51 per cent to 2,565.3 
thousand. Four or five of the major industries 
declined over the period as measured by number 
primary and fabricated 


ot employees textiles 


metal products) some remained practically un 
hanged (apparel, machinery, instruments) whil 


chemicals transportation equip 


thers gamed 
rent, rubber products 
OREGON 
of establishments between 1947 and 1954 from 


O75 to 5.880 (with a 21 per cent merease m the 


91 per cent mecrease in the number 


smber of plant with morethan 100 cm 


slovees Lhe number of employes increased 


per cent to 134.9 thousand and the “value 


"9 


iidded” by manufacture per cent to 1,027.2 
thousand. Of the 154.9 thousand employees in 
manufacturing im the state 56.6 thousand ar 


located in the Port! | metropolitan ica 


Do You Have the Answers 


I've only been able to sketch a few of the 
marketing facts which are revealed by the Censu 
of Manufacture llere 
point questions distributors im ea h state 
isk themselve 

® Have | added customers in keeping with the 


is a sampling of pin 


might 


growth im the number of manufacturing estab 


lishment 

@Am | selling to the growth industries im mm 
tate (or county) or am | beating my braims out 
trying to get or keep busine from a declining 
industry? 

® Where is the new business located? 

© There ar plants with “20 of more” em 
ployees in Pinellas County, Florida, 87 in Latch 


field County, Connecticut and 42 in Clackama 
County, Oregan. How many are you selling? 
his is getting facts down to the point wher 
you should be able to count and name the plant 
of customers or prospect Ilere are the basic fact 
for a real market stucly See p. 192 for informa 
tion on what is available, what to ask for and 


where to get these censu report 


Kote, A idee 
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OUR GROWTH, says Stewart A. Webster, Webster 
Robinson Mach'y & Supply Co., Tacoma, Wash., depend 
on our ability to change with changing distribution picture 


Self Appraisal —A Little Goes A Long Way 


By Jack Wertis, Senior Associate Editor 


POOLED PROI CT KNOW-HOW of staff is now train 
ing objective and here Nels Westgaard gets a few poin ( 
caster sales from Oswald Cordon 


HE SMALL rinm, as well as the medium or large, 
oe benefit from a reappraisal of its sales policies 
and objectives, according to Stewart A. Webster, 
president, Webster-Robinson Mach’y & Supply Co., 


Tacoma, Wash 


policies and objectives as well as its resources, market 


As a result of taking a look at its 


ind inventory, his firm adopted a selective selling 
policy. This plan supplanted one that sufficed for 
the company’s early years but gradually put the firm 
in a position of “attempting to do too much with too 
little.” 

“We are a relatively new (founded in 1949) and 
small concern,” Mr. Webster explained. “We could 
not have enough salesmen to go out and knock on 
every door the way the big firms could, yet we tried 
Most small firms start out that way; they practically 
have to build volume.” 

Aiming at all industries in the territory for sales 
potential led to the addition of new lines with sales 


possibilities. This increased the variety and size of 
the inventory and the demand for additional working 
capital as well. Volume increased and so did handling 
costs 

Such a policy also had its effect on the company 
relations with suppliers from whom it wished exclusive 
distributorships Exclusive distributorship require 
carrying relatively large inventory of a single lin 
Investment in such an inventory was limited by the 
constant addition of new lines and product: he 
situation, as Mr. Webster and his associates viewed 
it, called for a reorientation of management thinking 
and some planning for the future, if the company 
was to progress 

The first look was at the market, an area 60 miles 
around Tacoma. Several questions had to be answered 

What were the industrial elements of the market? 

What were the sales potentials for various products 
and in what industries? There were neither funds nor 





You shouldn't be, if you're in business. The Webster-Robinson 


Are You 
Too Small To Think? 


Mach’y & Supply Co. is a smal! concern but that didn’t prevent 
its officers from doing some hard thinking about where the 
company was going and how it was going to get there. The result 
was a change of direction and a change of method designed 


to enhance the company’s growth 
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time for an claborate survey but a study of customer 
and prospect lists, local industrial census figures, 
salesmen’s reports answered the purpose. The study 
showed that the market was dominated by the wood 
working industries—lumbering, veneer and plywood, 
sash and doors, wood columns, pulp and paper, wood 
pipe, furniture, boxes, etc. ‘There was some metal 
working such as in shipbuilding, railroad shops, cat 
wheel manufacture, aluminum products but metal 
working was definitely secondary in size and activity 


Defining the Field 


hus, the first question to be decided was whether 
to continue “playing the whole field” or to con 
centrate on the woodworking industries. The firm 
had acquired metalworking items and had done what 
Mr. Webster estimated “a pretty good job” of selling 
these products. But he and his associates also felt 
that this had hampered the company from doing a 
better job in the woodworking field where the poten 
tial was greatest. ‘The decision reached was to con 
centrate on the woodworking field 

Next came the question of sales and inventory 
policy. Would the company try to satisfy all the 
woodworking industry's needs or to limit this effort 
to a relatively few lines with greatest sales potential 
A review of sales and inventory requiresments of each 


product line handled was made. Factors such as 
working capital requirements and the preference for 


exclusive distributorships determined the issue in con 


centration on relatively few lines 

“What we want from suppliers,” Mr. Webster said 
are three thing 

“1. Exclusive 
with factory stocks in the area 
of the items we sell, but we need good deliveries from 
factory stocks. Actually, now that we are concentrating 
our stocks of each key line are 


ctup on a nationally-known line 
We carry big stock 


on only a few lin 
greater than they had been before 
“2. A line that carries a good profit, which will be 


worth the concentrated sales effort we can put into it 
- Adequate protection of our territory so that we 


can grow.” 
Other factor 
lines were cost of handling, cost of selling and the 
competitive position of the manufacturers Spec ializa 
tion was not a motivating factor in the selection 
“Our experience has proved,” Mr. Webster said, “that 
the customer will not worry too much about not being 
If you 


considered in the sclection ot the 


able to get from you everything he needs 
can take care of him with the products you say you 
can take care of him on, he'll buy those products 
Ihe list of product categories selected points up 
the selectivity The list, Mr. Webster explained 
“does not represent everything a woodworking plant 
m go to all 


will require, but it does suggest that we 


SAWS are Ken Fetter's specialty but he'll get product 
traiming on some other key lines by attending factory schools 
in the future 


departments-—sawing, finishing, maintenance—and sell 
something to each. The list includes woodworking 
machines from three different supphers rounding out 
a line. All other lines are obtained from individual 
suppliers: wood and metal cutting band saws and 
hacksaws; chain saws; portable electric tools pheumaty 
tools, coated abrasives, paint spray equipment, fluid 
power devices and industrial casters 

Although the firm will continue to carry some other 
items and, as the metal band and hack saw line indi 
cates, continue to cover some of the metalworking 
industry, the big concentration of sales effort, inven 
tory and service will be on the key lines 

lo some extent, a revision of sales direction and 
training was required by the policy of concentration 
on relatively few lines. Mr. Webster said that the 
firm will now depend on more product training than 
ever before. “We have four salesmen,” he said, “and 
we plan to concentrate on their training by sending 
them to factory schools where they will get the ne 
essary technical skill to sell and service our relativels 
few lines. We plan to distribute this training among 
the four to make it go a long way 

We have a pretty good start now,” Mr. Webster 
continued, “as we have two men experienced in servi 
ing and selling saws. One is also an experienced caster 
man. A third man spends the major portion of his 
time on our exclusive lines and calling on dealers 
another has cabinet-making and construction ex 
I am concentrating on fluid power devices 
We can help each other by pooling 
But cach man will have an oppor 


perience 
So tar, ww good 
our experience 
tunity to gain product training on other lines than the 
ones he is adept at now. It’s all in line with making 


i little go a long way 
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Show Them a Better Way 


Here’s how a West Virginia salesman meets five stock objec- 


tions of prospects for equipment to mechanize their operations 


By Van Ness Philip, Assistant Editor 


re RAPID CHANGEOVER Of many industries to mor 
highly-mechanized operation presents supply sale 
men with a healthly opportunity, But salesmen also 
have to deal with a new kind of resistance from cus 
tomers faced with the substantial investment and 
unsettling human situations some of the operation 


changes entail 


They Want to Automate, But 


Delbert Brown, of A and | Supply Co., Charleston 
W. Va., meets and overcomes this resistance dails 
He specializes in lines closely-tied to trends in his 
territory toward more automatic maintenance pro 
cedures; coal mines, chemical plants and other con 


TNNHONS process industric ive ob major customer 


s 


Ile says there are five common areas of buyer 
resistance 

1. Human resistance to change 

2. Union objections 

. Suspicion due to past equipment troubl 
4. Initial cost 
5. Deferral to centralized purchasing 
Some ot Mr. Bro 


ria ke up their minds to buy, but 


ustomers have taken three 
years or longer to 
he feels that if hi keep 


high pressure and rende 


calling consistently without 
good scTvice on line he ha 
ilready sold, time will be on his side Soone! 
or later a custome: iL run out of valid objection wa 
alesman has a clear, logical answer for every on 

he says. Here's how Mr. Brown atte mpts to deal with 


the five major re tance point 


Human resistance 
to a change 


¢ operating people have been doing th 


job the same way for years and are 


vinced it’s right because it works 
I have to convince them my wa 

better avs Delbert Brown, who sold maim 
tenance equipment for thi onveyor to 
climinate costly and hazardous hand work 
When a supervisor tells me hi hand 
rreasers never miss a bearing, | look around 
for evidences of human failing that ar 


Sometime 


bound to show up somewhere 


Ill find a dr 
grease on the ground ind | point out that 


bearing. sometimes wasted 


im automatic lubncation tem would pr 

ent thi 
Cenerally | stre 
nig air pri 


in grease plu the full time of two greasers | 


produc tion he fore cost 


spect of saving $100 a month 


mivitineg uit what operating people r ally 
want to b 
W hat more, they want proot My 


to get them together with a tasty 


vis how to prevent breakdow! 
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2. Union objections 


p’ ANT workers are alert for changes thal 
might cost job ind upe;rvisors have 


a sensitive ear for union troublk 













| have to watch for this everwwhere 


says Mr. Brown but resistance wall gene! 







ally taper off if | pot out the nature of the 


hand work hemg ( iminated gencrally the 






dirtiest and most hazardous job inthe 







plant like greasing ash convevors under rail 
road track: ce illustration 
You have to explain fully to the people 






affected by the installation exactly what it 
will do, and what it will not do Plant 


changes are often heralded by exaggerated 







rumors; actually mechamzation proceed 





lowly and piecenn il in most plant iffect 







ing only a few individuals at a time 


| point out that mechanization scldom 






cuts employment because most firms ar 





expanding at the same time they mechaniz 
lact is the rule Yor mt talk loosels 







ia plant ibout job 






3 Suspicion due to troubles 
“with similar equipment 


ee prospect had an earlier model, or a 
competing make, and it failed him Qi 


} 












e heard about it happening omew here 







clse 
Says Mr. Brown Phu 


toughest resistance pom! mad | ron mto 






one of the 







pretty often as rumor travels tast when 





’ plant has trouble 1 but hard at the dif 








ference betwee 1" line and it ompet 
tors and HHpProy cnn its ove carher equip 
ment, but generall t no sale unl l can 






get the man to look at a prize m tallation 







and cros CAAMNIC A itished ustomct | Y 
taken some lo rt i trip te j compl i 
thas 






Here he ith pect } ge: ri luborn Le 





installation with the foreman of a plant vin 
iS glad to tell other how well it work fo 






him. Cood news as well as bad is exchanges 





when opcrating peopl from different plant 
get together Mir. Brown find Nlost plant 
peopl kin \ each tine 1 hi Cnlipare 







note 








Don't Let First Cost Floor You —» 





4 Initial cost 


fa cant possibly change over now be 


cause it isnt in the budget. They just 
spent a large amount on one of their depart 
ments; the others will have to wait 

Mr. Brown says: “Some plants will spend 
$100,000 on a major piece of machinery, but 
won't invest more than $5 on the maint 
nance attachments to keep it running. Get 
ting around cost objections is hard becauss 
the only way I can justify the new invest 
ment is by citing promised savings—and 
many Operating people either don't know or 
von t reveal their precise maintenance cost 
If they have had trouble, they don't alway 
rdmut it 

(one approach is to show them record 
of down-time at installations I have made 
cl cewlhx T¢ | keep my ca;rs open for trouble 
0 | can be on the scene when help is most 
needed 

Here he demonstrates the cost-saving in a 
lubrication system by pointing out the num 
ber of automatic greasing points previoush 


cl iced by hand 


Centralized 
* purchasing 


- company is a big one, and a central 
purchasing office in another city has to 
ipprove all purchases over a certain amount 
Or the policy is there, to refer to for pur 
poses of sales resistance 

Many firms are getting larger, and met 
gers are taking place all the time m this 
section of the country [his presents a 
problem for distributors because a larger 
number of individuals influence a customer s 
buying, even though most of the standard 
small purchases may still be handled loca!ly 

Our response to this situation is to cover 
both the central offices and the field offic 
at periodic intervals, my elf in the field and 
Mac (President L. McCallister of A and | 
handling the calls in the cities. If we coord: 
nate our facts, we can make the same pr 
entation and won't be tripped by speciou 
objections 

Here Mr. McCallister (right) checks out 
with Mr. Brown befor departing on an over 


night selling trip to a customer head office 
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Salesmen Get Information “Bonus” 


VERY MONTH, each salesman of the Mine & Smelter 
E supply Co., whether he works out of headquarters 
at Denver, Colo., or from the branches at Salt Lake 
City, Utah, or El Paso, Tex., receives his copy of 
“Bonus”. The publication is a sales guide expressly 
edited by Stacy C. Hinkle, sales manager, to keep 
salesmen informed on subjects which will assist them 
in achieving better performance 

“The idea,” explained Mr. Hinkle, “was conceived 
about a year ago and the word ‘Bonus’ was selected 
since our salesmen work on a base salary plus a bonus 





industrial Supply Sales Trend 
As Compiled by Industrial Distribution 


TOTAL SALES 1956, COMPARED WITH 
TOTAL SALES 1955. JANUARY THROUGH APRII 


ost 4 


15-0 
Dec Jan. Fan. Maa Apa, Mar June Jay Ave Sere Ocr Now Dec 


“Chart by Marcy Mill Division “ 


~---==+ Jotal US. 
—— _ Mountain Regwn (sean 


, Colorado, New seme , 
/deho, Nevada, , Arizona 


HOW DOES YOUR SALES REND COMPARE WITH ABOVE 


For the second consecutive month, our “Mountain Region s above 
the "Total U. & Further, it ie the highest individual regicr 
U. 5. 


The "Mew England Region and Middle Atlantis iNew Jersey, Me 
ork, Penneytwania) ere tied for second place, with 24% increase 
e ° Pacific Region” (California, Oregon, Washington) is the lowest 

with}! 0%, unc herged since March, 











GRAPHIC presentation of what's coing on im industrial 


supply and equipment sales m the firm's territory as well a 
throughout the country enables salesman to “keep score 


Ihe more thev know of sales techniques and how to 
sell, theoretically, the more bonus they make 

Mr. Hinkle compiles the material, and the publica 
tion is printed by the advertising department on an 
oftset press on s iected S| by 11 in. stock, plastic rng 
hound at top with print on one side of each page 
only. Pictures, charts and cartoons are used. The 
three-colored cover of stiffer stock is also printed 
in the advertising department 

Although selling techniques are emphasized strongly 
Mr. Hinkle includes other material such as busines 


trends, business te hniques company history 


Typical Table of Contents 


|. Sales Techniques—Two recent issues carried 
articles on “Can You Make Your Competitor A 
Widower?” and “Those Major and Minor 
Accounts 
Editorial on Selling. 
Business Trends—Kconomic Conditions—This i 
usually a concensus drawn from leading busines 
publications, commentators, etc., to keep sales 
men aware of general developments throughout 
the country, particularly in basic industries. Mr 
Hinkle’s theory is that informed salesmen are 
better salesmen 
Industrial Supply Sales Trends—Figures com 
piled monthly in Inpusraiar Disramurion are 
used to show total sales this year compared to 
total sales for same period the previous year 
Total U.S. figures and Mountain Region figures 
are used on the chart and salesmen are asked 
to compare their sales trends with the chart 
The Payoff—This department is a sort of sales 
men’s exchange of selling ideas. Each month 
one of Mine & Smelter Supply's salesmen 
describes how he handled a particular sales 
situation with a summary comment by Mr 
Hinkle, pointing up sales tenets 
Write Right—This is a special series on letter 
writing and is beamed to both inside as well 
is outside salesmen, on the theory that it i 
essential to give inside people who write letter 
a little training in letter writing to maintain and 
enhance customer relations diligently cultivated 
by the company over the years 
Did You Know?—In this section is a continuing 
but short history of the company to give sak 
personnel a knowledge of the company back 


ground 
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PROFITABLE ADDITION to the stock of Bard Steel & quick turnover. Shelves tie in well with his established 
Mill Supply Co., Kalamazoo, is steel shelving line. Paul D materials handling stock; pay good gross profit; excite sak 
Rickman, president, examines new shipment, necessitated by man Cooperation 


Profit Hinges On Selection Of Lines 


So says Kalamazoo distributor who lists six 


rules of thumb he uses in stocking new lines 


tion of new linn to increased effort on thy part of our 


HE DIFFERENCE BETWEEN 4 prosperous or a lean year 

for a distributor, according to Paul D. Rickman 
Bard Steel & Mill Supply Co., Kalamazoo, Mich 
depends to a large extent upon his lines—-the items 
he has added, and those he has dropped 

“Although sometimes you have to do a selling job 
to add a good line,” says Mr. Rickman, “in the main 
the distributor's problem is how to turn down lines 
not add them. And sometimes we make mistakes in 
the lines we select—often it's necessary to consider a 
line’s merits as we go, weighing the advantages and 
disadvantages in the scales of experience.” 

Mr. Rickman stresses the fact that, in all the fol 
lowing points he makes concerning the addition ot 
dropping of lines, he speaks only for himself. Lines 
that are good for him might be duds for his neighbor 
for no apparent reason—and, conversely, his neighbor 
might do a real selling job on a line that Bard Steel 
couldn't give away 

“During the present period,” Mr. Rickman says 


‘business for us is good. I attribute this to the addi 


alesmen, and to general business condition Busi 


ness conditions, generally speaking are independent 
of any effort we may make—but we can control the 
lines we take on—and im turn, those lines often deter 


mine what kind of effort our salesmen will make to sell 


them 

Here are the yardsticks Mr. Rickman uses to con 
sider the addition of a new line 

1. Does the line in question supplement and/or 
complement a line already stocked? 
Mr. Rickman says, “I recently took 
in directly with my shelving 


“For instance 
on a rack line which ties 
linc—it can be sold to a market we've already estab 
lished for this type of material, and can be used by 
the customer in connection with our shelving Thu 
in already profitable stock, and rounds 


if suppleme nt 
Its a top 


out my entire materials handling line 
quality line that is capable of storing heavy bulk—and 
it sells at a top quality price It's particularly well 


suited to construction projects—ard construction jobs 
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ire usually future delivery jobs, which minimize ware 
house problems 

2. Does it pay a reasonable profit? 

‘I'm not interested,” says Mr. Rickman, “in 50% 
of a one dollar sale—I'd rather have 20% of a ten 
dollar sale any day The usual unit sale is pretty 
iumportant—the rack line I mentioned sells in packages 
at around $4)—that’s what I'd call a good unit sale.’ 

3. Presuming that a line will need extensive mis 
sionary work, will it be on an exclusive basis? 
says Mr. Rickman, “we feel that 
1 manufacturer doesn't always benefit from selective 
Although there will probably always be 


“In a small area 


distribution 
i few accounts we can’t sell, still we want an exclusive 
on a line on which we're going to expend our top effort, 
and for which we'll be doing a lot of ground work 
4. Is the amount of inventory required to handle 
the line reasonable 
“We believe it’s important to know what per 
centage of orders will come out of stock,” Mr. Rick 
man says, “and what percentage will be specials. W<« 
also weigh the packaging of the line—will it make for 


both money wise—and space-wise? 


easy handling? 

5. Is there excessive area competition—that is, is the 
territory saturated with similar lines? 

“For instance, this trading area contains nine dis 
tributors—I figure that’s one half of one percent of the 
total in the country,” says Mr. Rickman. “There just 
aren't enough distributors in this area to handle all 
the available cutting lines, for example. If another 
cutting tool distributor were added here, the pie will 
just be cut one more way.” 

6. What do distributors in other parts of the coun 
trv say about the line under consideration? 

“We took on a fastener line a year and a half ago,” 
Mr. Rickman says, “because distributors in other part 
of the country were telling us what a good job they 
were doing with it 

“We had to learn how to sell it—every good lin 
has its own particular selling twist—but once w 
caught on, we had real good luck. Then, two year 
ago, some distributor friends said, ‘Here’s another 
good line—ground tool bits I put a few m, and 
nothing happened. But a year later, I couldn't keep 
ahead of them—they tied in with our other cutting 
tuols, and turned out to be a good, fast selling item 


for us.’ 


How to Decide a Line Must Go 


(hese factors have affected Mr. Rickman’s decisios 
to drop a line 

|. The salesmen couldn't be stimulated to sell the 
line 

“You can't hit it all the time,” says Mr. Rickman 
When a new line is given a good try, good result 
keep up enthusiasm—but a blank cools the salesmen 
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F al . 








GOING, GOING, GONE —above is remnant of what was 


1 complet tock Line is beme allowed t ry up 
Bard experience ha hown if wa pace waster, tine 
onsuming te cll, and frustrating to handle Often 
ha te onsider a lime merit ' r } Mir, Rach 
} then d ce ! i 


off We've found it pays to give the boys a basi 
understanding of a product, then let them get their 
feet wet They run into some problems, and som 
buyers’ questions—then we give them a sales meeting 
After that, if they're going to sell it, they really sell 
It's often at this point that we make our final decision 
is to whether or not to keep a line 
Sometimes a wrong decision is made; a line is 

idded with the idea it'll help sell another line already 
stocked—and then it doesn’t pan out 

“A case in pomt was an electrical fitting line we 
took on savs Mr. Rickman Ihe pricing ituation 
was cut throat, and we found the line simply didn't 
fit in with the other electrical upphes we handled 
oO we dropped it ( Ompres Ors weit another failure 
with us—they didn't tie in with any of our other lin 
That's what 


killed pumps with us too—it stretched connection 


oO we dropped them by mutual consent 


too far; didn't fit in with our other lines.” 
he type selling a product has received in t! 

irca may have been bad 

This was true in the case of a lubricant we took 
on—we spent so much time trying to rectify the mi 
takes made before us, that the line just wasn't worth 
vhile for us ays Mr. Rickman 

+. A line simply doesn't have the potential 

This was the case in pump he sat Our sale 
men drew a blank—they were never able to mak 
Then ther 


was a packing line we took on—it didn’t fit in with 


enough sales to learn how to sell pump 


invthing we umricdd. and the potential didn't seem to 


he he r¢ 

















to manage a business today, there are. . . 


Six Things You Should Know 


By Don McGill, Associate Editor 


ANAGING A BUSINESS is One of the most subjective of arts. Despite what 
has been said of scientific management and its avowed ability to allow 
a calm man to administer a complex business organization from behind 
an uncluttered desk, the truth is that management still requires a vast 
store of knowledge with an admixture of cunning, diplomacy, judgment, 


and certain innate talents with many-syllabled psychological nam 

In fact, if the proponents of the scientific approach were to dig deeper 
they would find their own brand of management bristling with these same 
subjective factors. All the scientific approach can pretend to do is help 
the businessman control and measure the performance of his enterpris« 
It can never have the last word on how he organizes and supervises 

It is, however, permissible to enumerate what should be known in ord 
to manage a business without in any way limiting the subjective attributes 
uggested above. The one purpose of the following outline is to help a 
distributor check the adequacy of his knowledge in light of the main 
functions of his management job 


1. Know Your Product Do you know if you are getting the utmost in 


cooperation from you! supplier: sO that you sth Prive 


It's obvious a distributor should know the prod the type of service you believe your customers want 


ucts he’s selling, but it’s essential he know what he’s " 
and need 


selling in addition to the products themselves—sery 

gil rdditi nt | ] | s Do you know if vou are giving the type of service 
ice, accommodation, engineering advice, et Here for which your organization is best equipped ind 
BSS SONI questions for self-analysis fitted—or are you giving customers costly, unnece 


Yo vO ow exactly what service your customers : 
Do you know exact! it servi er accommodation 


need and want from your salesmen and your organiz in conn Dineee i 6 beendaden of the nonh 
’ i 4 , ' ul 


I 
: ? TY ! 
ation? Do you know if your salesmen are fully qual ell has permeated your whole organization 


DCT 


i 
. . 
ihed to render such service outside salesmen to officer and warehouse | 


2. Know Your Market 


Marketing” has become a key word in the busin 


ocabulary, and has been so overworked at times that 





its basic meaning has become somewhat obscures 


However, a contributor to a recenth publi hed book 
called Planning the Future Strategy of Your Busines 


outlines the principal market forces bearing on any 


one having something to sell 

“First, there are the forces generated by the con 
umer—his attitudes, habits, buying power, numbers 
ind environment. ‘The facts of the consumer as they 
bear upon the marketer are subject to constant 
change 

‘Next, there are the forces generated by the trade, 
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its changing character, attitudes, and methods of 
eration 
“Next, there are the forces generated by compet: 
tion, which are in constant flux. Competition is con 
stantly changing, in amount and in intensity. In the 
changes of ompetition and other forces bearing in 
on the marketer, we look for the trends.” 
'hese considerations suggest a number of facts a 
distributor should know 
Do you know the market for your products? Ar 
your sales decisions based on hunches, or on facts? 
Do you know if your sales data is being properly 
and clearly analyzed to permit you or your sales man 
ager to direct your sales program intelligently? 
Do you know how to use sales analysis data in not 
only gauging the performance of your salesmen, but 
also determining sales territories? 


inventory levels are in 


Do you know if your 


proper relationship to the requirements of your 
market? Do you know if your purchasing practic 
are geared to the requirements of your market? 

Do you know if your product lines are in the 
most profitable relationship to your market? Are you 
carrying lines on which there is too low turnover and 


too low hargin 


have take 


CTriot ] 


Do you know what significant change 
last time you 


place in your market since the 


analyzed it? 

Do you 
market growth in 
of quickly determining changes 


know if you are keeping up with th 


ome mhcan 


im you! phi KK i] i 


your area? Do vou have 


well as dollar sales? 
~Do you know the sale: 
Do you know the 


potential for your prod 
ucts in your market area? method 
of determining a sales potential? 

—Do you know what your competitors are doing in 
market research, sales potential studies, and salesmen 


territorial alignments? 


3. Know Your Sales Program 


With products 
ticular market area 
vith some ma fa 
ram 

Do vou kn 
have peri ited 
iles manage 
f your overall 
headed? 

Do vou k 
alesman material 
ompensation and 

Do you knov 
mnong yout ile 
inside salesmen, f 

Deo yo know 
mileage out of 
manufacturer 
Deo yo 


ivertising, and if 


Do vou know 


you! 


ATIOM 


tin 


better? 

Do mu know 
with the ale re 

Do you know 
spect of your ile 

Because the 
necessarily involve 
tion yt the 
question innot 


ountered im 


md service, et to 
the di 


advancement 


if there i 


this 1 


if a fterrntoria 


management job 


ce ing 


ell in a pat 


tributor should be equipped 


nanagement pro 


ts of the ale 


planning 
force? Do yo 


ilesmen regularly take 


i] ale 


ole sal 
rath ind plan vhere you 


j ri rifting thy 


omrine urate vith hem 


pot mtial 
itistactor operation 


| 


orce—between your o1 ma 


cxample? 
f you are getting th 
promotion matet ii f 
xactl vhat vou ar pend 


imp yu tied b esuit 
ilesmen are making the ful 


exploiting the potent il of 


ntorr 


Da thy 


k On 


if your selling exper 
ilts achieved 


how to detect 


weak ix 


prog itt 


management of the i program 


one of the most subjective por 


generally the Dove 


hy] 
wer the numerou probiems en 


with salesmen Neverthe 


.. » Then there's finance, employee relations, planning —> 





Six Things You Should Know (Cont’d.) 


they will provide you with a number of checkpoint 
which, after you have thought further, may stimulate 
you to pick up and correct some of the shortcom 
mgs in your present program 








4. Know Your Finance 


Ernest R. Breech, who is the center of much at 
tention these days because of the part he has played 
in reviving the Ford Motor Co., has given a simple 
recipe for the efficient financial management of a 
business: “Decide on how much profit your company 
should make in its next fiscal period, then see how 
close you can come to it.” 

This is a simple recipe, certainly, but it entails a 
lot more thought and factual knowledge than appears 
on the surface. It entails, first of all, a degree of fore 
sightedness which managers of small businesses may 
think is the gift only of corporation executives. How 
ever, there is where managers of small businesses are 
making their first mistake. “Profit-planning,” to boil 
Mr. Breech’s advice down to its essentials, is nothing 
more than the exercise of foresightedness in com 
bination with a knowledge of all the factors which 
will contribute to the attainment of the desired profit 
figure. Such a procedure should be as much within 
the grasp of the small businessman as it is the corpo 
ration head 

Speaking strictly for the financial and accounting 
aspects of profit-planning, here are some areas to 
check 

Do you know if your company’s capital structure 
is adequate for your present requirements, and the 
most advantageous to be had under conditions of 
the present money market? 

Do you know if your cash resources and require 
ments are planned and correlated for a reasonable 
period in advance through some form of cash budget? 


Do you know if all your actions and decisions are 
weighed from the sta pomt of their effect on your 
companys tax lability 

Do you know if the company has inactive or 
obsolete assets that might profitably be converted 
into cash? 

—Do you know if there are safeguards against un 
authorized or excess payments, and if inaccuracy and 
dishonesty in company accounts can be detected? 

~Do you know if the extension of credit is costing 
you too much? Does your credit department per 
odically appraise the liquidity of accounts receivable? 
Are decisions to extend credit based on objective ap 
praisal, but with a practical consideration of the sales 
angle? 

Do you know if your accounting system is set up 
to segregate the costs of doing business? 

Do you know if cost-consciousness is understood 
and practiced by all department heads? 

—Do you know where your company can raise 
funds quickly and econemically in case of unforeseen 
need? 

Do you know if your company is getting current 
and reliable information on the costs of individual 
products or services, processes, ctc.? 

-~Do you know if your financial control procedure 
conditions requiring action in time for 


spotlight 
action to be taken? 


5. Know Your Employee Relations 


Again we move into the subjective area of business 


knowledge and, in this respect, it may be pointed 
out that more outright nonsense has been written on 
this subject than on any other aspect of conducting a 
business. If you're interested in the lengths to which 
the common-sense matter of employing people has 


been carried, read “Is Anybody Listening,” a collec 
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tion of articles from Fortune magazine. ‘There, in all 
his scientific glory, you will find pictured the “social 


engineer, today’s version of yesterday's employment 
manager 

However, the distributor has neither the time not 
the resources to indulge in such over-developed con 
cepts ot employee relations. His main concern is t 
extract a full day's work for a full day’s pay, with the 
addition of such amenities as he thinks necessary 
to good morale and sustained productivity 

Following are some facts he should quiz himself on 

Do you know if your hiring techniques are such 
that the fewest possible errors in selection will be 
made? 

Do you know if each job function is so organ 
ized that every employee has a clear idea of what he 
is supposed to do, and of the limits within which he 
must do it? 

Do you know if your existing personnel record 
facilitate pay adjustments, promotions, attendance 
control, and terminations? 

Do you know if a new employee is being trained 
in the fastest, most effective way possible? 

Do you know if your scales of pay are competitive 
with those of other distributors in the neighborhood? 

Do you know if your methods of advancement 


provide sufficient incentive for your employees to 


5 


stay with you and work in your company § miterest 

Do you know if your employees fully understand 
ind are in sympathy with the general objectives of 
your firm? Do you keep them informed of major pol 
icy decisions so that they have a feeling of working 


with a “tean 


6. Know Your Planning 


A recenth published book 
Strategy of Your Busine strips all the gingerbread 
off the subj 


concept of planning re on the a umption it po 


Planning the butur 


vhen it pomts out that “the whol 


ible to Nothing could b 


les comp! ited than that view, vet so many bu 


textbook leave the impression that planning 


mticipate ircumstance 


functor to executive n large orporati 


only, when im t is of particular importance to the 
mall busin 
lo ant ipate umstance then, the distribut 
hould review his knowledge of certain tact 

Do you know the general objectives of your f 
its eventual size, it haracter, its function im 
market area a dustrial community? 

Do vou know if your firm has made ans plan 
set up any internal organization for future planning 

Do vor now the direction m which your custo 
ers and your local economy are gomg in 


the products you have to sell? 


Do you know what your upplhiet ire planning 
in regard to new products and sales policn 

Do vou know the general trends taking place mn 
vour kind of business? 

Do vou know if key members of your organization 
are aware of your objecti ind actually interested in 


meeting them? 

Il hese question geest that, in order to pl 
ligently, a distributor must know many fact 
hecause he mnot run the 


his busine intimately 


risk of laving down a stati blueprint of his busine 
future and hope to make his day-to-day, month-to 
month, and year-to-year operation ontform to 
Planning is a lnighh tive natter 

ecure knowledge of the busine \ P| 


Your Busine 


luture Strateg 
ile ot bu ine ! to do thre hest that it} 


the ircumstance Phu planning | i 


growth of know! { mned through expert 


How's Your Conscience Now? 
lhe above out! 
clement m the 


que pon j 


be 


Perhap 

1 regrett 

they wv 

wi ha 

organization 
And the 

to master 

ie 

market 

the abe 


urmstan 
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Richard L. Doherty 


. the author, is a special repre- 
sentative of the Matthews-Morse 
Sales Co., Charlotte, N. C. industrial 
supply firm where he functions as a 
sales-engineer and training direc- 
tor, He was graduated from Wayne 
University where he majored in 
business administration. After serv- 
ing as expeditor for a manufacturer 
in the tooling program during the 
defense period, he went into the 
Navy as instructor of radar and 
radio. After the war, he was a 
district sales manager and a train- 
ing director with Hoover Vacuum 
Cleaner. He entered the industrial 
selling field as a field represent- 
ative for Morse Twist Drill & 
Machine Co. 





the selling process .. . 


How Well Do 


You Interpret 


Product Value? 


The larger you make value appear, the 


easier it is for the buyer to see it over the 


price barrier, says distributor training aide 


By Richard L. Doherty 


Fo" ANY SALES TRAINING PROGRAM 
to be effective, there has to be a 
basic understanding on the part of 
each member of the training group 
as to what the selling process is. ‘Too 
many training programs concentrate 
so much on products and presenta 
tions (not that they are not impor 
tant) that they become the 
and not the means of selling. What 
is missed is an understanding of how 
this knowledge is to be used and | 
am now talking of selling industrial 


ends 


supplies and equipment, not insur 
ance 

The key 
product knowledge and proper pres 
can 
lies in 


to understanding how 


entation be used most effec 


tively an understanding of 
what the selling process is. What is 
the selling process? You can get all 
sorts of answers to that question 
but the one that I preter, based on 
my experience in industrial selling 
is 

“The selling process is a mental 


able 


to make your prospect see the same 


transaction im which you arr 


value in the merchandise as you are 
trying to interpret.” 


Definition Fits 


In my estimation, the definition 
fits the industrial selling process to 
a “T.” There is nothing to suggest 
high pressure, nothing to suggest 
manipulation, only a sincere effort 
to make a prospect get a better view 
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of the value of the product you are 
offering. On the basis of this defini 
tion, a simple, general selling tech 
nique can be formulated, a tech 
nique that will permit the maximum 
flexibility for individual salesmen’s 
characteristics in many different sell 
ing situations 


Sell Utility 


When you come nght down to 
it, you are not selling a product but 
its utility—which we are calling its 
value. Also it is well to acknowledge 
the fact that price is a basic meas 
urement used by all prospective 
buyers contemplating a purchase, 
and don’t kid yourself that it isn’t. 
I'ry it out on yourself the next time 
you go shopping for anything. The 
boys who claim that price is not a 
factor with a lot of their customers 
are either underestimating or are un- 
aware of certain values they are offer 
ing in the way of utility, economy, 
quality Whenever a 
prospect looks at a tool, he knows 


service, etc 


there is a price tag on it and, unless 
he can appreciate what the tool can 
do for him, the price will stand in 
the way of his buying it. 

With an appreciation of what the 
selling process actually is, it is a 
relatively simple matter for a sales 
man to organize his selling effort 
into three simple steps. Call it a 
formula if you like, | prefer to call 
it an outline of what I'm attempting 





to do when engaged in selling a 


customer. Here it is 


Step I1—The Approach. ‘This is a 
relatively simple matter for an in 
dustrial supply and equipment sales 
man. You don't have to go through 
any gimmucks to arouse attention 
You know your products and how 
they fit into the customer's opera 
tion. You know your customer, you 
deal with him often 
to concentrate, however, on a crea 
tive selling call to sell him a particu 
lar product which you have ascer 
tained he can use to advantage. You 
tell him vou would like to introduce 


this product to him because you 


You are going 


know it will help him. You move 
on to your sales presentation casily 

At this point, your customer may 
see the value of the 
he will be thinking of 


His mental 


Or may not 
product as 
what it will cost him 
view of the product's value will be 
extent by the 


Recognize this 


obstructed to some 
mental price barrier 


mental state 


Step Il—The Presentation. You 
now have the task of gradually in 
creasing the customer's mental view 
Remember 
in the the 
barrier will be large or small only in 
relation to the size of the product's 
You 
gradually build up his view of the 
emphasizing 


of the product's valuc 


customers view, price 


value view you can give him 
product's value by 
benefits, what the product will do 
for him. In the case of drills, you 
put the emphasis on better holes, 
more holes at less cost 

along the 
of interest in 


Somewher line, you 
look for the 
product on the part of the customer 
that, 


value is looming over 


signs 


This is an indication in his 
view, product 
the price barrier. This is encourag 
ing but it takes keen 
and judgment to gage how much the 
reflects his in 
f value. When you 


view of product value 


observation 
customers interest 
creased vicw 
feel that hi 
has improved sufficiently, you can 


try to close 


You 


may 


Step 11i—The Close. 


Customer’: § 


have enlarged the view 


of your product's value sufficiently 
to attempt asking for the order, tact 
If not, vou have 
You 


have 


fully but positivels 
to make an additional effort 
the 
made with any 


may review points you 
already 
which you may have thought of in 
the meantime. State the advantages 
in a positive way and always seck 


Service, 


new ideas 


agreement on cach point 
stock, technical information that is 
available may be discussed (the idea 
of not using up all your ammuni 
tion in the main presentation but 
saving some for closing). At all 
times be prepared to ask for the 
order and ask for it, when you feel 
asking will pay 


What's Involved? 


So much for the selling process 
It is a plan of 
action when engaged in selling, and 


and its practice 


understanding what you are trying 
to do is winning half the battle. But 
there is a lot involved in preparing 
the this kind of 
selling, and the training for it is a 
his training can 


for practice of 


constant prac tice 


be divided into two broad cate 


gonies—product knowledge and 
human relations 


As far 
knowledge goes, the training should 


as traming in product 
emphasize the sales advantage, par 
ticular selling points of the product 
such as design, structure, perform 
ance where such features provide a 
iles inducement For example, 
take a grinding wheel and find out 
whether its ingredients or structure 
gives the user certain advantages 
and bring this out to the prospect, 
telling him exactly how this bene 
fits him 

It is important to know the par 
ticular application of a product but 
it should not blind the 


all the product's possibilities In 


salesman to 


short, salesmen should understand 
the general applications and be able 
to relate these to as many possible 
applications in their territory as 
possible Referring to grinding 
wheels again as an example, sales 
men should find out what materials 


customers are cutting (being speci 
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PRODUCTS 
to pro 
pective buyer over price barrier, a the 
ory which Mr. Doherty charts on the 
blackboard at a Matthews Morse 
meeting 


PLUS VALUE OF 


must be built up to be visible 


sales 


stec! 


and what equipment the customers 


fic as to type—stainless et 

and what sort of work thev do 
(rough cut, finishing, ete Phen it 
to find the 


answer through a check with factors 


tis 


is relatively cass right 
men or others, rather than to specif 
wrong for the customer and lose his 


confidence 


Constant Study 


Iluman relations (often referred 


fo as sale § psvi holog is not sO easy 
constant study and practice 
There 


customer 


it wa 
as there are no pat answers. 
of difficult 
resistances il] 


Actu 


ub 


are all sort 
all sorts of 
orts of personalities buying 
ally 
ject 
| find 


stones 


buver 


the best practice in this 


comes from case studies and 


INDUSTRIAL DISTRIBUTION § 


good case studies 
they re made But we 
use material from the Selling & Mer 
chandising Division of Research In 
titute booklets of 
sales stories, selections from leading 


for 


aspect of sales presentation We are 


furnish 


to order ilso 


of America, Inc 


sale ; 5 hool COUTSCS arious 


contemplating a more extensive use 
I he 


traning im 


greatest 
the 


in the human 


of role-playing, also 
progress im sales 


future will be made 


relations area 
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PHONE SALESMAN Joe McAndrew, Sligo, Inc., St 
Louis, receives an inquiry for a two-ton cable hoist. He 
pushes a button which holds the customer on his line, and 
i connected with 


.. » THE INVENTORY DEPARTMENT, where clerk 
are busy deducting stock, Mr. McAndrew heard 
through imter box it Kardex cabinet H el 


mewered Ph 


Push A Button For Sales Information 


yom Inc., St. Louis, uses a system of inventory 
control which provides 

1. Immediate access to information regarding stock 
on hand, brand, and price, for phone sales use. 

2. A pricing system which has saved more than the 
labor cost entailed in running the department 

3. An efficient method of determining stock status 
for purchasing purposes 

Other advantages claimed by Sligo are increased 
customer confidence in the firm’s services, and a sure 
fire method of efficiently handling records on the 
firm's 50,000 separate items 

‘A recent marked increase in business,” says |. | 
Nash, vice president of merchandising, “led to the 
need for a larger inventory—which, in turn, called 
for an accurate form of control. The need for current 
inventory information is accented now, with our cus 
tomer industries racing to fulfill the demand for con 
sumer goods, ‘To get and hold customers, we have to 
be able to tell them immediately what items we can 
deliver, in what quantities, and how soon 


Turn to Kardex 


‘That's why we switched to our present system 
from personal inspection and wheel-type card index 
Our inventory record consists of Kardex cabinets, with 
the cards in trays. Pockets holding three cards each 
allow us to keep far more detailed records than had 
our previous card system. This record capacity is in 
creased through the use of foldover forms. All stock 


is controlled by actual count. (Except machine bolt 
etc, which are recorded in case lots 

“The big advantage, however,” says Mr. Nash 
in the visible edge of the Kardex pocket, which makes 
it possible for us to pick out the records we want al 


most immediately 


Phone Orders Rise 


When there were threatened shortag many 
critical items, our customers were afraid that, if we 
didn't have an item in stock, they might have to 
wait too long for us to secure delivery. This led to 
their calling to find out if we had the merchandis« 
before they placed their orders—and to increased o1 
dering by phon 

lo speed up answering these questio: 
stalled am intercom system between out 
inventory department There are thre 
speakers on the top of the cabinets—connect 
phones. The salesmen can hold a customer on 
phone while he talks to the girl at the Kardes 
nets. She can tell him in a matter of second 
price, the stock on hand and brand information 
card also includes the cost and year's end 
price. The salesman then pushes a butto 
phone and gives the customer the informatio 

Ihe inventory control department has + ibinet 
holding records of 50,000 separate item Between 
4,000 and 5,000 separate items are checked, approved 


and priced for shipment every day. Several hundred 
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INVENTORY CLERK Pat Towery, who handles tray 
ntamime hort urd She quickh hecks mformation bi 


brand and md gives him quantity tock. and wi 


; 


additional entries are made daily to record informa 


tion on mcoming stock 


Fourteen employees work in the department 
\mong them are eight girls handling the Kardex 


records, two men who pull back orders and check 


inbound shipments from receiving report on 
woman Checking vendors’ invoices, and a department 
head Ihe cabinets are assigned according to their 


activity. That is, one girl might work two cabinets 
which represent 2,000 items with more volume than i 


handled by another girl who works five cabinets 
Pricing 


On incoming merchandise opies of ill imvoice 
are sent to the cost department, where resale price 
ire entered. ‘Then, as the girls pass these from one to 
the other, they enter prices at the same time th 
list the quantity received 

Thu pricing system alone has saved us more than 
the labor costs entailed in running our new depart 
ment ivs Mr. Nash. “Before we installed th 
tem, our billing department needed a staff of ma 
hine operators who looked up cost prices for each 
item on a shipment ilculated the mark up percent 
ige ind totaled the price 

Under the present system, unit prices are figures 
only once, when the invoices are received from the 
upplier lhese unit price ire then entered on the 
proper Kardex form, and transferred to the shipp 


order in the course of normal handling in the inve 


for ontro le partment 

By glancing over these tra it frequent inte j 
the buyers can tell at a glance which items should be 
re-ordered ind which are falling off in ustornne 
demand. kach buver makes regular peniods heck 


on all his merchandise 











Behind The Scenes... 





Information on cards comes from invoices, and from 
data prepared by Ralph Schnedler and Bob Rice They 
check inbound shipments and indicate date and quan 
tity received, deduct quantity sold on back order, and 
show balance to be entered on cards 





Vendors’ invoices are checked by Ceil Walsh. who 
matches packing list with suppliers invoices to double 

check billing and stock count. She then passes invoices 
to inventory clerks who enter amount of stock received 


and a quisition cost 





Coordination of department is insured by Inventory 
Superintendent Charles Schwendeman, Stock informa 
tion contained on cards is estimated as 9 accurats 
md immediately available, as against low efficiency of 


former methods 
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WEEKLY MAILINGS are planned six months in advance 
by Robert H, Russell, J. Russell & Co., Inc., Holyoke, Mass 
Mr, Russell studies all new mailing pieces (self mailers like 
those above are favored). Imprinted quantities are ordered 
promptly for future mailing schedules 


ae 


ADEQUATE FACILITIES are imperative if an effective 
job is expected of planned sales promotion and advertising 
New office quarters of the firm provide separate, large room 
with all material, equipment and personnel required to do an 
eficient, continuous job 


Keep Plugging With Sales Promotion Campaigns 


By George = Bottari, Assistant Editor 


ANY INDUSTRIAL PRODUCTS are not purchased every day, particularly 
M capital equipment; nor can distributor salesmen call on major cus 
tomers every day. Yet, every day within everyone's trading area some 
customers need and purchase desirable quantities of industrial supplies. 


Problem: How to increase the chances of buyers 
calling your company when they are in the market 


NE SOLUTION that works at J. Russell & Co., Inc., 

Holyoke, Mass. is described by Robert H. Russell, 
“Constant advertising of your name, your services, 
and your lines—plugging what you have to offer plants 
in your trading area by a constant stream of sales pro 
motion material.” 

You can’t expect results from just paying lip service 
to a sales promotion material.” 

You can’t expect results from just paying lip sery 
ice to a sales promotion program, scattering your 
shots with occasional mailings to inadequate lists. “It's 
got to be systematic,” counsels Mr. Russell. “We plan 
ahead six months; just plotting our schedule on pa 
per, making the program visual, enables everyone in 
the organization—management, sales and advertising 

to be conversant with what products we are plug 
ging, what week they will be featured, when to co 
ordinate sales meeting and solicitation activities 

“Our advance schedule gives us control too. One 
gitl in the advertising department is responsible for 
secing that mailings go out on time, Along with other 
interested personnel, I'm on the general mailing list 
If I don’t get a mailing during the week it's scheduled, 
I soon find out why.” 

Once you decide on a sales promotion program, the 


first problem is the selection of products to promote 
“Though it’s logical to pick your major lines—lines 
high in volume, turnover and profit,” Mr. Russell sug 
gests, “it is also advisable to include lines with de 
sirable potential, lines worthy of long-range develop 
ment. Though some lines have a high overall potential, 
our salesmen don't have the time to give them proper 
attention. Direct mail often spurs sales on such a 
line. Even though a line may not be as important as 
a major line, sometimes I receive a unique or spec 
tacular mailing piece from the manufacturer that | 
think will be most effective in calling customers’ at 
tention to our company. In that case I'll use that 
material. On new lines, we've observed sales promo 
tion often ferrets out leads salesmen don't have time 
to birddog, but they follow up the leads with good 
results.” 

Another factor to be considered is: How cooperative 
is the manufacturer on furnishing sufficient material 
on time? 

“This is a two-way street,” Mr. Russell admits. “It's 
equally important to cooperate with suppliers; order 
reasonable quantities well in advance of your schedule 
We also provide one of three different size mats for 
our company imprint. This is not only a conven 
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MAILING LIST PLATES are kev to success of system. Ex 


tesive fil maintamed, | n and town 
ouping equired K weal wit tions Colored 
tal } a tor select ts of specih uct itegori 


it insures uniform imprint ot 


icnce for the supplier 
all material we mail 
Hit or m poli i¢ one-shot promotion are a 
waste of time, according to the firm 
You should have a consistent, continuous program 
advises Mr. Russell We have something goimg out 


ometinn two mailings a week It 


expericn { 


every wcch 
advisable, however, to keep your schedule flexible. | 
try to coordmate our mailings with our sales meetings 
Al although scheduling ahead six months, I de not 
schedule every month solid; there are always open 
weeks available for a hot mailing piece issued during 
that penod 

Some efforts are year-round. For example, pump 
and compressors—capital equipment used year-round 


might have mailings going out everv three week 





SUPPLIERS’ LITERATURE is neatly boxed and shelve 


; | . ‘ / 
" siling pieces ar de numbered, poste : M 
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PERIODI CORRECTIONS on mailing list plates ar 
nade tron } m mad Credit Denart: nf report 
that a dat ; f ' t ‘ : | ) dt 


t new Add graph plate 


Sale promotion eccems to us to be more effective 


when you keep pounding awa\ with it throughout the 


\cal 
Besick elf-mailer we also favor a return ind 
oupon, gimimi k tate Mr. Russell ley thee 
past we ve had very satisfactory return 1 good indi 


ion of customer interest 
Though the firm has no set sales promotion budget 
Mi Ru ell i\ We don t 


mail evervthing and anything that is good. Aside tron 


werboard Dut wi 1] 


our omplet italog, direct mail | EL ile promo 
tion program; we dont use newspaper advertising 01 
other promotion ideas to anv extent 

Average mailings run ipproximateh | 1): all ma 
terial is directed to an individual in the customer 


plant never addressed just to the firm 





PROMPT MAILINGS are cosential & ootdinated pro 


} | Depart 
mh ma that terat 
: rv ; ’ 
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JUST A VOICE on the phone for several years to Mill 


good service when he handled my phone calls avs Mr 
wright Superintendent Jim Burke, The Beveridge Paper Co Burke ind he tab mood care of me in person. If didn't, 
Mr. Minnick now does his selling first hand. “Bob gave m« ! In't now 


An Indianapolis salesman tells three ways to 


build up trust — his answer to the problem... 


How To Fill An Experienced Salesman’s Shoes 





PRODUCTION was maintained when Mr. Minnick substi OUT-OF-TOWN CUSTOMER, a contact made when 
tuted a steel gear for a stripped rawhide gear—a noisy make Mr. Minnick d his two-year apprenticeship the 
shift, but it elamimated downtime for Earl Schwallic, assistant Latavette territ " on him to rush out a heck 
manager, solvent extraction plant, Kingam, Inc. It helped " He digs it 1 the stock room and ts it the 
salesman cstablish his worth to the customer and the valu after et nent hi ' 

of hus house's comple te tock ' 
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BELTING which deteriorated because of animal fats and 
grea vas replaced Hiycar at the meat packing plant of 
Stark & Wet After getting thi nnovation accepted 


“Ta NOT THE EASIEST THING IN THE WORLD,” Say 
Bob Minnick, new outside salesman for Indian 
apolis Belting & Supply Co to step into a g od 
salesman’s shoes. A year ago I was handed a fine city 
territory that had been worked for 15 years by one of 
our best men 

“I've tried to establish myself in three wavs: |. By 
calling regularly on all potential and established cus 
tomers; 2. By offering new products to help make 
operation more efficient; 3. By making sure customer 


don't have to wait for anything | sell them 


Six Years on Phone Helped 


Mr. Minnick’s background includes six years on the 
phone, and two years cutting his teeth on a countr 
territory, before he was given his present job 

“That phone experience was pretty important,” he 
said. “I learned a lot about the customers’ require 
ments; | had a speaking acquaintance with a lot of 
them—and I found out how essential good service | 

\ variety of problems used to come up every day 
on the phone. I learned how to work with the other 
inside people to take care of customers—and | think 
it the best way to learn our stock 

One of Mr. Minnick’s new territory customers | 
jim Burke, the Beveridge Paper Co. “I talked with 
Jim for six years on the phone he say and | 


became familiar with the lines he used in the plant 
(his enabled me to take over smoothly here—and 
when we worked out a rotary joint problem for him 
recently, I believe the ontact was cemented 
Another customer Mr. Minnick was anxious to add 


to his list was Kingam, In His contact there wa 





Mr. Minnick briefs maintenance engineers on other new 


product developments of potential value to their operat 

I hee , ten ts him noe 

hide gear thire itened to put thi plant out of operation 
for a while Indianapolis Belting didn't have the gear 
in stock rawhide gears are used because of then 


silent action but Mr. Minnick did dig up the nght 
sized steel gear which he knew from experience 
would be adequate, though nowy. He delivered it 
in a hurry, and kept the wheels turning 

Ihe fact that we carry a complete stock helped m« 
out here savs Mr. Minnick Only a 2l-tooth gear 
would fill the requirement—and my closest competitor 


didn't have an gear between 20 and 24-tooth 


Readiness to Help Counts Most 


Wi ippreciated Bob help on thi nn i 
Mir. Schwallu Downtime was one thing we didn't 
vant at that time—he took care of u 

Stark & Wetzel, a meat packing plant that M 
Minnick was trving to convert into a regular custome 
was having trouble with belt deterioration caused b 
mimal fats and grease Salesman Muinmnich immed 
imple f belting into the maimntena 


ofhce and suggested he try out a Hycat wered belt 


c cngimect 
for the job. The new material turned the trick, and 
now Mr. Minnick can usually itch the busy « 
neer long enough to uggest other improvement 
use of new ifety tools or produ ts that pro ide short 
uts in the meat packing operation 

When a good salesman has been calling for a lo 
time on his customer Mr. Minnick say he build 
up a fecling of trust Peophk depend on him to have 
i few ideas, and the newest items in a line. | ewe 
vou could say that’s what my work amounts to—I'm 


trying to show my customers that the im trust mv 


Assistant Manager Earl Schwallic. Mr. Minnick got to give them as good service and as smart service a 
i; rush call from him one day, when a stripped raw my predecessor did 
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FRICK « LINDSAY CO. 


INDUSTRIAL SUPPLIES 


fend tba Drive-In Warehouse 


Frick & Lindsay's management 
needed to put over a new branch 


and service by having customers 


* HEN THE MANAGEMENT of Finick & Lindsay Co 
é we Pittsburgh vere planning a new branch in 
n 2 ye oe ” 

’ ‘ Latrobe, Pa., they decided to go all out in stressing 

NO PARKING PROBLEM faces customers They just : 
drive into the building customer rive ence with something novel in the 

distributor held—a drive-in warchouse 

Latrobe, a small! industrial city, was served chiefly 
by out-of-tow upply firms and Frick & Lindsay's 


management wanted, above all to promote the idea of 


local stock as a major factor in speed of service. Noth 


ing could omplish this better, they felt, than a ware 
house where customers could drive the ims OF 
trucks right up to the stock bins, load up and be on 
their way without parking or turning around 

Beside i drive-in looked like a low-cost operation 
Outside customer parking space would be unneces 
sary, and handling supplies on pickups and in counter 
sales would pre umably take less time than im a con 


ventional setup 


Gerage Was Converted 


Luckily, one of the buildings available for sales was 
£ 


1 former garage, with entrance-exit doors and drive 
wavs on two downtown streets. Frick & Lindsay 
bought it and without major alterations opened a 
straight corridor from front to back door wide enough 
for trucks and flanked on either side by neatly-aligned 
stock shelves and bays. Near the front, offices are 
on one side and display space and counter on the 
other 

Customers for small items can drive in and be 
served at the counter without getting out of their 
cars. Larger orders are picked up by proceeding fur 


ther into the warehouse 


Makes Good Ad Copy 


FIRST STOP for small-item customers is the counter fust "1 
inside front door. i 


drivein was good promotion copy for the 
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Attracts Sales, Cuts Cost ; 


thought more than a name was 


t 
, in Latrobe. They stress local stock 
drive up to the counter in their cars 
formal opening of the branch and subsequent direct ’ 
| mailings. Its downtown location also attracts atten a 4 
| tion (if a parking lot had been necessary, the com ;AROED PECHLPS sodiad . 
pany might have had to locate further out). Also, it's coh aaee Hendline age : > ae eae gp 


a novel merchandising idea, in keeping with the mod 
ern trend in service businesses to ease customers’ park 
ing wornes. ‘There are drive-in banks and consumer 
stores; but, according to latest reports, only one other 
drive-in industrial distributor (George F. Blake, Inc., 
Worcester, Mass,—ID, Jan. 1953). 

Raymond P. Weinman, manager of the Latrobe 
branch, believes the drive-in also has point-of-purchase 
advertising value, since every pickup customer sees the 
complete stock as he drives through. Shelves are kept 
neat and are tagged with large signs denoting product 


classes 


Cost Saving A Major Factor 


lhere is no way to measure how much additional 
business the drive-in has attracted that a conventional 
warchouse would not draw Mr. Weinman is 
convinced, though, that cost savings alone would 
justify it. Materials handling is easier and requires | 
labor than a conventional setup, he says, because in 
coming shipments and deliveries in the firm's own 
trucks can be handled the same way as customer pick 
ups, with trucks loading and unloading night at th 
shelves without backing and turning 

Unsolved problems, so far minor, include the 
delays that sometimes occur when large trucks are 
loading and occasional difficulty in stowing outsize 
materials, such as steel strip, so they don't obstruct 


the roadway. The management may also be faced with 


a difficult choice someday if stock is greatly expanded; a “< : + 
there would be no place to put it but in the roadway : 4 ¥ _— nose 
Sc the management reports, the drive-in fea : 
) far, the manag me EXIT TO STREET in rear is at far end of shelves. Cus 
ture has proved well worth preserving ' , » of tock on the way throudi 
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TOOL SUPPLY & ENGINEERING CO 
1901-05 Cantow Sreaest 
DALLAS 22, TEXAS 

Truck 


PLease Sie THe PolLowine Via Express 


No 


Shall We Carry Any Back Orders 


Ordered 
POLD UP AND STAPLE 


=>—e 





Parcei Pow 


DESCRIPTION 


BE SURE TO FILL IN 


oS 








oe - a 


ORDER FORM, a business reply fold-over postcard which 
is included with I he 


customer can fill out, tear 
a listing of 


out and mail 


manufacturers 


produc ts are 


PRODUCT GUIDE 


and Listing of Manufacturers 


eer 


TOOL SUPPLY & ENGINEERING CO 


PRODUCTS carried by Dallas’ Tool Supply & Engineering 


classified by name with the names of 


hown opposite 


Order Forms Built Into Product Guide 


oo. Surery & Ewcrverrinc Co., 
Dallas, recently issued a “Product 
listing of its 


Guide a compact 


lines, manufacturers represented 
sales personnel, and other inform 
tion for a customer or prospect to 
have at his fingertips. ‘Tool Supply's 
president, Irving H. Buck, states 
thev chose this method of advising 
customers what products they stock 
distribute and sell in preference to 
the conventional catalog 

In the main section of the Guide 
products are listed alphabetically by 
their generic name, with the manu 
facturer's name opposite. This list 
ing is crossindexed on the back 
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cover with an alphabetical listing 


of manufacturers. A listing on the 
inside front cover classifies product 
lines under “cutting tools and sup 
plies” and “hand tools, air and ele: 


tric tools.” 


Specialists’ Names Given 


\ four-page section illustrates and 


describes the firm's tool sharpening 


service, giving names and phon 
numbers of specialists in charge 
Along with the pictures and name 
of Tool Supply's sales people ar 
pictures and names of the two de 
livery men 
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\ feature of the 54x54 in. plasty 
bound booklet is the 
three business reply fold-over post 


inclusion of 


cards which customers can use to 


write out their orders (see illustra 
tion, top left ) 


for shipping and back-order instruc 


Space 1 provided 
hons 

In future issues of the Guide, says 
Mr. Buck, 
customers can 
requests for literature on 
Various products would 


there will be a card on 


which indicate 
various 
products 
be listed on the card with a square 
box opposite each, enabling the cus 
tomer to check those he wants litera 


ture on 





DIS'TRIBUTOR 


7 ee 


yom 
cap SCREWS 


- 
= 


CARRIAGE pois 


“NAT” STANDS OUT 
with the most complete line 


You can simplify ordering and stock handling, and stil! sell your customers 

the most complete line of high quality fasteners. National makes it possible 

Handling is easier with National's uniform packaging. Labeling is big and bold 
and color-coded for quick on-shelf identification and selection. All in all, your stock 
of National fasteners in the trim red and black boxes makes a much better looking 
more smartly businesslike fastener department 

And since the National line is the complete line, it pays to think National when 
you think about saving through one-source buying 
Consider the facts—all the advantages of standardiz 


ing on National fasteners—and make the National V7; / 
aliona 


line your line, because it stands out in every way. we ~ } 
Ask Your Distributor . . . He Knows a t~ ts =f 





Cleveland 4, Ohio 
Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 Sevth Garfield Ave. « Los Angeles 22, Cal. 


THE NATIONAL SCREW & MFG. COMPANY a i\7 7 ney 
gan) |// f- 


morers %) 
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U.S. TOTALS 


May 1956 
Compared with 
April 1956 


~CA. 


May 1956 
Compared with 
May 1955 











First 5 Mos. 1956 
Compared with 
First 5 Mos. 1955 





LU 








usTaiaL Disraimutt 





+4% 


+18% 


+19% 





Supply Sales Trend 


Final Figures For May 1956 





May 1956 
Compared wih 
April 1956 


May 1956 
Compared with 
May 1955 


First 5 Mos. 1956 
Compared with 
Firet 5 Mos. 1955 








NEW ENGLAND 
Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 
Vermont 


MIDDLE ATLANTIC 
New Jersey 
New York 
Pennsylvania 


EAST NORTH CENTRAL 
Ilineis 
Indiana 
Michigan 
Ohio 
Wisconsin 


WEST NORTH CENTRAL 
lowa 
Kansas 
Minnesota 
Missouri 
Nebraska 
North Dakota 
South Dakota 





- 4% 


NO 
CHANGE 


- 2% 


NO 
CHANGE 








+19% 


+2 6% 


+12% 


+10% 





+2 3% 


+2 5% 


+19% 


+] 5% 
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this modern packaging 
streamlines your 
steam trap sales 


YARWAY's modern packaging, creatively 
designed for quick identification, convenient 
shelf storage and positive product protec 
tion—contributes to faster, easier handling 
of the YARway Impulse Trap by indus 
trial distributors 

Wide customer acceptance of the YARWAY 
Impulse Trap (over 1,000,000 already sold) 
is due to its outstanding features: small 
size, simplicity (only one moving part), good 
for all pressures without change of valve 
or seat, stainless steel construction 

All this is backed by a strong, consistent 
advertising and promotion program to help 
create increased YARWAY Trap sales for you 

Write us for full details on our selective 
distributorship plan for the YARWAY 
Impulse Steam Trap and its fast 
moving companion, the YARWAY Fine 
Screen Strainer 


YARWAY IMPULSE 
STEAM TRAF 


YARNALL-WARING COMPANY 
111 Mermaid Avenue, Philadelphia 18, Pa. 


impulse’ steam traps 


FINE SCREEN STRA/JNERS 


YARWAY 
FINE SCREEN 
STRAINER 
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SALES TRENDS (Cont'd.) 





May 1956 
Compared with 
April 1956 


May 1956 
Compared with 
May 1955 


First 5 Mos. 1956 
Compared with 
First 5 Mos. 1955 





SOUTH ATLANTIC 
Delaware 
District of Columbia 
Florida 
Georgia 
Maryland 
North Carolina 
South Carolina 
Virginia 
West Virginia 


EAST SOUTH CENTRAL 
Alabama 
Kentucky 
Mississippi 
Tennessee 


WEST SOUTH CENTRAL 


Arkansas 
Louisiana 
Oklahoma 
Texas 


MOUNTAIN 


Arizona 
Colorado 
Idaho 
Montana 
Nevada 

New Mexico 
Utah 
Wyoming 


PACIFIC 
California 
Oregon 
Washington 


+ 1% 


+15% 


+] 1% 


NO 
CHANGE 


+ 9% 








+17% 


+12% 


+295 % 


+2 0% 


+13% 





+18% 


+15% 


+17% 


+2 A% 


+10% 
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We'll never let you down 


THE J&L PRODUCER- DISTRIBUTOR TEAM 
Quality Steel Pipe... Fast, Dependable Service 


You can rest assured you'll get com- 
pletely dependable service when you 
wen ons “4 rely on JAL and J&L Distributors for 
ved / J your steel pipe requirements. 
wolaenigas / First, you get superior pipe. J&L con- 
pany Fes Per / 4 trols the quality all the way from raw 
materials through the finishing mills 
That's why you find JAL steel pipe is 
long lasting and easy working on any 
application. 
Second, you get dependable service. 
Your J&L distributor is always ready 
with: 
1. Complete stocks near at hand. 
2. The right pipe for every job. 
3. Technical service by steel pipe 
specialists. 
Whenever you need superior pipe and 
dependable service, phone or write your 
nearest J&L distributor. 


Jones & Laughlin 


STEEL CORPORATION « #ITTESVRGH 


STEEL 
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The Outlook for Business 





By Economics 


McGraw-Hill Publishing Company 


the 


Department 


24-Industry Review and Preview 


i FOLLOWING SUMMARY of recent performance an 


industries 
THOTIICS 
strike The 


experts in the individual industries on the 


forecasts were made and advanced 
be no strike or, at worst, only a short work stoppage 
ot 


industry 


could course, thoroughly upset the prospects not 
but also for other industries that cither use 


companies or to steel workers.—The Editors 


Output of steel ingots and cast- a sizable decline in demand fro 

1. ings ran about 98% of capacity — the And demand 
This from foreign markets has not been 

of , Because of 
the six » the 
Por the 


no pro 


auto industry 


half of 


to 63 million 


the first 1956 


means close 


for 


toms strong as a vear ago 


were turned out in 


0) 


stecl shaky prices and high stoch 
of fabricators (hichest 
demand for commer may « 


But 


It is now expected that th 
vill 


months ending June hands 
next six months—a 


strike 


possibility 


tihng veat 


further 


strong 


longed steel though it is a aluminum tll 
definite 


pected to be about 15% 


output is cx 


lower, be nonferrous metals industr 


cause consumers have built up steel record a moderate gain this verr 


inventories to guard against a strike 1955 
and to anticipate a price increase. In 
addition, the auto industry will take 


an even smaller share of steel in the Chemical output in th 


3. half of the veor is abou 


higher last 
ol 1955 1O% more 
| 


in the penod 


second half of the year than in the 


first six months. However, machin than in the six MO 


ery builders, railroad equipment and about 


comparable 
During the 
expected that output of chi 


manufacturers and the construction 


industry are expected to increase vear second ha 


their steel requirements as a result _ it | 
but at 

Ih 
the 


will continue to ris 
than a 


anticipated slowing down in 


of planned increases in business ical 


capital spending this year and next. slower rate year ago 


All this adds up to an output of 
about 117 million tons of steel in rate of increase during the second 
1956. 


youl 


virtually no change from a__ half is due, in large part. to a slack 


igo ening in demand for, and output of 


vnthetics 


Nonferrous metals output has 
2. been running about 7% higher 
than a year ago. Lead 
aluminum and zinc—in that order 
are all contributing to the overall 


The machine tool industry | 
4. going Shipment 
in the first half-vear ran about $4! 
million, or one-fourth higher than 
the 
much as one-third above 
half of 1955. New 
first six months have run ahead of 


copper, great guns 


last six months of 1955 and a 
the first 


the 


gain in output, Increasing demand 
from heavy construction, machiner 
builders, utilities and aircraft manu orders in 
facturers has been partially offset by 
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was prepared while it was not clear whether there 


omiment 


only 


teel or 


of 24 


pro pects 


a regular semi-annual report by the Department of Eco 


a steel 


from 


vould he 


ought 


as umption that there would 


\ prolonge d 


trike 
tec] 
tec! 


for the 
ell to 


lipments, so backlogs have in 
New orders for metalwork 


higher 


cased 


ng machinery have been 
than im any 
riod. Shipments 


ected to hit $900 million 


pea time 
1956 


previou pe 


in ire cx 


Auto manufacturers turned out 


million in 


the first 
Lhis 1 
+.3 millon 
suit in the first half of 
xluction the 
‘ d ha be | WA 
unit 
ionths of last year 
likely that the 


than 6 million car 


passenger Cars 
of the 


under the record 


six months vCal 
about 25% 
turned 
I ruck 
January-June 
the 643 


first Six 


passenger Cal 
1955 

for 
run 7% 
turned out in the 
It now 
industry will turn 
piu 
million trucks this year 


ipp il 


it more 
ibout 1.2 
\uto production is expected to be 
of the high stocks 
hands and a slackening 
in consumer demand for the 1956 
model. Dealers have about 700,000 
cars in stock. New for the 
most part, are not expected to start 
October 


down because 


ith ck ile rs 


mode | 


before 
the vear 


lines 
for 
obably drop from 


ff assembly 


1] 

Domestic sales will 
, 

million 


1956 


ith 


19 to about 6 million in 


Output of auto and truck parts 
is off from the peak output rate 


6. 


of last vear. So far this vear manu 


Continued on page 174 





—— 


W-S FORGED STEEL FITTINGS 


In almost every phase of the petroleum industry, 

W-S Forged Steel Fittings provide safe, tight connections for 

small diameter high pressure piping. In field processing plants, 

on heat exchangers, in oil and gas pipeline systems, in refinery 

pumping stations and process lines . . . and in other high pressure lines 

14” to 4” in size, W-S fittings protect piping systems against costly down time. 
They are drop forged from solid bars for extra strength 

and toughness . . . and they're safety-factor designed. 
W-S Forged Steel Fittings are available in screw-end and socket-welding 

types in carbon, stainless and alloy steels. 

For more information send today for our informative catalogs. 


4 W-S FITTINGS DIVISI 
S 





HKp H. K. PORTER COMPANY, INC. ~— 
Roselle, New Jersey 
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Manufacturers’ New... 
Training Programs « Displays - 
3M Calendar Plan 


Is Announced 


Minnesota Mining & Mfg. Co., St 


has announced a 1957 





Paul, Minn., 
calendar plan for distributors 
which gives them the option of having trademarks 
of their leading lines displayed on the calendars 

Space is provided above the two-month date pad for 
the name of the distributor—or, if he wishes, the 
name of the customer to whom the calendar will be 
sent. Just below the firm name, the distributor may 
mark 


his leading lines, in addition to the trade marks for 


1OUP ADDRESS AND PHONE HUMOR WORE 4 v 3M coated abrasives or “Scotch 
1) a © m1 er @. " tive tapes. If the distributor 
‘ ya “_ marks may be 


Liscr | 
Me SS Pee. wn 


have inserted trad representing up to four of 


brand pressure sensi 


ells both lines, both trade 


Measuring 18 x 26 in., the calendars feature six 


SCICnik 


Ihe calendar plan also includes these options 


123456 1. Availability of sets 
78e?wni2ze unframed 
Mb wI7B 9B 
122234 % 27 
28 29 30 


. ae . 
vel Phepe mehelllre 


color prints from the America” album 


March 
ie 
3456789 
10 11:12:13 14:15 “We 
17 18 19 2 2122 23 
“, 25 26 27 78 29 30 


of the six calendar prints 
framed or for mailing to customers 
with the distributor's compliments; 


Monthly 


customers; 


mailing of a print to a customer ot 


Mailing of framed prints to distributor's cu: 


tomers on their 1957 birthdays 


bisteieurons OF 





Delta Issues New 
Power Tool Bulletins 


Tool Div., Rockwell 
Pittsburgh, has issued an 
fold out 

illustrating and describing 


Pa., has announced the introduction 


Page Steel Has 
Wire Dispenser 


Page Steel & Wire Div., Ameri 
can Chain & Cable Co., Monessen, 


of “Payoffpaks,” a dispenser for it 


- . , 
line of welding wires FinBite Minera 


Mfg Co.. 
cight page 
\D-964 


its principal power tools. The bul 


According to the manufacturer 


the new containers are lightweight helietin (no 


and durable, and are designed to 
protect wire against coil distortion 


or wire Corrosion letin unfolds to a 17x22 in. wall 


The dispenser will hold up to 
500 Ibs. of deposited weld metal 
which feeds to submerged arc or 
inert gas automatic welding opera 
tions 

Full range of processed welding 
wire is available in dispenser which 
can be resealed and takes very littl 
floor space. 

The firm has also issued a bulletin 
(no. DH-537) 
aluminized wire. 
the product, together with physical 
characteristics, are given 


describing “Acco 
Applications of 
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chart. Containing a condensed speci 
fication of each unit, the reverse side 
of the bulletin presents photos of 
the tools in use in maintenance 
departments, pattern shops, et 

Ihe firm has also issued a four 


AD-961R 
tilting arbor bench circular 


page bulletin on its new 
10 im 
saw. Five features of the saw are 
described and illustrated with action 
photos, cutaways, and closeups. A 
rable of specifications for the ma 
chine itself and catalog listings for 


motors and accessories are included 





Packages « Films - Literature 


tw ong al McKay Chain Charts Safety Tips 


Standard Pressed Steel Co., Jen 
kintown, Pa., recently graduated 17 SAFETY CHART 
distributor salesmen from the first 
class of the “Hallowell Educational FOR CHAIN USE 
Program” inaugurated by SPS for 
distributors of its steel shelving and ~\ . a | 
shop equipment ~~ j xf ‘ 
Conducted at the firm's Jenkin ie / < ) 
town plant, the class was attended ~ ae | be. 
: inspect ’ 


DO Repay BO Pad Sharp DONT Iwie 
at Once Edges and Corners or Kink 





by representatives of nine distribu 


tors in 1] cities. ‘The course included 


talks on Hallowell shop equipment , 
as capital investment, growth of ' 7 ' , 
¥ “a s 
SPS and the Hallowell division, plus XS ie / Te 
{}} > 
] < ns 


studies of Hallowell products, in 

cluding assembly of benches and £ 

cabinets by students, a plant tour, Property or Shock 
and review of applications and pri 


$+) 
ing. Round table discussions of THE McKAY \_.. COMPANY 
sales aids and sales policies were aS Seny San, nba GR Oe 
also included McKav Co.. Pittsburgh, has issued a 


The firm states that the next class and don'ts” of sling chams, Printed 
posting on bulletin board 1 bu ompan 


will be held in November tips for all types of lifting with sling 





sell rope in reel units, o1 in multiples ability table as a guide to select 


of reel unit Kach display holds ing the correct coolant for ever 
seven 100 ft. coils of 4 in rope, oT grade of metal 
six 50 ft. coils of 2 in rope, or four Also, all the firm cutting and 
50 ft. coils of 4 in. rope grinding water-soluble coolants and 
All reels are connected so that utting oils are described 
long length of rope can be sold 
Reels are compact and snarl-free, for 
customer convemence avs firm 
On a counter or shelf, the unit 


occupi d space of Sx 15 in 


New Bedford Cordage Has 
New Counter Display 


New Bedford Cordage Co., New 
Bedford, Mass., has deve lope da new 
counter display for its manila rope S. C. Johnson & Son, Racine 
The units are complete ly set up Wisc., has issued a new booklet cn 


ready for use with reels of rope, and the use of its cutting fluids on cut 


S. C. Johnson Booklet 
Covers Cutting Fluids 


shipped in corrugated container ting and grinding operation The 
According to the manufacturer, no publication describes the propertic 


folding or cutting o1 taping by the of wax as they ipply to cutting fun 


distributor is necessar: tions in the metal-working industry 


Purpose of the display unit is to and contains a comparative machin 


ADDITIONAL MANUFACTURERS’ ACTIVITIES START ON PAGE 180 





V 


t~ 


_ ce we A 
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THE NEW 


ATKINS Chamfer tooth 


hacksaw blade 


e CUTS SMOOTH 
e CUTS STRAIGHT 
e MORE CUTS PER BLADE 


HIGH-SPEED TUNGSTEN 
For fast, efficient cutting of hard-to- 
machine materials—tough steels with 
“work-hardening’’ tendencies—for cut 
ting highly abrasive materials, these 
long-lasting blades are your best answer, 


SOLID MOLYBDENUM 
Atkins metallurgy, heat treatment and 
the new Chamfer Tooth make these 
blades ideal for economical, all ‘round 
cutting of ferrous and non-ferrous 
metals 


WELDED-EDGE MOLYBDENUM 
A shatter-proof hacksaw blade with a 
high-speed Molybdenum Chamfer Tooth 
cutting edge that combines increased 
production life with greater safety for 
general all-purpose cutting—both fer- 
rous and non-terrous, 








ATKINS SAW DIVISION - BORG-WARNER CORPORATION 
INDIANAPOLIS 9, INDIANA 


BRANCHES: Chicago + Philadelphia « Los Angeles + Chattanooga + Portland, Ore. 
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Greenfield Tap & Die 
Buys Horton Chuck; 
No Changes in Sales Policy 


Greenfield Tap & Die Corp, has 
purchased all assets of the Horton 
Chuck Division of FE. Horton & Son 
Co 

1D. G. Millar, president of Green 
field ‘Tap & Die, said that for the 

manufacturing operations 
go Windsor Locks, 
and no immediate changes 


present 
would on in 
Conn 
in sales policy were contemplated 

LD. H. Thomson and G. S. Chiar 
amonte continue as general manager 
and as sales manager of Horton 
Chuck 

In announcing the 


“In the past 


purchase 
Greenfield ‘Tap said 
Horton Chuck 
expand by re-investing a major por 


has endeavored to 


tion of its carnings im new equip 
ment, but it had become apparent 
to their stockholders and manage 
that 
capital would be required to carry 


ment substantial additional 
on the company’s sustained growth 
due to new developments of very 
large the 


craft industry and automation equip 


diameter chucks for air 
ment, and also to expand inventory 
of their regular line. The division 
needs more and larger equipment, 
but difficult to 


accomplish at a rate to meet cus 


found expansion 


tomer demands without the assist 


ance which Greenfield is able to 


supply.’ 





Rejoins Aeroil 

As Western Manager 
Charles E. Klevies has rejomed 

Acroi! Products Co., Inc., as regional 

western division. He had 

Acroil 


hve years 


manager 
been associated with previ 
for over 

Mr. Klevies will be responsible 
for the the 


Angeles branch office and sales and 


ously 
operation of Los 
service in || western states 


116 
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Carborundum Holds Seminar for Distributor 


Representatives of The Carborundum Co 


st. ff of Muskegon Hardware & Supply Co 





Perey 5. Gough 


Gough Heads Sales of 
American Hoist Unit 


Pe rev S 
moted to 


Gough has been pro 
the 
Crosby-Laughlin Division of Ameri 
can Hoist & Derrick Co 
headquarter in Ft, Wayne, Ind 

Mr 


years ago and in recent years has 


sales manager of 


will 


ind 


Gough joined the firm 19 





been manager of distribution 


1956 





held a two-day training seminar for the 


Muskegon, Mich 


Representatives of ‘The Carborun 
dum Co.'s sales training branch con 
for 
personnel of Muskegon Hardware & 
Supply Co. at the Occidental Hotel, 
Muskegon, Mich 

Present at the 


front row 


ducted a traming seminar 


two-day session 
Ray Meiers, sales 
manager, and Max Shand, salesman, 
Muskegon Hardware; Charles Hen 


Carborundum 


wcec'e 


nesen salesman 
Russel Kanaar, specialist in Carboloy 
tools, and Henry Siffert, salesman 
Mu kegon Hardware: ba k 
Alan Workman, office manager; 
Robert Start, abrasive stock records; 
Paul Wickland Bernard 
Borgending, supervisor of 
warchouse; John Bodine, sale 
Mel Witt, abrasive specialist, all of 
Musekgon Hardware; and Alfred | 

Fletcher 


Harry J. Prosser, manager, sales train 


rOW } 


salesman 
ibrasive 


Mall 


sales training branch, and 

ing branch, both of Carborundum 
John Workman ident of 

Mi Hardware, was absent 


when the pi ture was taken 


pr 


ACVOTI 














George Win hip 
Fulton Suply Co 
June 20 
his 72nd birthday on June 23 


Mr W inship he 
1905 


president ot 
Atlanta, died on 


He would have celebrated 







gan his business 
at the Atlanta Plant 
of Continental Gin Co. While in 
its employ he rose to the position 
of assistant intendent of the 
plant 

In 1914 he organized Fulton Sup 


ply Co. and served a 





Career in 







tip T 






its president 





until his death. He wa president of 
the Southern Industrial Distribu 
tors’ Association in 1925-1926 

Mr. Winship wa president of the 
Morris Plan Bank of Atlanta from 
1931 to 1938. He was a director of 
Fulton National Bank of Atlanta 
of Atlanta Gas Light Co., Interstate 
Bond Co. and Continental Gin Co 
of Birmingham 

Mr. Win hip was featured on the 
October 













over of the 1953 issue of 





INDUSTRIAL Dusrrisurion which 





carried an article on his varied com 





ontribution 
Rotary 
Club of Atlanta and i past pre ident 
of that club. He was a member of 
Capital City Club and Atlanta 
Athletic Club and was a Mason and 
1 Shriner 

He had been a trustee of 
Scott College since 193 
man of its board of 


1935 He was also 


munity activities and 





He was a member of the 








Agn¢ 


1 and chai 






trustes Ince 


of the 





1 trustee 






Berry 
Nac (Hn hec 


member of its board for 


+5 years 
from 
Ile was 


Presbyterian Church of 


d 


Mi 
terest 
Christian 


in the 


Schools 

School 
Winship had a lifelong mW 
Atlanta Young 


ocjathon 


He served 
1916 to 


~— 


192 


in elder 


had previous ly ser 


that church 


He is 


board ot ck wot 


urvived bi 


ind 


hi 


George Winship 


Rabun Gap 


hairman of 


wilt 


ison (,eores Win hip Jr 


ter 


Mi 


brother 


Harry W 
Charle 


grand hildre 1 ind 


nephew 


George Winship, Fulton Supply President, Dies 





pre ident 


Central 


ar 
Thiaore 
if 
th 
Atlanta 


i daugh 
Leadingham 
W inl hip 


eral nie 


CGrnding Supple 


Ste phe n Smith 











J. M. Tull To Build 


Birmingham Warehouse 


J M. Tull Metal & Suply Co 
\tlanta, plans to begin construction 







round Aug. 15 on a warchouse in 





Birmingham, Ala. ‘The new facility 
40,000 q ft. of floor 
Alabama-Missis 
territory for the 
tecl, brass 





which will have 





pace, will serve the 


ippl 





distribution 





of stainless and copper 






iluminum and nickel products 





The warehor 
ompleted in N 
headed by Harry I 


pany s salesman for the area 


expected to be 





miber ind will he 





Hlomer, the com 








Manufacturer-distributor probl 


‘ 
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rton (lo. * 


Distril 


Ad 
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FOR ADDITIONAL NEWS, SEE NEXT PACE ——> 


Ten Distributors Attend 
Annual Meeting of Norton's 
Distributor Council 


Ten distributors attended the 
sixth annual meeting of Nort 
Co.'s Distributor Advisory Council 
Present at the two-dav meeting (see 
photo below) were, front row, left 
to right: Samuel Orr, Orr Lron Co 
Evansville, Ind.; Stuart A. Russel 


J. Russell & Co., Holyoke, Mas: 
Ralph M Norton vie 
president in charge of sales; Robert 
W. Crawford, Ene Mfg. Supply Co 
Ine, Pa nd \\ Harold Moone 
Watkins, Inc., Wichita, Kan 
Second row: Edward F. Priztlaft 
John Prtzlaff Hardware Co, Mil 
waukee; Sidney B. Wetherhead 
Norton manager of distributor sale 
Elliott D. Linton, Norton merchai 
ising engimecrnng department i 
John D. Derville, Sr., General 1 
Co., Portland, Ore 
Third row: 
Norton publi ify manager 


Johnson 


Sha . 
Paul | 


Leonard 


Stine, Harry P. Leu, Inc., Orlando 
Ila: George A. Park, Norton sal 
manager of abrasive Preston D 
Baxter Mahoning Valle Supp! 
Co., Youngstown, Ohio; William S 
Roby, Sidney B. Roby Co., Koch 

ter, N. Y.; and Stanley M. Woleb 


mad Service ¢ 
Detroit 
Back rOwW 


manager of 


Donald | Pr { ale 
| 


grinding wheel ind 


upe;rvisol of the 


Worcester office, Norton 


sales 

















Keystoners 18th Annual Outing Draws Record Attendance 


Team captains, L, I 


J. H. Williams) who more or less 


The 18th annual outing of “The 


Keystoners” June 22 at the Manu 


facturer's Golf & Country Club, 


Oreland, Pa, 
ance of guests and members 
Crawford P 


drew a record attend 
Maxson, entertain 
ment committee chairman of 


group of manufacturers’ representa 


Wilson (Keystoner president) and Ed 
Bilikiewicz choose up under watchful eye of |. | 
umpired 


the 





Keystoner 


McCann over 


pul hasing 


front center 


ka 


tives, estimated more than 300 were 
on hand for the day-long schedul 
of sports, dinner, and fine enter 
tainment 

For the second consecutive yeat 
the Keystoners’ softball team cap 
tained by L. L. Wilson, manufa 


turers agent, scored an upset victor 


ofthall te mm for 


econd year, won 16-11 victory 


wents team Mascot” Le mall be 


over the guests’ team captained by 
Ed Bilikiewicz, Budd Mfg. Co. The 
was 16-11 

Golf, 


just plain lounging on the ( lubhou ( 


Cort 


wimming, horseshoes and 


crrace omprised other of the day 
An out-door floor 


dinner 


ictivities 


follows dl 


he Ww 








Warren & Bailey Opens Offices for San Francisco Bay Area 


‘es 


Warren & Bailey Co., Los Angeles, has opened new offices 


and warchouse in Emeryville 


Bay areca 


to serve 


¢ 
as | err 
oS it he a 


the San Francisco 
The new plant cost more than $125,000 to 
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BAILEY CO. 


construct and 
mo wal fh 
parking and 


1956 


INDUSTRIAL & 
MILL SUPPLIES 


ompany's former San Fran 
The bu 
| vad ng 


ling prov ides customer 


and unloading facilities 





GE Renames Carboloy, 
Pians Greater Emphasis 
On Specialty Metals 


Carboloy Department of General 
Electric Co. is now known as Metal 
lurgical Products 
reflect the 
emphasis on specialty metals deve 
Depart 


Department to 
companys greater 
lopment and manufacture 
ment headquarters will remain in 
Detroit 
General Electric recently opened a 
a new $5 million metallurgical and 
ceramics laboratory in Schenectady, 
N. Y., and products developed there 
ire already being manufactured in 
Detroit said K. R. Beardslee, depart 
ment general manager 
This type of investment,” Mr 
idded 


deve lopmn nt 


Beardslee coupled with 


further work con 
ducted in metallurgical laboratories 
at Detroit Mich., is 
increasing the depth and 


this 


and Edmore, 
greatly 
potential of part of our 
business.’ 

Present plans call for a doubling 
of the department's cemented car 
bide and permanent magnet busi 
nesses during the next ten year 


Mr Beard lee said Wi 


with any 


cannot 


predict real accuracy 
exactly what new product lines our 
department will be manufacturing 
by 1956 He 
to the 


forecast, ten 


aid that according 
new department's business 


from now a 


will 


do not even know 


years 
major portion of the business 
be in products we 
yet cither 


ibout because they are not 


in demand, or out of the labora 


tories 





Wessendorff, Nelms to 
Occupy New Quarters 


Wessendorff, Nelms & Co., Hous 
ton plans to move im October to 
new quarters at 5535 Harvey Wilson 


Drive 

The new building will have 40 
OOO sq. ft. of floor 
of 5.000 sq. ft of 
display area, an additional 5,000 sq 
ft. of office facilities and 24,000 sq 
ft. of warehouse area 


pace consisting 


iir-conditioned 





Rau Directs Hoist Sales for Yale & Towne 


Fred EF. Rau 


Fred KE. Rau has been promoted 
to manage! hoisting « quipment sale 
for Yale Materials Handling Divi 
sion, The Yale & ‘Towne Mig. Co 
He had been assistant sales man 


ager for hoisting equipment. M: 
Rau joined the firm in 1945 and wa 
assigned to the hoist department 
Cleveland 
lwo Vcal 
head of the Cleveland territor 


William S W oodward 


hoist sales r presentative in the Chi 


as a representative mn 


1950 later he was mack 


forme! 


cago area, is now district sales man 











William 8. Woodward 


wer for the New York Stat 
terntory, hoisting equipment be 
will he xdquarter in Syracuse and his 


terntors ill ot New York 
State, ex ept for New York City and 


inclu 


its environ ind a major portion 
of the province of Ontano, Canada 

William B. Hood and John H 
Kichert have been named assistant 
hoist ale manage Yale Material 


Both men have 


Handling Division 


been associated with the de iwi ile 
and manufacture of Yale housting 
equipment for more than five year 





New York Distributor and Guests Beat City Heat 


Edwin Bass 


pr ident of Rudolf Ba { 


repre sentatives on his new aD 


ett to neht Mi 
manager of speci | 
Rockwell Mfg. Co.; and Ed Deloghs 
Also on board were Delta Power Tool 
and ‘Tom Mortinx castcrn 


hattan cooled off 


Rockwell sales 


manager 





NN Y ork tertained manufactures 
" \ } ruse af i Ma 
Hla | ] ) ative Pp } ( % 
f Delta Power | 1) j 
; ina ' Corp 
| Ka ta I x cist ; 


FOR ADDITIONAL NEWS, SEE NEXT PACE — 





Pocahontas Distributors 
Exhibit at Coal Show; 
50,000 View Exhibit 


Kight distributors from the Poca 
hontas region were among the exhi 
bitors at the semi-annual Coal Show 
recently held in Bluefield, W. Va. 

Officially the Southern Appa 
lachian Industrial Exhibit, the show 
drew more than 50,000 spectators 
from industries in the 
coal region and featured 300 exhibits 
of manufacturers and firms 


mines and 


other 
suplying mine equipment 

Distributors exhibiting were 
Bluefield Hardware Co. and Blue 
held Supply Co., of Bluefield, W 
Va; Fairmont Supply Co., Fair 
mont, W. Va.; Kentucky Mine Sup 
ply Co., Harlan, Ky; Pennsylvania 
& West Virginia Supply Co., Wheel 
ing, W. Va.; Persingers, Inc., Charl 
eston, W, Va.; Persinger Supply Co. 
Williamson, W. Va.; Superior-Sterl 
ing Co., Bluefield, and Williamson 
Supply Co., Williamson 

Sponsored by the Pocahontas 
Electrical & Mechanical 
the show alternates every other year 


Institute, 


with a similar exhibit staged by the 
American 


Mining 


Congress in 
Cleveland 





Thermoid Makes Changes In Rubber Division 


Charles M. Scholz 


A general manager, a general sal 


Russell W. Chaffin 


manager and four district managers 


have been appointed by ‘Thermoid Co. for it industrial rubber division 
In addition to his duties as vice president of the company, Charles M 


Scholz is now general manager of the rubber division 


as director of marketing for all divi 
Scholz 


was appointed vice president in May 


sions and subsidiaries. Mr 


of this year 

Russell W. Chaffin has been tran 
ferred from California to the firm 
main plant in Trenton, N. J., a 
general sales manager of the indus 


trial rubber division. He formerly 





Allen Retires, Succeeded by Moos at J. Russell 


LEE ALLEN 


Lee Allen, manager of the indus 
trial division of J. Russell & Co., 
Holyoke, Mass., has retired to his 
home in Amberst, Mass., after 13 
years with the firm 

Mr. Allen formerly was president 
of Coburn Trolley ‘Track Co., now 





FRED MOOS 


a division of Colorado Fuel & Iron 
Co 

Fred W. Moos succeeds Mr. Allen 
as manager of the industrial division 
Mr. Moos has been with J. Russell 
for 26 years and in sales for the 
past 17 years. 





He also is continuing 





was western division sales manager 
Oswald J. Sand has been 
district manager of the San 


isco district which includes central 


made 
Fran 


California, Oregon, 
Idaho 


He had been covering the 


ind northern 
Washington, 
Ni \ ida 
Bay 
Nevada for the rubber division 

john W 
pointed district manager of the Los 
He joined the firm 


western and 


area, northern California and 


Minnock has been ap 


Angeles district 
is a sales representative in October 
1950 

Roy L. Wanamaker 
named district manager of the Den 
ver-Salt Lake City 
assigned to the Denver territory two 


has been 


area. He was 


years ago as a sales representative 
Jerry W. Hillebrand, terntory 

representative in the St. Louis, Mo., 

been advanced to head 


area, has 


this area 





Sales Executive Retires 


Raymond E. Coward, manager of 
ball sales, retired from SKI 
tries, Inc., on June 30. He began 
his career in 1915 with the former 
Atlas Ball Co., 
SKI 


Indus 


now a division of 


ADDITIONAL NEWS STARTS ON PAGE 210 





There's a Yale Hoist for every lifting job! 


The Yale Pul-Lift gives 
one man the strength of 150 


YOU CAN OFFER CUSTOMERS THE HO/ST THAT DOES HUNDREDS 
OF JOBS— QUICKLY, SAFELY, ECONOMICALLY 


Your customers in every industry can use the amazing powcr 

f the YALE Pul-Lift Hand Hoist that allows a single worker to 

lift or pull loads up to 15 tons! Universal ratchet action makes it as 
simple to operate as a wrench. Portable, versatile, designed and built to 
Y ALE’s exacting quality standards, the Pul-Lift will go anywhere 
handle routine or specialized jobs with equal ease ...outwork 


and outlast any other hoist of its type! 


Offer your customers the important savings that the rugged power of 
the YALE Pul-Lift will bring them. 


YALE trarn' 
TRUCKS AND HOISTS 


Gas, Electric, Diese! & LP-Ges industria! Trucks + Worksovers 
Werehousers « Hond Trucks + Hand & Electric Hoists 
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Price Index for 19 Product Classes 
(1947-49100) 
% Change 
June May June From 
NAME OF PRODUCT CLASS "56 "56 "55 YearAgo 
Abrasive Products 129.0 128.8 117.1 10.2 
Cutting Tools 144.5 144.5 136.7 +5.7 
Fans and Blowers of 162.7 143.6 19.3 
Fasteners 169.4 156.7 8.1 
Incandescent Lamps 147.2 147.2 
Industrial Rubber Products 141.8 
Lubricants of 85.0 


Materials Handling Equipment 50.2 149.1 


Mechanics Hand Tools 59::! 58.5 
(Files, saw blades) 


Metalworking Accessories I5L.8 137.6 
Motors 111.8 109.6 
Paint 119.1 114.8 
Portable Power Tools 130.7 121.9 
Power Transmission Equipment 154.8 137.7 


Precision Measuring Tools 134.2 128.9 


Pumps and Compressors 152.0 134.9 


Steel Products 158.2 144.8 


(Pipes, bars, nails, wire rope, ete.) 
Valves and Fittings 149.9 152.0 136.2 


Welding Machines 141.4 141.4 129.2 


(Equipment, rods) 


Total Index (weighted average) 145.2 144.9 134.9 


Rureaun of Lab 
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ON THE MARKET.... 


HERE ARE THIS MONTH'S NEW AND IMPROVED PRODUCTS 





Drill 


Meets All Requirements 
For Torque, Speed, Chuck Size 


Series 300, a new portable electric 
drill, is available in eight models 
with three chuck sizes—4, % and 
fg-in. 

Interchangeable 
pistol grip or en losed riveter type, 
are also featured, plus a press-button 


near the 


handles, either 


safety lock on handle 


trigger. 
Stanley Electric Tools, Div, Stan 
ley Works, New Britain, Conn. 


Sanding-Disc Pad 
Rubber Pad Stands 
Rough Treatment 


An eight-inch rubber pad for 


feather-edging and 
tours in metal, wood, or plastic sur 
developed for 


blending con 


faces, has been 
automotive, marine, and industrial 


Vhe flexible pad, 2 in thick, 


users 


is, Says the manufacturer, expressly 
made to withstand rough treatment 
in slow-speed portable grinders and 
polishers. The pad is made in three 
layers bonded together, and the 
threaded hub is counterbored so the 
the 


slow spec d disc 


pad will seat securely on 
shoulder of 
grinder or polisher spindle 


Abrasives discs may be applied to 


any 


the pad by coating it with disc ce 
against 
A tube 
of disc cement comes with each pad 

Behr-Manning Co., Troy, N. Y 


ment and placing the disc 
the work surface of the pad 


“eae 


Pliers 
New Tool 
Crimps As It Cuts 


a custom tool, printed 


Formerly 
circuit pliers is now part of manu 
facturer § Ihe tool 


features compound leverage for cut 


standard line 


ting and crimping in one operation 
filling a need in the electronic i 
dustry to prevent wire from sliding 
back through the hole of the printed 
circuit board 

Utica Drop Forge & Tool Corp 
Utica, N. Y. 
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Crane Kit 
Bridge Crane Can 
Be Assembled 


‘Budgit” single cat 
1 kit has 


been developed which is reported 


Called the 


riage bridge crane assembly 


to permit the assembly of a push 
type underhung bridge crane in less 
he 
locally purchased bridge I-beam 
Each kit consists of two I-beam 


than two hours span is 


trolleys, two clevises with pins, two 
pairs of beam end plates, and nec¢ 

washers, bolts, 
VW heel itt id 


American 


iry spacing nut 


ind low k washe rs 
justable to 
Standard I-beams of from 


drilled in each 


operate on 
ix to 12 


ith 174 | ive holes 


end of the I-beam permits bolting 
he im 

Used in conjunction with a chain 
block or electric hoist, the kit pro 
serving localized 


vides a crane for 


rea mall shops, shipping dock 
et 

Shaw-Box Crane © Hoist 
Manning, Max.vell & Moor 


kegon Mic h 


Div 


Mu 


Abrasive Cutter 
New Machine 
For Wet Cutting 


Another “Speed ut 


utting machine is being marketed 


abrasive 


by the manufacturer, called the no 





TODAY 


. PRODIICTS WITH SALES POSSIBILITY FOR INDUSTRIAL DISTRIBUTORS 





20 Beaver oscillating head abrasive 
machine for wet cutting only. The 


new unit has an abrasive wheel 

which moves back and forth across 

the material automatically 
According to the manufacturer, 


the oscillation (sawing action) 
coupled with the cooling effect of 
the liquid, cuts larger solids, pro 
duces a polished cut with minimum 
burr. A rubber bond wheel is used 
ihe machine has a circulating cool 
ant pump with separate motor and 
control, and a settling tank with two 
baffles to filter out 

Another 


is a magnet 


ediment 
feature of the machine 
witch and air vise for 
gripping material on both sides of 
the cut. ‘The 


can be changed easily 


hielded cutting wheel 
ays the man 
ufacturer 

Be iver Pipe 
ren, O 


Tools, Inc.. War 





Tool Holder 


Roller Turner Tool 
For Carbide Inserts 


intage ot throw iwady 
for a 


new 


Ihe ad 
insert ire 
tool 


carbide available 


roller turner with this 


holder, says the manufacturer. Cut 
ting edges of precision ground in 
serts can be indexed to within .00] 
in. without resetting the holder. For 


’ 


initial setting, a screw on top of 


cutting edge to work 
Separate 
idjusted 


roller 


holder adjusts 
( irbicle 
iftes 


turner 


prec centerline 
chip breaker can be 
holder l clamped in 
All holders can be used 
without chip breaker Lhe 


Warner & Swase\ 


with o1 


made for all 
Gisholt turner 


Wendt Sonis Co., Hannibal, Mo 


Belt Fastening 


New Templets, Tools 

Speeds Splicing 
faster 
belt 


] 
fool 


( lam 


Manufacturer 


method of splicing COnVeVOT 


with new templets and 


ncw 


manufacturer, the 


According to the 


tempict climinate the imeconveni 
fasteners from the 


belt 


cence of mserting 
ind a Tcw 


tecl 


pulley ide of the 


} 


borme bit and allo wrench 


have been designed for use in a 
standard electne or au impact tool 
The use 
to have 
taken to 
method 


llexible Steel 1 cing Co 


of these devices 1 reported 
halved the 


ipply fa te ric 


formerly 


han | 


tin 


by the 


( hic vO 


Electric Unit 
Is Lightweight 


learn I 


truction work ha 


for mam 


the manufa 
13 o7., the 
to handle 
pow! pet 
dull hole 
hameter 

100 blow 


Operation may x per 


r repiuts 


i inict of material 


] 


r concrete Mic acai tom 


Continued on page 14] 


FOR AN INDEX OF THIS MONTHS NEW PRODUCTS, SEE PAGE 131 
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PowenGur “Timing*” Belt 


“Invention 


of High Order...”’ 


“For invention of high order and for particularly meritorious improvements 
and developments in machines and mechanical processes.” 


These are The Franklin Institute's words in awarding its 1955 Longstreth Medal 


to the inventor of U. 8. PowerGrip “Timing” Belts —the outstanding contributien 


to power transmission ol the decade 


It's easy to understand why PowerGrip received this great award. By providing 
The Franklin tneti 


near-100°%, efficiency in positive, non-slip, split-second timing, it has become stand tute, founded in 
Phila. in 1824, is one 


ard equipment on a wide variety of machines and appliances. The list grows daily of the eldest end 
most renowned sci- 


bor compl te information on how you can become a selected | S. PowerGrip Se 
5S. Rubber, Mechanical Goods Division, Rock s 
studies of contribu 


liming” Belt distributor, write t 
tions to science 


feller Center, New York 20, N.Y, 


Mechanical Goods Division 
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A MESSAGE TO AMERICAN INDUSTRY *® SECOND OF A SPECIAL SERIES 


THE SHORTAGE OF SCIENTISTS AND ENGINEERS: 


Are We Losing 
the Race with Russia? 


THERE is new confidence in the Kremlin. One 
key reason is expressed in a recent boast of 
Communist Party Secretary Khrushchev: **The 
capitalists always regard our people as 
being backward, but today we have more 
engineers and more supporting engineer- 
ing technical personnel than any capital- 
ist country.” He promised that this lead 
would be widened and that communism would 
be victorious without war. 

This boast cannot be dismissed as communist 
propaganda. Admiral Lewis L. Strauss, chair- 
man of the U. S. Atomic Energy Commission, 
has warned: “In five years our lead in the 
training of scientists and engineers may be 
wiped out, and in ten years we could be 
hopelessly outstripped. Unless immediate 
steps are taken to correct it, a situation, 





Engineering Graduates in the United States and Qussia 
1946 1960 


THOUSANDS 


i 





UNITED STATES 








1946 1948 1950 1952 1954 1956 1958 1960 





Source Nicholas De Witt, Soviet Professional Manpower 
US. Office of Education, McGraw Hh Dept of Economics 
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already dangerous, within less than a dec- 
ade could become disastrous.” 

This second editorial in a series on the short- 
age of scientists and engineers is designed to 
explore as carefully as possible the facts and 
the implications of the new emphasis on techni- 
cal training in the Soviet Union. It draws 
heavily from the authoritative book Soviet Pro- 
fessional Manpower, prepared for the National 
Academy of Sciences and the National Research 
Council by Nicholas DeWitt of the Russian Re- 
search Center of Harvard and released recently 
by the National Science Foundation. 


Trend Is Against Us 


If the Soviet Union already has a lead in 
technical manpower, it is not very great. Both 
the United States and Russia now have around 
a million scientists and engineers. About a third 
of the Russian engineers were trained on in- 
ferior pre-1935 standards. It's the trend — 
shown in the chart — that is alarming. 

Over the last five years we have turned out 
only 142,000 engineers, compared to an esti- 
mated 216,000 in Russia. In 1955 our output 
was around 23,000 compared to their 63,000 
Over the next five years our projected output is 
153,000, against at least 400,000 in Russia. 
There will be an additional 150,000 or more 
in the satellites and Red China 

In Russia, 30°, of the college students are in 
engineering, compared to 8°) here. Another 
30°, or more take degrees in natural sciences. 
Moreover, unlike ourselves, the Russians are 
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ploughing back a large proportion of their 
science graduates into teaching, which implies a 
rapid buildup in the future. 


Quality As Well As Quantity 


It would be foolhardy to assume that these 
new Russian graduates are inferior to ours in 
the quality of their technical training. They 
start out with much more intensive mathemati- 
cal and scientific preparation at the high school 
level. They study harder and longer in college, 
with more laboratory work and more practical 
training. Their courses and textbooks seem to be 
as thorough as ours. Even though the Russian 
graduates may be overspecialized, they get 
results, 

These results have been striking. The Rus- 
sians developed both A-bombs and H-bombs 
faster than we expected, and it’s not certain 
that they had to rely much on espionage. They 
pushed ahead of us for a while in jet fighter 
design, and they showed up with a fleet of long- 
range bombers well ahead of schedule. They 
are crowding us on nuclear power, electronics 
and automation. There are grave fears that they 
have established a lead in the vital field of mili- 
tary rockets. 

The goal of Soviet scientific manpower policy 
includes not only weapon supremacy but also 
leadership of the neutral and uncommitted 
areas of Asia, Africa and the Middle East. The 
Soviet leaders may be bluffing in their offers to 
export capital, but they are preparing to export 
Russian scientific and technical know-how in a 
big way. 


How They Do It 


The Russians are determined to win the race 
for scientific supremacy, and they do not count 
the cost. They pay their scientists and engi- 
neers salaries that seem fantastic when 
compared with other Soviet incomes. 

Senior professors, research scientists and top 
engineers are a major segment of the Russian 
elite. Their incomes are frequently six to ten 
times the average industrial wage. (In the U.S. 
six to ten times the average industrial wage 
would be $25,000 to $40,000 a year.) Housing 
and other privileges are correspondingly lavish. 
While preaching equality, the Soviets use capi- 


talistic incentives far more boldly than we do. 
Indeed, practicing engineers and scientists have 
been complaining about the exalted status of 
professors and top research people, and salary 
scales are now being adjusted to give greater 
emphasis to practical results. 

The Russians are also generous in their 
aids to education. Tuition has just been made 
free at all levels. Undergraduates receive 200 to 
500 rubles a month and graduate students 800 
rubles (about equal to an industrial wage) to 
cover living expenses. The biggest stipends go 
to science and engineering students. College 
students are deferred from military service, and 
engineers and scientists often enjoy continued 
deferment even after graduation. 

Finally, the Soviet leaders can channel 
engineers and scientists — and all other 
human and material resources — into any 
area they choose. And the areas the Soviet 
leaders choose are predominantly those that con- 
tribute to military or political objectives, rather 
than to a better life for consumers. 


What's Our Answer? 


We are certainly not going to adopt 
Soviet methods. We do not want scientific 
robots, but free men, able to understand 
and add to our democratic heritage. At 
the same time, our world leadership in 
technology — and perhaps even our sur- 
vival as a nation — will be threatened if we 
allow ourselves to lag far behind Russia 
in the training of scientists and engineers. 
Ways to keep the United States in the race will 
be discussed in a later editorial in this series. 





This is one of a series of editorials prepared by 
the McGraw-Hill Department of Economics to 
help increase public knowledge and under- 
standing of important nationwide develop 
ments of partic ular concern to the business 
and professional community served by our 
industrial and technical publications 

Permission is freely extended to newspapers, 
groups or individuals to quote or reprint all or 
parts of the text. 


Reusta Umelve— 


PRESIDENT 
McGRAW-HILL PUBLISHING COMPANY, INC. 
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On The Market Today 


(Starts on page 124) 





cinder blocks, wood, metal tile, and 
earth. 

Known as the “H54U” electric 
power hammer, the unit features a 
“spring-floated” piston, helical gears 
and counterbalanced crank assem 
bly, and a neoprene-mounted nozzle 


to protect the hammer if it is 


accidentally run without a_ tool 
The hammer is 
standard kit with a choice of three 


Ac cessory 


available in a 


packaged accessory kits 
items for the hammer are also avail 
able individually 

Ingersoll-Rand, New York 


Continued on next page) 





BELT FASTENING 

Flexible Steel Lacing Co 125 
BRAZING FLUX 

Stainless Processing Div 

Colmonoy Corp 

BOLTS 

Perfection Model Products 
CLAMPS 

Detroit Stamping Co 
COMPOUNDS 

Adhesive & Coatings Div., Min 

nesota Mining & Mfg. Co 

Crane Packing Co 

Krylon, In 

Solfo Paint Mfg. Co 

Wilbur & Williams Ce 
CUTTER, ABRASIVE 

Beaver Pipe Tools 
CUTTING TOOLS 

Raybestos Div., Raybestos-Man 

hattan, Inc 

CONTROLS 

Harnischfeger 
DIE STOP 

Keystone Engineering & Mfg 

( ‘) 
EXTRATORS 

Binks Mfg. Co 
FANS 

Chelsea Fan & Blower Co 
FITTINGS 

Foster Mfg. ¢ 
GRINDER, BEL 

Engelburg Huller ¢ 
HAMMER, ELECTRIC 

Ingersoll-Rand 


HOISTS, CRANES 
Shaw-Box Cran 
Manning Maxwell & 
Thern Machine Cs 

HOSE 
Acme Rubber Mig. Ce 


Wall 


( orp 


Host Div 
Moore 





Index of This Month’s New Products 


KEYS, FIXTURE 
Jergen Tool Specialty Cs 
PAINI 
Speco, In 
PIPE THREADER 
Toledo Pips Threading Ma 
chine Co 
PLIERS 
Uti : 
( Otp 
POWER TOOLS 
Duro Metal Product 
John Oster Mfg Co 
Stanley Electric lo 
Stanley Works 
PUMPS 
Goulds Pumps In 
Templeton, Kenly & Ce 
PUNCHES 
W. A. Whitney Mfg. ¢ 
RAMS 
Owatonna Tool ¢ 
REAMERS 
Whitman & 
Xcelite, Im 
SANDING.DISC PAD 
Behr-Manning Cx 
SAW, BAND 
Kalamazoo Tank & Si) 
SCAFFOLDS 
R. D. Werner Ce 
TAPE 
Permacel 1 ape ( 
POOL HOLDER 
Wendt-Sonis Co 
TRANSMISSION 
American Blower ( 
VACUUM CLEANER 
Clement Mii ( 


Drop Forg 


Bari 


VALVES 
Kennedy Valve 








In the 
PROFIT 
COLUMN 


Winute Van 


KEYWAY 
BROACH KITS 


For cutting keyways from 
le” to 1” in any bore 
from '4" to 3” in one min- 
wte for as little as one cent. 








Winute Wan 
SQUARE BROACHES 


Por finishing cast or 
drilled holes in one pass. 
In stock for %@" wo %" 
squares Hexagon 
broaches and Produc- 
tion Type Keyway 
Broaches also in stock 


duMONT 
TOOL BITS 


High Speed Ground, Square 
and Rectangular. Hold a 
keener cutting edge longer 
due to “balanced” tough- 
ness, red hardness and wear 
resistance 


VW inute lan 
MAGNETIC BASES 


Hold dial indicator gages — 
save set up time. Alnico mag- 
net has 50 Ib. grip on all 
four sides. 360° horizontal 
swing, 180° vertical swing 


- duMONT 
TOOLS 


For complete information on these 
fost selling, high profit tools, get 
in touch with 


The duMONT 
CORPORATION 
Greenfield, Mass. 
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Cutting Tool 


Ceramic Tip 
Bonded to Shank 


cw cramic-tip utting tool 
been introduced by the manu 
we Wes ) Mepat -, = er. Known as “Keramik,” the 
eD Pi we ”) iid to be the first to have 
}’ yy } ceramic tip bonded to a steel 
ra De sank. Ordinarily, ceramic bits are 
umped in a holder 
M4 lhe tool is being offered in stand 
ird size of 4 in. by 4 in. by 34 in 
with a lead angle of seven degree: 
Other sizes will be announced at 
future date. ‘The manufacturer says 
the bonding feature will enable an 
yperator to work in small areas 
Raybestos Div., Raybestos-Man 
hattan, Im Bridgeport Conn 


“We’re Having Profit Trouble” 


(That's What They Said at the Industrial Distributors Triple Industrial 
Supply Convention at Atlantic City.) 


“Beaver’s Selective Distribution 
Is the Answer!” 


(says Beaver Pipe Tools, Inc., Warren, O.) 


“on” 


There are 





“Our volume is up, but our profits are down. 
too many distributors in our area!" Those were some of the 
remarks industrial distributors were making at the recent 
Triple Industrial Supply Convention. If you're having that 
problem in the pipe tool line, then you'd better investigate 
Beaver’s new Selective Distribution Plan. You sell profitably 
in your own market area. Your men receive complete in 
formation about the Beaver line in specially-conducted sales 
programs. Can't tell it all here! Better check today! Reamers 


Write Today for Information... Carbide 
Dowell Pin 


Designed for reaming operations 


BR E E R 1 die hardened steel from 45 to 65 
i A vee ene ¥ Fe C Rockwell, new carbide dowel pin 
LECTED DISTRIBUTOR = eamers are said to eliminate the 
FRANCHISES ARE PIP OOLSs | dor ialide, Canela ai tees 


STILL OPEN 236-400 DANA AVE.. WARREN, OHIO,U.S.A 
"SS Years of Highest Quality’’ According to the manufacturer, 
dowel pin hol Cali be lrilled 
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PERFORMANCE VERIFIED / boyy excel tess 


Even before a Powell Valve is made, it 
must pass the acid test. For quality control 
of Powell Valves begins not with manu- 
facture—but with the very materials which 
go into Powell Valves. 

Constant laboratory control is one of 
the many ways we make certain that Powell 
Valves will give dependable flow control 
Another is the final step of manufacture 
of these precision-built valves: every Powell 


The Wm. Powell Company, Cincinnati 22, Ohio .« «+ 110th YEAR 


FIG. 241—1ron Body, Bronze FIG. 560—Bronze Regrinding 
Mounted “Model Star’ Globe Horizontal Swing Check Valve 


Vaive For 125 Pounds W.S.P 


BRONZE, IRON, STEEL AND CORROSION RESISTANT 


Valve is subjected to an actual line test. 

Because of Powell's painstaking quality 
control, valve repair is cut to the minimum 
and plant shut down through valve failure 
is substantially reduced. Records of per 
formance the world over prove it 

Consult your Powell Valve distributor 
If none is near you, we'll be pleased to tell 
you about our COMPLETE quality line 
which has PERFORMANCE VERIFIED. 


For 200 Pounds W.S.P 


FIG. 1503 150 Pound Steel 
Gate Valve 


VES 


PS. This is juste one of many ads appearimg in trading magayints that fal you sill, POWELL VALVES! 
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Automation is increasing daily. So are 
sales of standard air-operated equip- 
ment. Get into the air components and 
devices business and get your share of 
these sales—and PROFITS! 


Here is what you get when you 
handle the A. K. ALLEN line of 
standard air controls: 


@ A liberal margin of profit 

@ High quality products, competitively 
priced 

@ Standard off-the-shelf items available 
from large factory stocks 

© Shipments the day of receipt of order 
as only a small, reliable and efficient 
manufacturing organization can give 





Wd Toot 
cea Lanes 


BY 
oEFERREY 




















NO. 99 
Junior 
Roll 
Pocket 
Kit 


XCELITE, INCORPORATED 
Dept. F ORCHARD PARK, N. Y. 





How to increase your SALES COVERAGE 


... with A. K. ALLEN Air Components 


© A group of down-to-earth, lively and 
on-the-ball people to help you and 
make doing business a pleasure instead 
of a chore 


Don't buy standard air controls from 
another dealer ...Get your own line at 
the full discount. 


Por information on the complete 
“*AttenAtirn” line of CYLINDERS, 
VALVES, CLAMPS and DIAL FEED 
TABLES drop a line to A. C, Kelly or 
use the coupon below, 


THE A. K. ALLEN CO. 
57 Meserole Ave., Brooklyn 22, W. Y. 


> 


THE A. K. ALLEN CO. 10-86 
57 Meserole Ave., Brooklyn 22, WN. Y. 


My name 


















TO SHOW ‘EM IS TO SELL ‘EM 


THIS POCKET-FUL OF FIRST-CLASS TOOLS 


. «+ let ‘em see that rugged XCELITE plastic handle— 
those 7 nut driver bits with precision formed sockets— 
the 2 Phillips and 2 slotted screwdrivers—they'll want 
to own this top-value roll kit. And every sale means 
new friends and repeat business, because XCELITE 
tools have the built-in Quality that the experts prefer. 
Are you getting your share of that good “99 Junior” 
business? Write for prices and details today. 


eid 
Aitt* 
Anigitt j 
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undersized, the piece hardened and 
the hole reamed accurately to size. 
Available in 4, yy, 3, 4, & and 3- 
in diameters and in sets 
Whitman & Barnes, Plymouth, 


Mich 





Power Tools 


New Drills 
Introduced 


Five newly-designed 4 in. electric 
drills have been added to the manu 
facturer's “Cummins” line of port 
able power tools. The units feature 
1 two-position, rotating, removable 
handle, and are said to drill 4 in. in 
metal and 2 in. in hard wood. The 
drills also have a reversing switch 
which the manufacturer claims re 
duces bit breakage 

John Oster Mfg. Co., Milwaukee 


Transmission 


Fluid Drive For 
Industry Use 


Designated size 126 type T, the 
manufacturer's “Gvyrol” fluid drive 
is designed for general industrial use 
Ihe basic unit can be used with 
internal combustion engines as a 
fluid power transmission for mobile 
materials handling vehicles and con 


W he 1 modi 


truction equipme nt 


fied by installation of a flexible 























For distributors 


of Jewel 
Brand 
Abrasives 


vee Gent wre « 
veuvet sooner 


& COMPLETE time 
of aennerves ---— 
o 
- 


* ernceme TYPE OF 
Quart y Comtmes 


» 


THE Going gS 


1 somen arin an 
eve om senwree 


BRAND 


COATED ABRASIVES 


oo em met 





. 
Abrasive 
Products, Inc. 
South Braintree 85 } 
Massachusetts — ih 
Makers of 
Jewel Coated Abrasives 
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ouple half on each end of the fluid 


OTM eg Fee eam 1. uc uoit con be wed with cleo 
| 


and processing equipment 


1 if a “ 
It is rated at 74 to 15 lip. for 
— 1 20 rpm md at 25 to 50 hp for 
1,800 rpm. Features include acc 


ible bearings, oil-resistant O-ring 


WIRING WRG WZ a? ind torquc limiting characteristi 


American Blower ( orp Detroit 
sellers and buyer everywhere have been 


» recognize these advantages of new Campbell 


sure-Mark"’ Chain furnished at no extra cost! 


COLOR-CODED 
MEASUREMENT IDENTIFICATION 
‘sam 











Marked every Sfeet— DUE High Test Steet ORANG E—Com Ally See! Pipe Sealer 
pre-measured for easy handling Compound With 
and exact measurement. Color-mark on the chain instantly Teflon Base 
and positively identifies grade of 
chain—in or out of the container. Known as “John Crane’ Chem 
a lon pipe jomnt compound, a new 
hemically inert compound 1s said 
INVENTORY STANDARD PACK— to positively seal practically all 
known highly corrosive liquid ind 
CONTROL LABELS | MARKED BY FEET iss ir ostctsp 0 
| 
\ Possessing a low cocfhcient of 
friction, it is claimed to be adaptabi 
for use on aluminum, stain 
monel or plastic pipe and is avail 
ible in 2-0z. screw-type jai 
i Crane Packing Co Morton 
Grove, Ill 
L 
Extractors 


Space provided for Perpetual 
inventory” control. Guaranteed 


Termed Ideal Where 
Oil and Water High 


footage marked on label. ’ ) , 
. - . ‘ new oil and water extract 
Ask your Campbell representotive—or write us for full featuring an air Capacity of 100 cim 
details on this revolutionary new chain development. CAMPBELL ive been announced by the manu 
CHAIN facturet Both unit j termed 
AVAILABLE ONLY FROM leal for lines where the a t of 
in vatcr 18 CXCCSSIV' 
CAMPBELL CHAIN in os 
Conta to 100 cfm. of clean. d regu 
nto, Calif t ur to as man i x hea 
t pray guns at th 
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HEAVY-DUTY JIG SAW 
N EW Black& Decker: opens new doors...because it's 


POWER-BUILT:::.: 


Ge 2S ee ee ee ee 
"ae A 


We don't buy motors-we build them! 


The Aeart of your electric tool is the 
motor—completely built by Black & 
Decker. All the power you need and 
then some .. . because each motor is 
built for a specific tool and the job it 
must do. B&D motors always stand up! 


Bs 


HAMMERS 


Cuts any angle up to 45°..on either side! 





Rugged, versatile, highly accurate 
—cuts intricate patterns with pre- 
cision! Runs cool, offers smooth 
performance in wood (even 2 x 4’s) 
and metal. Perfect balance reduces 
operator fatigue. Offers a full 1” 
stroke. Heavy-duty shoe will not 
wobble or distort under pressure. 
Armature and gear shafts mounted 


SERVICE... one of 42 Black 
& Decker factory § service 
branches is located ‘next door”’ 
to you. Staffed by experts to 
, Bive you fast, efficient service 
’ and genuine replacement parts. 


LOOK IN THE YELLOW PAGES UNDER 


Black& Decker: 


on ball bearings. Full line of wood 
and metal cutting blades available, 
for wide variety of materials. This 
B&D Heavy-Duty Jig Saw is priced 
lower than any comparable tool of 
similar capacity in its field. Ideal 
for all types of maintenance work. 
Tue Brack & Decker Mre. Co., 
Dept. 2408. Towson 4, Maryland. 


“TOOLS ELECTRIC” 


PORTABLE ELECTRIC TOOLS 
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“Run your eye 
down the edge of 
this metal-cutting 
saw blade! 
See how the teeth 
vary large to small 
to large, throughout 
the length? 
This design we call 


BROACH 
T¢ » ITH 
because it delivers 
a smooth, 
broaching action— 
the best way 

to cut the new 
hard metal alloys.* 
Available in hand, 
power and band, 
but made only by 
Super-Sterling— 

a real selling edge 
for distributor’s 


salesmen!” 


—ED, CANNE 
Vice-President—Sales 





Sterling (tld 
super Sterling 


*Learn the facts about 
recent factory test on 
hardao-cut vanadium 
titanium alloys, Write 
Diamonn Saw Wonks, Inc, 
260 Count Srarer 
Burrato 2, N.Y 
for new, descriptive 
catalog No, 56. 


An enlarged and improved air regu 
lator on the extractor is credited for 
the increased air capacity, Model 
A(Q)-124 is the same as AQ-125, but 
lacks the air regulator. Designed 
for use on main lines requiring non 
regulated air, it has a larger air inlet 
and outlet 

Kach extrator features spiral baf 
fles with absorbent filters for removal 
of moisture, oil, rust, dirt, and other 
foreign matter. And each has an 
automatic drain which opens when 
the air supply is shut off and closes 
when it is turned on. They are also 


equipped with manually-operated 
drains. 


Binks Mfg. Co., Chicago 


Paint 
Product Withstands 
High Temperature 
\ new heat-resistant paint for use 


on surfaces subjected to tempera 





INDUSTRIAL DISTRIBUTION © AUGUST, 1956 











































Get a BIGGER share of 


reamer business with 


ACE 


Drill Length Chuching 
REAMERS 


You sell more, make more when you offer 
the very best. That's why it pays to be an 
Ace Drill Distributor. Take Ace drill length 
and chucking reamers, for example. They're 
the finest that money can buy . . . ground 
from hardened H.S.S. with highly polished 
right-hand spiral flutes and keen cutting 
edges that produce smoother, more accu- 
rate holes. Economical to use, too, particu- 
larly the drill length reamers. Because, 
with flutes nearly twice the length of chuck- 
ing reamers, they can be re-ground more 
often for longer useful service life. 





Want complete information on the profit- 
able Ace Drill Line and Distributor’s 
Franchise Agreement? Just write, call or 
use coupon below. But do it today! 


ee tie aa eee ae 
; ACE DRILL CORPORATION | 
| Adrian, Michigan | 
| Gentlemen Please send me your complete line catalog | 
| a 52), end full information on you Distribvtors | 
| Francie Agreement | 
! ! 
j NAME o- | 
| company j 
I l 
| ADORESS | 
| erry STATE | 
bees cenananasasanananasenanasasas J 





ADRIAN, MICHIGAN 





Cc ORIGINATORS OF GROUND-1ROM-THE-SOLID DRHKAS 











This Warren-Teed sledge head was struck 








over 30,000 times against a hardened anvil at a 
force 2 times the striking power of a husky 


six foot man more than 3 times the wear 


given an average on-the-job sledge. Even 


after this beating, no cracking, chipping or 
curling was noted 

The unretouched photo above (one of many 
such Warren-Teed production test 
sledges) is proof that Warren-Teed sledges 


can take it—in the laboratory or in 





actual use 





(Machine on which above sledge was tested) 
e NEW.. AAW 
HANDLE 
Ww AR EE Db The finest obtain 


able anywhere 


WARREN TOOL CORPORATION at any price 


Manufacturers of Warren-Teed and Devil Railway Track Tools 
General Offices Warren, Ohie 


Export Division 30 Church St., New Yort 7, N. 1 
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Yes, you can sell this fast-moving line of fine 
tools wherever you see a smokestack! Because 
even a one-lathe shop is a hot prospect for three 
different types of Gorham tools . . . tool bits, 
cutoff blades and wear-resistant centers. These 
tools are basic needs for any shop... and because 
they're basic, they're the best “door openers” 
you'll ever find for all your other lines! 


And these tools are just a small part of the vast 
Gorham line that gives you “The right wool for 
every metal working job!” It includes milling 
cutters and end mills . . . three different wool bit 
grades ... slitting saws... cutoff blades... key- 
seat cutters .. . and the famous “M-40-U" Alloy 
Center that outlasts high-speed steel and other 
alloy centers, lasts as long as carbide, and costs 
less to buy and less to re-dress! 


Selling these tools can be a mighty profitable 
proposition for you! They're backed by years 
devoted to engineering and production of fine 
cutting tools . .. Gorham’s reputation for high 
quality and fair dealing . . . and an extensive ad- 
vertising program that consistently sells for dis- 
tributors in major industrial magazines. Get the 
whole story on our liberal Distributor Plan, along 
with the 120-page Gorham Tool Catalog and 
product literature by return mail. Write today. 








tures up to 600 deg. F. has been 
introduced. Known as “Heat-Rem 
OD Black,” the product doesn't 
~ 

require special baking and has no 
objectionable odor during applica 


tion, according to the manufacturer 
It is reported to resist temperature 
iriations, smoke, moisture, fumes 
mild industrial acids and alkilis. It 
is recommended for protecting 
team lines, vats, separators, exhaust 


manifolds, ovens, heat lines, et 


Speco, Inc., Cleveland 





Compounds 


For Insulating and 
Reinforcing Voids 


Designated Scotchfoam Brand 
expansible compound Type A and 
l ype |, two new thermosetting, self 
unig polyisocy mate foams tor im 
ulating and reinforcing voids be 
tween structural members has been 
Win ced 

Both compounds are a t part 
liquid formulation which vhen 
mixed with a_ catalyst un =e 
foamed in place for such uses a 
filling cavities where light weight 
tructural strength, stiffening, vibra 
tion dampening and durability ar 
ck ired 


Adhesive & Coatings Di \! 
nesota Mining & Mig. Co., Detroit 











Tape 
TOOL COMPANY Adhesive Product Has 
Electrical Applications 
[__% “EVERYTHING IN STANDARD AND SPECIAL CUTTING Ti eo A eae 
4400 WOODROW WILSON ° DETROIT 3, MICHIGAN inforced film tape has been added to 
the manufacturer s line ot 24n | 


WEST COAST WAREHOUSE: 576 North Prairie Ave., Hawthorne, Calif. 
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An industrial distributor asks 


3 leading questions about V-belts 


| “I'm tired of ‘one belt’ sales! | ©) “fs it true that Veelos cuts 
Can Veelos build my volume?” " installation and down-lime?” 


Yes! Selling Veelos is selling volume. You sell by reels, Yes! You've got a terrife selling point here-—\eelos is 
not by belts, turn small orders into large orders. With an adjustable belt. Veelos adjusts to any drive, any 
four 100’ reels of Veelos (O, A, B, C widths) your cus length. Your customer doesn't have to tear down out 
tomer replaces up to 316 different sizes of endless belts board bearings, reset, tilt or move motors to replace a 
Veelos Belts get used constantly because they're adjust belt! Veelos is easily altered by adding or removing 
able to any length. No waste—no useless deterioration . links—and you don't have to stock hundreds of matched 


in storage And Veelos stores in mere inches! ‘ sets to meet customer emergence s! Veelos cuts cost 





aaah ie = 


Veelos is sold exclusively 


; With Veelos. can l meet through distributors. for 


d - kI 9” information, write to: 
customer needs quickly: . 

‘ MANHEIM 
, ane “a Manufacturing & Belting Company 
pat kaged in 100’ reels—each reel in its own tough, cor ntsihitiniiaens 114 Stiegel St. Manheim, Pa. 
rugated box. You can ship to your customer in these Veolink eutide USA 
same cartons! There's a Veelos belt for every possible 


requirement, and your storage is a8 easy as your custom “Industrial Belt 
er's. With Veelos, nobody has to maintain a huge in ’ Specialists Since 1911” 


ventory ... and you can meet customer requests qui kly 


Yes! You never have to over-stock, because Veelos is 


and easily! MMe B. Co. 1956 


Adjustable to any length « Adaptable to any drive « Balanced power « Constant power « Vibrationiess power 





LOA ya aes 
by the inch! 


This handy storage rack holds four cartons 
of 6 «100 brass or steel shim stock 
-»-in gauges of your customers’ choice. 
Sell the stock — sell the rack... then enjoy 
the pleasure of your repeot sales. Na- 
tionally advertised top quality products. 
Your name printed FREE on rack with order 
for 25 of more rocks. 


SIMPLE TO USE 
Customer simply snips stock 
off roll, Handy, saves time, 
prevents waste and protects 
shim stock too! 





4108 Union Street, Glenbrook, Conn. 





COLLET 
EQUIPMENT 


Use-Em-Up Type Drill Sleeves 
Use-Em-Up Drill Sockets 
Standard Type Drill Sleeves 
Standard Type Drill Sockets 


Short Shank Type Sleeves 
Short Shank Type Sockets 
B. & S. Taper to B, & S. Sleeves 
BK. & 5S. Taper to Standard Taper Sleeves 
Standard Taper to B. & 8S. Taper Sleeves 
Rough Shank Sockets» 
Solid Type Sockets 
Morse Taper Shank Tap Sockets 
Standard Spot Facing Catter Bars 
High Speed Point Lathe Centers 
Carbon Steel Lathe Centers 
Pipe Centers for Lathes 
Lathe Bushing» 
Blank End Arbors 
Chuck Arbors 
Drill Drifts 
Magic Type Chucks and Collets 


clectrical tapes. Designated “Per 
macel 246,” the new tape is reported 
to combine physical and mechanical 
properties with high insulation re 
sistance and dielectric strength 

Primary uses of 246 in the ele 
trical manufacturing industry in 
clude application in the production 
of heavy-duty equipment where 
inchoring is needed for heavy gage 
clectrical wiring in the equipment 
coils and for banding armature coils 
prior to ‘forming.” 

Permacel Tape Corp., New Bruns 
wick, N. | 


Control 


Electronic Control 
For Traveling Cranes 


Stepless” control for overhead 
traveling cranes has been deve loped 
by the manufacturer using gas-filled 
tubes in the control circuit his 
innovation, according to the manu 
facturer, climinates a major source 
of maintenance in crane electrical 
equipment 

he control is claimed to provide 
in infinite number of speed varia 
tions on all motions, permitting pre 

e spotting in lowering and hoist 
ing directions It is reported the 
ontrol also permits motors to be 

ersed from “full” position im one 
direction to full position in othe: 
vithout danger of damage 


Harmischteger ( O1p Viilwaukee 


Key 
Eliminates Five 
Milling Operations 
\ new sine fixture kev is claimed 


te climinate hive operations previ 


necessary in mulling fixture 


Standard tools for all drilling, reaming, and tapping needs and special 
tools to order, Immediate attention to regular or special requirements. 


THE COLLIS COMPANY 


CLINTON, IOWA 
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Tell Your Customers About These 


Rubber-Cushioned 


NEW 
WHEELS... 


MULTI-USE STOCK ABRASIVES 
THAT ALSO 
DO THE WORK OF “SPECIALS”! 


A New, Wider Concept In Finishing, 
Replacing Slower, Costlier Methods 


Brighthoy now gives even greater production versatility: 
multiplies sales, brings even greater, faster “repeats” to 
dealers and their salesmen. It gives you a completely new 


picture of abrasives sales opportunities! 


New “job-matched” grains and textures augment «till further 
the almost unbelievable finishing range which Brightboy 
offers—-uses broader and far beyond the conventionally- 
accepted scope of abrasive applications. All numbers are 
readily available for prompt shipment to you or to customers 


at your request, 


Tell your customers about Brightboy’s unique abrasive-and- 
rubber action, which BURRS, CLEANS FINISHES and 
POLISHES in ONE OPERATION, replacing costlier, slower 
methods, Write us for the inviting Brighthoy sales proposi- 
tion, and for catalog which lists the wide choice of numbers 
All are job-matched stock grains and textures, Silicon Car- 
bide and Aluminum Oxide Grains, each in combinations of 
grain sizes and textures from extra fine to extra coarse, in 


soft. firm and tough rubber binders. 


Don’t pass up the excellent Bright. 
boy sales opportunities in your 


area, WRITE US TODAY! 





BRIGHTBOY INDUSTRIAL DIVISION 
WELDON ROBERTS RUSBER CO 
95 North 13th Street Newark 7, N. J 


DIAMETERS TO 8” 


Hrighthoy is made in 
wheels as well as in a 
full range of accessory 
products rods, stiches 
and blocks for ma 
chine and manual op 


erations 





America's Pionee: Manutacture: of Rubbe: Bonded Abrasives 
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key slots. According to the manu 
facturer, the device saves up to 
90", of labor costs in laying out and 
milling fixture base plates. ‘The 
temmed construction of the “S” 
fixture key requires a bored hole in 
place of the standard fixture key 
lot, thus eliminating the need for 
the usual milling operations and 
set-up Ihe mianufacturer states 
that the keys are interchangeable 
ind complete with self-contained 
locking device 

Jergens Tool Specialty Co., Cleve 
land 


Valves 


Gate Type, 
Cylindrical Design 


Available in sizes from } through 
+-in., a new line of standard bronze 
gate valves featuring a new cylin 
drical design has been introduced 

Ihe new 125 lb valves for steam 
water, oil or gas are available in 
screwed, solder joint and brazing 
ocket ends with pistolgnp hand 


wheel, and impregnated _plasti 
DRIVE FOR DOLLARS | 


packing material 


WITH WHITNEY CHAIN Kennedy Valve Mfg. Co., Elmira, 


N. } 


The smart Distributor teams with Whit- 
ney Chain on a successful drive for 
sales and profits. Here's why: a com- 
plete premium quality line — tops in 
the high profit margin group — sales 
opportunities in every plant — na- 
tionally advertised — exclusive fea- 
tures — single source of supply — 
strategically located warehouses — 
skilled specialists for all drive prob- 
lems —- field engineering assistance 
for service and sales — catalogs that 


sell all customers. 


WHITNEY 1S THE DISTRIBUTOR'S 
BEST SALESMAN Pump 


For Use With 
Hydraulic Rams 


\ lightweight, gasoline-operated 


New Whitney + packaging 
incivdes plastic enclosed dis hvdrauly pump 8s now available for 


eusembied chain parts fer easy ‘ - ™ ‘+’ yy’ : 
chain anembly, handling end : } | “ { j use with the manufacturer's single or 
ports ieventery Another | i i j i two-wa' Simpl x ‘Re Mo | ro} 


exclusive Whitney service! 


CHAIN COMPANY ™ hydraulic rams With a displace 
239 HAMILTON STREET + HARTFORD 2, CONN, ment of 30 cu. in. of oil per minute 


the power pump Is « laimed to raise 
) ram five times faster than a hand 


ROLLER CHAIN © SILENT CHAIN © CONVEYOR CHAIN © SPROCKETS © FLEXIBLE COUPLINGS 
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THE U.S. GASKET - BELMONT PACKING 


SQUARE 
DISTRIBUTOR PROGRAM 


© NATIONWIDE FIELD FORCE. Devoted exclusively to Dis- 
tributor Sales Promotion, factory training salesmen, tech 
nical assistance. (Above are principal territory managers.) 


OM rimont 


© MOST WANTED LINE. Eleven Profit Leaders — 
most compiete, modern line of Mechanical Pack- 
ings and TEFLON Specicities. 


co ex 


© POWERFUL NATIONAL ADVERTISING. tase Gite 6 ol: 


lion messages annually. Many thousands of inquiry 


DISTRIBUTOR TIE-IN MATERIAL. Attractive, informative, 
complete literature. Direct Mailing campoigns, enclosures, 


referrals. etc., Travelling Exhibits 


Consider joining the already large and fast growing U. 8. Gasket-Belmont 
Packing Distributor Organization. 
Write Harry Stott —General Sales Mgr., Box 648, Camden 1, New Jersey 


U.S.GASKET: BELMONT PACKING 


)MPLETE LINE ECHAWN {| PACKINGS FFERED IN 
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MORGAN 


WHEN YOU SELL 
MORGAN VISES 
YOU SMOOTH YOUR SALES PATH 


@ You'll like to sell MORGAN VISES be- 
cause everything is in your favor. There 
are no sales obstacies. You very ably 
take sare of your customers’ needs. For 
exomple, here are four reasons why 
MORGAN as a supply source is advan- 
tageous to you. 


1~You sell quality thet identifies you 
as a dependable source 

2~—You ore in position te furnish the 
correct vise for all needs 


3~You get fast service and full coop- 

eration 
4~—You sell vises thet are uncondition- 

ally guaranteed. 
@ Each vise shipped is pocked in a strong 
fibreboard carter. to prevent damage in 
transit 

Write for the 
MORGAN Distributor Plan 


Ask for details regarding 
our FREE display stand. 


We uree users to buy thru their local distributor 


MORGAN VISE CO. 


108-112 N. Jefferson St. 
! Chicago 6, Illinois 


pump with a 6 cim. displacement 

Known as the 798 GM, the unit 
has a 14 hp. gasoline engine provid 
ing continuous operating pressure of 
5,000 psi. and intermittent pressure 
up to 10,000 psi. It can be used on 
rams to lift and lower machinery 
align beams, straighten buckets and 
forms, prestress concrete, and ha 
other applications in the industrial 
and construction fields 

Templeton, Kenly & Co., 
view, Tl. 


Broad 


cepa ton 


“Mi 
inhi 


’ 


: 
hh 
toe 


Unit For 
Commercial Use 


Maximum quietness and economy 
is claimed for the belt-driven “Man 
Cooler” fan. Available in 30 and 24 


10,500 cfm., says the nianufacturer 
Solid bases are provided on pedestal 
types for floor or counter position 


are also available, Motor and shaft 
for blades are ball bearing, and single 
or two-speed motors are available 

Chelsea Fan & Blower Co., 
Plainfield, N. ]. 


Brazing Flux 


Paste-Type Product For 
High Temperature Use 


A new paste type flux for high 
temperature brazing of stainless and 
other high alloy steels is now avail 
able. Called “Nicrobraz Flux,” the 
product is a smooth, creamy paste 





that cleans and promotes wetting of 
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in. fan sizes, it can move up to 


ing, while ceiling or wall mountings | 


Ga&akK 


GRATON & KNIGHT 


WORCESTER Ma 


SPECtPrY... 





oe. - tory Distributors Send for catalog 


L. B. ALLEN CO., Inc. 
6731 BRYN MAWR AVE, Chicage 31, il. 








surfaces to be joined, and helps dis 


solve oxides during brazing action 


according to the manufacturer 


g 
It has a 
1,200 deg. | 


melting below 


pot 
ind is recommended 
for brazing applications involving 
1.600 


thinned by 


between and 
It can be 


Tia 


temperatures 
2,200 deg. | 
adding water. It be applied 
by spreading, brushing, dipping, or 
by any mechanized method 

It 1s specifically designed for use 
with Nicrobraz-type brazing alloys 
in high temperature operations for 
joining high chromium alloys and 
stainless steel 

Stainless Processing Div., 
Colmonoy Corp., Detroit 


Wall 


Rams 


Redesigned Unit 
Takes High Pressures 


models of its “Power-T'win 


New 


center hole rams incorporate new 


NO cA su DAMAGE 
4 


at fee ctl GC aee tet 


- to HAMILTON ——~ 
Revelation 
SUCTION 
HOSE 


... because it s 


CORD INSERTED 


a. ¢ 4 . 
. REGAINS UNDAMAGED SHAPE 





.. CRUSHED BY TRUCK TRAFFIC 








Weather and wear-resistant cor 


No wire is used in the carcass of 
rugated cover over the multi-ply 


Hamilton REVELATION Su 
tion Hose. Specially-treated, hard 
twisted cord and multi-ply heavy 
duck insure recovery to original 
shape and prevent conventional 
failure due to crushing abuse. 


CATCASS wovides a smooth-bore 
suction 

struction 
sizes from |" to 3° I.D 
Jobber for details, or 


our literature. 
yes, REVELATION SUCTION 
HOSE is designed to meet specific needs, 
just as are the other 22 industrial hoses 
listed below. Write us today for further 
information, literature No 


ose for mining or con 


work in six popula 


Ask your 


send for 


and prices 


obligation, of course 








CREAMERY ROAD BUILDERS 
DREDGING SLEEVES ROCK WOOL 

FRE SAND BLAST 

FUEL LINE SPRAY 

PAINT SPRAY STEAM 

PLASTIC HOSE & PIPE SUCTION, WIREANSERTED 


TANK TRUCK 
VACUUM 

VARI PURPOSE 
WATER DISCHARGE 
WELDING 

WIRE BRAIDED 











Be sure...use Hamilton... Always dependabie! 


HAMILTON RUBBER 


MANUFACTURING CORPORATION 
1) Executive Office and Factories, 1017 Meade $t., Trenton, NM. J. 


riaes OF 
wevus te 
mpuerey * ATLANTA 

CHICAGO * CLEVELAND * HOUSTON * PITTSBURGH 


INDIANAPOLIS * LOS ANGELES * NEW YORK * SAN FRANCISCO 
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now 4-9 WILTOM MACHINISTS VISE o” WILTON MACHINISTS Vise 


“MY, HOW YOU'VE GROWN!” 


Wilton Machinists’ Vises have grown measurably in size and 
value! The throat depths have been increased, the maximum jaw 
openings are the largest made, the steel jaw inserts are wider and 
deeper, and the new swivels have 360 rotation. with double lock 
nuts. What's more, the new Wilton vise, made of super-strong 
malleable alloy castings, is as heavy as many ordinary vises 
made of grey iron. The new Wilton’s are easier and more profit- 
able to sell, too, because they give your customers all these ad- 
vantages at no extra cost! 
UNCONDITIONAL FIVE YEAR GUARANTEE! 


WILTON TOOL MFG. co, INC. 


Schiller Park, iMinois 
Sold * looting Distributors The World Over 
ATTACH THIS AD TO LETTERHEAD FOR NEW 1956 CATALOG! 











Have your pick of 7,000-—that's 


Sfosly OFF seven thousend’’—sizes 
RIGHT OFF THE SHELF! And 
thet’s not all. We con or 8 


stockroom 


for 
stainless 
fastenings 


Write, wire, or phone for your Sa 
copy of the new STAR catalog. Sten save, 


yOC Svan sTaintess scarwco. 


_ 45 Union Bivd., Petersen 2, 6. J. + ‘phone: Little Polls 4-2300 
(CRED Direct N.Y. ‘phone: Wisconsin 7-9041; Philadelphia: ENterprise 623! 
MANUFACTURERS’ REPRESENTATIVES: A Few Chotee Torriterios Open, inqsirien invites 
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features which the manufacturer 
claims yield faster operation and 
greater strength. The ram body has 
been reinforced with ribs, and solid 
construction between the cylinders 
adds strength. The frame bracket is 
now heavier and lower for more 
flexibility in mounting. The spring 
mechanism and piston seals have 
been redesigned 

Owatonna Tool Co., Owatonna, 


Viinn 


Hoist 
Unit Operates 
In Tight Quarters 


\ new } ton lever hoist using only 
1 one-third arc movement for oper 
ation has been announced by the 
manufacturer This feature is 
claimed to make the hoist workable 
in tight or limited quarters. Further 
a special-type ratchet with two 
ratchet levers in constant contact 
with the ratchet wheel is said to 
keep the wheel under contro} at all 
times and prevents slipping 

Designed for angular, horizontal 
or vertical lifting, the hoist is port 
ible and has applications in con 
struction, automotive, and manu 
facturing industries 

T'hern Machine Co., Winona 
Minn 








Here’s a red-hot sales lead for you! 


Take your customers out of this picture with snow-melting systems 
installed with Spang Steel Pips 


Don't let your customers get stuck like this next January SAFER MORE PROFITABLE It top the « 
Sell them on savings and safety with a snow-melting in falls and the chances of accidents from straining or 
stallation using Spanc ( W Steel Pipe You benefit exertion by snow removal personnel It builds goo 
because you make the sale. Your customers benefit for a umong employes tenants and customer Phere 


number of reasons like these me is usual regardless of weather 


CUTS COSTS... SAVES TIME. A Spane Steel Pipe START SELLING NOW! Chis is the best time « 
snow-melting system fed by a small hot water boiler, is install snow-melting tem und top-quality 
easily installed by means of a network of Spanc Steel Steel Pipe i our best choiee { material. Thi 
Pipes under sidewalks or road paving It requires prac controlled product will give y« of excellent 
tically no maintenance, melts snow at the rate of one anv snow-melting installation 
inch per hour, and eliminates the ¢ xpense of salt and Your town is full of good prospect o plan 
chemicals, snow-removal equipment and manual labor campaign today! Your near! ANG Distributor 


Walks, drives, loading docks are kept open all year around to be of service to you. The next move is up 


P. S.—-If you want more information, SPANG-CHALFANT 


write us tor a tree c« , ? 
copy of the booklet DIVISION OF THE NATIONAL SUPPLY COMPANY 
Stee! I Sno . Sveleme 
teel | ipe onow Me lting ystem Generel Saies Office: Two Gotewoy Contes, Pittsburgh 
Pa. Dietrict Sates OP cee Atlenta, Bostor etrot Mowdlor 
Los Angeles, New York Phledeiptic, Pittehurgh, H. Lows 


INDUSTRIAL DISTRIBUTION © AUGUST, 1956 

















jm 
“a4 


Heres a Suggestion Var 


YOUR CUSTOMERS WILL APPRECIATE... 



































Postiv-Lok tooling reduces costs as much as 25% 
or more by eliminating the integral taper shank 
from large end mills and putting it on a holder. 
The Postiv-Lok holder soon more than pays for 
itself through cost savings on end mills. The 
Postiv-Lok design also assures reduced set-up 
and change-over time on a machine when pro- 
duction requires switching from one end mill 
to another. 


The versatility of application, found only in 
Postiv-Lok tooling, also saves much time, work 
and cost when changing a machine from one 
type of tool to another. For, a machine equipped 
with a Postiv-Lok holder is quickly and easily 
converted from milling to drilling, reaming or 
other operations. Postiv-Lok adaptors for various 
tools assure easy insertion and removal from 
holder with a minimum of machine down-time. 


The standard line of Putnam Postiv-lok end 
mills will in most instances provide a tool that 
exactly meets your customers’ cutting require- 
ments. However, we will manufecture to your 
customers’ exact specifications special Postiv-Lok 
cutting tools. 
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Liquid Neoprene 


Synthetic Will Have 
New Applications 


Neoprene, the rubber synthetic, 
is being produced in liquid form for 
brushing or spraying on structural 
steel shapes, pipes, and irregular 
areas 

According to the manufacturer, 
the Du Pont synthetic can be used 
in the painting of air conditioning 
equipment, louvers and cooling 
towers, food equipment, concrete 
foundations, canvas truck roofs, re 
pairing of canvas belting and rubber 
hose, ete 

It is being made available in 
black, red, light gray, and aluminum 
colors 

Wilbur & Williams Co., Boston, 
Mass 


Hose 
Air Hose Is 
Lightweight 


The manufacturer announces a 
new, lightweight, low-priced air hos« 
tradenamed “Duraprene.” Re 
ported to be a good quality, general 
utility hose, the product had red 
cover and black tube, both claimed 
to be oil-resistant. It is reinforced 
with two plies of high tensile 
braided rayon cord 

It is made with inside diameters 





of 4, ye, and @ in. for 200 Ib. work 
ing pressure, and 4, § and j in. for 
150 Ib. working pressure 

Acme Rubber Mfg. Co., Trenton 
N.] 


; They're accurate, sale, dependable 
.precision and fast! Skinner makes them from 
6” to 24” with forged steel bodies, 
an d power fo i and with 2 and/or 3 adjustable, 
non-adjustable or serrated jaws. 
h / g h p ro fe UC fion Power chuck also available in 2. 


and 3-jaw compensating models 
for holding rough castings and 
forgings between centers. Skinner 
carries a full line of standard soft blank top jaws. Double-acting 
rotating air cylinders are available for all Skinner power chucks, 


Write for free catalog on Skinner power and manually operated chucks 


and accessories, and for free showings of film “Chucks and Their Uses”, 


ae ™« SKINNER 


CHUCK COMPANY 
All 205 Edgewood Ave., New Britain, Conn. 


THE CREST OF QUAL 


Pipe Threader 
Ratchet Tool Has WH 
Quick Die Change 


Small ratchet pipe threaders have 
been modified by the manufacturer 
for improved ippearance and added 
utility. Dies and handle of the 


threader have been finished in a 
rifle-barrel rust resistant finish, and money's worth when 


a red ball end has been added to the you buy precision 


, — ." 
handle. The manufacturer claims in . ss q\ screw machine prod 


You really get your 


stant die change for the tool—pull ucts made by you 


the pawl and the die drops out * os we sve 
Toledo Pipe Thre ding Mac hiinne e s - . 
Co., Toledo, O a dota oa 4 
a ae saa) CAP SCREWS « COUPLING BOLTS 


. 
o- **’ SET SCREWS «+ MILLED STUDS 


| know W.H.O.*' 


Scaffolds 


Aluminum Scotfelds our, specialty 


And Stages Are Light 


A newly restyled line of alumi 
num scaffolds and stages has been 
introduced by the manufacturer 
Cross rungs are locked into side rail 
by the firm's “Alflo” process, and 
clongated dimpled decking provides 
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A NEW 
-LUG-ALL 


2 TON 


CAPACITY 
20 FOOT CABLE 


THIS NEW LUG-ALL 


Because 

* IT FULS A LONG STANDING NEED (2 
TON CAPACITY, 20 FEET OF CABLE, 
LIGHTWEIGHT) 
COUNTLESS JOB APPLICATIONS 
GOOD REPEAT SALES—CUSTOMERS 
ARE COMING BACK FOR MORE 
RUGGED CONSTRUCTION—GUARAN. 
TEED FOR OME YEAR 
we SELLS FOR ONLY $49.50—YET OFFERS 

HIGH DISTRIBUTOR DISCOUNTS 


. 
” 
* 


OTHER LUG-ALL MODELS FROM % TON 
TO 1 TONS ARE AVAILABLE TO MAKE 
A COMPLETE LINE OF PORTABLE WINCH 
HOISTS. 

Special corrosion resistant, salt spray test- 
ed LUG-ALLs ovellable in oll capacities 
Because LUG-ALL Is The Best, It ls The Most 
imitated Winch Holst On The Market 
CAR DOOR PULLERS THAT OPEN DOORS 

IN A JIFFY ROUND OUT THE LINE 

WRITE TODAY FOR MORE INFORMATION 


THE LUG-ALL COMPAN 


. 
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a comfortable, slip-resistant flooring 
Red vinyl end caps serve as carrying | 


handles and end markers 

Ihe stages are made in two load 
capacities 1,200 or 1,600 Ib 

R. D. Werner Co., New York 


May Be Quickly 
Installed 


A new die stop is said to be priced 
low enough to make it impractical 
for shops to custom-make their own 
die stops. According to the manu 
facturer, the parting die stop can be 
quickly installed on any die, and is 
adjustable two ways for any parting 
die operation 

It is installed 
screw hole plus two dowel holes on 
the back rail of the die, screwing 
the die stop in position, and anchor 
ing it with dowel pins to hold it 


by drilling on 
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A Sales Repeater because it’s 
DEPENDABLE 
EFFICIENT 
ECONOMICAL 


You can depend on the selling power of 
RUBYFLUID, becouse it's the soldering flux 
that’s easy and dependable to use. EM 
ciently conditions metal for neat, strong 
Economical becouse RUBYFLUID 
costs less in the 
long run. Cus 
tomers like RUBY 
FLUID ss Flux 
liquid or 
keep 
bock for more 
Let RUBYFLUID 
make friends ond 
build business for 
you 
Remember 
RUBY'S Stainless 
Stee! Flux 
perfected for this 
application. Don’t 
take chances with 
substitutes 


unions 


poste 


coming 


wos 


Ruby Chemical Co 
76 S$. McDowell Street 
Columbus 8, Ohio 











\ 


SLITTING SHEAR 


A dependable tool from the 
dependable W. A. WHITNEY line. . . 


626 RACE ST 


rey 


rao 


REGIGTEREQ 


W. A. WHITNEY 


CHICAGO STEEL 


ast ing Hi asles 
Rsurpascet 


and be 
OA. Sheets 


@ See your jobber or write for 
our complete catalog 


W. A. WHITNEY MFG. CO. 


ROCKFORD, ILL 





7 








leh’ am (emmel—) @r- lle) al > meme 


8 facts guaranteed to increase 
sales volume and maintain 
customer satisfaction 


1. SINGLE-SOURCE LINE: Offer your customers 
the only, cngiecomncy Rene ane Oe lime . .- 
that’s Weatherhead 


4 COMPLETE LINE: Point out 
e line . Ermeto® , SAE Ae tlare Feta LC 


SAE 45° Flare, Inverted 
align®, Pipe, Drain Cocks, Retule Hose i. Bulk 
Hose and Hose Assemblies. 
3. NEW day 6 Sone FINISH: Stress the 
closer coupling ange, Se the exclusive Weathercote 
finish and the SAE ring boss design incorporated 
in the new 7000 Ermeto fitting. 
4. NEW HOSE ENDS: Tell your customer about the 
ruqpeiness of the new clamp-type reusable hose end 
the market it serves . . ey and don't forget the 
regular standard reusable hose > as bulk 
hose, too, for all industrial applications. 
+ SWAGED HOSE SERVICE: Show your customer 
ow you can hel reduce downtime with your “Right- 
Now Swaged Hose Assembly Service. 
6. ENGINEERING HELP: Mention to your customer 
that there are skilled field and service engineers 
always at his service .. . supplied by Weatherhead. 
7. RESEARCH AND DEVELOPMENT: The fact 
that Weatherhead is constantiy expanding its line is 
important, too! Tell him about it . —- Lt ~4 
customer prepared to solve production ore 
they happen. 
8 LEADERSHIP: It’s easy to sell the prestige line 
. ».. the Weath line. Makes the job an en- 
thusiastic one for your salesmen, Results .. . satisfied, 
happy customers. 


YOUR ONLY COMPLETE SINGLE-SOURCE 
HOSE AND FITTINGS LINE 


.» with a 
CUSTOMER 








SEND FOR FULL DETAILS TODAY! 
The Weatherhead Co, fort Wayne Division 
Dept. 1-8, 128 West Washington, Fort Woyne, indiana 


in Caoneda: The Weatherhead Ce. tid. +. Themes, Ontarie 


Please send information on the Weatherhead [ butorship Plen 


pisTeisauToE 
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Need SPEEDY delivery? 


Try 
UNIVERSAL 


for your 
ALL METAL HOSE 
requirements 


Write tor Industrial Vistributor bulletin 1ID-3 





Quality... ALL METAL FLEXIBLE HOSE PRODUCTS | 






UNIVERSAL METAL HOSE CO. 


2163 Seuth Kedzie Avenue Chicege 23, iMinois 
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NEVER BEFORE 
A LIGHT 
LIKE THIS! 


NEW 


FOSTORIA — 


20th Anniversary 


LOCALITES 
















for Machine Tools, 
Assembly, inspection 
MODEL 66-BP-701 
$263 


Eech 








Direct Light | . Le 4 
—— 4 List $10.15 ec 
abs SENSATIONAL NEW FLEXIBILITY 


NEW Universe! Arm Joints — Bend 135°. Large 
frictional triple disc bearing surface. Smooth, easy 
movement, Instantly adjustable by hand to direct 
light exactly as needed 

NEW Coller Disc Joints Rotate 180°. Combina 
tion of 145° bend joints and 180° rotating joint 
goovides amazing articulation for positioning re 
ector 

NEW Reflector Parobolic design with 6'4” ori 
fee, Accommodates 100 watt A-21 lamp. Available 
with lens 

NEW Base Universal for horizontal or vertical 
mounting. Outlet box base optional 

NEW Wirt Heavy duty Levolier Socket in 
terior in high impact plastic shell with Velumord 
lamp seal. 8 fc. SPT.2 18/2 heavy duty plastic rip 
cord with molded plug 

NEW Finish —Semi. gloss Visca Green baked ename! 
Reflector interior, high temperature White 


Also 
Available 
with 
one 
on 


WRITE for Complete 
Catalog of Localite 
models for every 


iedustrial use 


THE FOSTORIA PRESSED STERL 
CORPORATION * Ffesteria, Obie 


Locatiues ave avadable through 
us hbolesalers everywhere 
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steady. The square shaft prevents 
rotation while fine adjustments ar 
being made. The die stop is made 
of steel and is rust-proof plated, and 
can be transferred from one die to 
another. A spring absorbs cutting 
how k 

Keystone Engineering & Mfg 
Co., Des Moines, la 





Pumps 
Units for 
Condensate Return 


\ new series of condensate return 
pumping units for both closed low 
pressure steam heating systems o1 
process equipment, and for boiler 
feed condensate return has been in 
troduced by the company. Single 
ind duplex units are available 

The straight condensate return 
units receive and automatically re 
turn to the boiler, the condensate 
from various types of low pressure 
team heating systems and process 
equipment Used in closed system 
ivs the manufacturer, the unit 
turns water before it has lost heat 

I'he boiler feet condensate return 
ystem automatically blends raw 
make-up water with hot return con 
densate which is injected into the 
boiler to maintain water line at an 
even rate 

Goulds Pumps, Inc., Seneca Fall 


N.} 


Punches 
Clip Punch Fastens 
Sheet Metal Seams 


\ new clip punch, no. 8C, has 
been put on the market for use in 
the sheet metal industry. It is used 


t form the clip to fasten sheet 








Important Announcement 





NM JULY 1ST. 1956. the Horton Chuck Division, Windsor 
Locks, Connecticut, became an operating Division of Greenfield 
Tap and Die Corporation, Greenfield, Massachusetts. 

This step marks an important development in the history of 
these two companies, universally accepted as leaders in their 
respective fields. 

“Greenfield” with its Ampco, Geometric and now Horton 
Divisions can offer to the metalworking industry the finest com- 
plete line of cutting tools and work holding devices obtainable. 

The sales and distributor organizations of both Greenfield 
and Horton will continue to provide the excellent service 
which has been a hallmark in their years of continued growth 
and progress. 

We take this opportunity to express our thanks to customers 
and friends of both companies for their fine acceptance 
and use of our products, and we pledge that the service 
and quality of which we are justly proud will continue to merit 
your patronage. 


“@- Hem, ge Ry 


Greentield Tat 


HORTON CHUCK DIVISION 


WINDSOR LOCKS, CONN. 
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for permanent high 
pressure installations 


More and more socket-weld 
cou are being used. 
makes every type 
of coupling required in- 
dustry. Now you can 
all your coupling require- 
ments from one source. 
Socket Weld Couplings and 
Caps are available prompt- 
ly from stock — 


for 

EXTRA PROFIT 
order all your 

coupling requirements from 


fil 


MFG. & SUPPLY CO. 

















COLUMBUS, OHIO - 





COUPLINGS — NIPPLES — UNIONS — RADIANT 
WEAT FITTINGS — FURNACE COILS — 


| 


work | TT 
entilat 


netal seams for duct 
onditioning, heating, and 


ng work, According to the manu 
facturer, work done with this tool 
requires no second harnrne ig 
down” operation 

Weight of the tool | ight 
pounds, and overall length 154 in 
Its capacity is three thicknesses of 


no. 20 gage steel 
sf A. Whitnes 
ford, Ill 


\ife ( 0) ho l 











Vacuum Cleaner 


New Model Is 
Heavy Duty 


A new heavy-duty mobile typ 


cl iti 


the manuta 


of industrial vacuum 


been introduced by 


“Clements-Ca 


turer. Called the 
lac Model 14.” the new unit 
designed for both wet and di 


pickup 
According to the manufactures 


the cleaner embodies several 
features among them a two-speed 
motor for high and low speeds, and 
iT 


bk Wilf 


new 


coupling 


for 


» simplified hose 


cleaner is convertible 


THE MOST COMPLETE SOURCE 


SCREWS 


BOLTS NUTS 
WASHERS 


RIVETS ~ FASTENING DEVICES 


yp 
v4 

y, SPECIALS | 
MANUFACTURED 
TO BLUEPRINT | 


SPECIFICATIONS | 
cpsnennsinll 


Stainless 


SCREW & BOLT CORP. 


} €HURCH rreerT NEW YORK 7 MN. Y 






I 7, 22 Lig2 
AUTOMATIC EMERGENCY LIGHT 


Model 
2ATW 


~ 





it's the most COMPLETELY DEPENDABLE emer 
gency light ever built! When regulor lights 
fail this new Big Beam turns on instantly 

provides hours of illumination. The battery 
is charged to capacity of all times by on en 
closed trickle charger. Your customers deserve 
Big Beam quality ond dependability 


“fr by 7P) 

i G4 a ZZ 
PORTABLE ELECTRIC HAND LAMPS 

Medel 166 
This sealed beam model is one 
of many types of Big Beom 
portable electric hand lamps 
used in thovsends of plonts 
cfd worehouses throughou! 
couniry, Leorn more abovt 
complete Big Beam line 

@® Write for Literature Today 

in Canada: Bernard Merks & Co., Ltd. 

70 Clerement $t., Torente 3, Onteric 
U-C LITE MANUFACTURING CO. 


coge 22 





the 
the 





West Hubberd 51. Ch now 





1032 












WELL SUPPLIES — STEEL PIPE FITTINGS 


= | operations and its power unit can 
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LAMSON 


“ NOW do you believe me — 





Insist on the new 


a 


* 





cases 
stack easier!" | 


PACKAGING 


The New Lamson STACK-PAK Saves Money, Time and 
Packaging Trouble for Distributors and Their Customers 


Let's face it. Industrial Distributors are in business for 
just one main reason: to make a profit! And the bigger 
the profit the better. 

But somewhere between the buying price and selling 
price of all products (bolts, for instance) that profit- 
eating dragon “overhead” raises its ugly head. Han- 
dling, shipping, storing, repacking, taking inventory 
all cost money. 

Lamson STACK-PAK packaging is designed to save you 
money on these overhead costs. 

STACK-PAK cases have been standardized into three 
basic sizes, each designed to stack and palletize evenly 
and safely with every other size. They're made of 200 Ib. 
test corrugated board, super-strong, yet light. This 
saves on shipping as well as handling costs. 

Quantities of contents have been adjusted to approxi- 
mate the average sales expectancy, so there's no need 


ae 





Cx 


1971 West 85th Street - 
- - PLANTS AT CLEVELAND AND KENT, OHIO - 


to over-order w get what you want. This cuts down 
inventory investment. 

Lamson & Sessions STACK-PAK cartons have also been 
standardized—to 13 basic sizes that fit exactly into the 
cases. They are made of SOLID KRAFT TUFBORD® 
for extra strength, are glued, and labels are imprinted 
directly on the boxes so they can't come off. All cartons 
are varnished to resist smudging and weigh a maximum 
of 20 Ibs. for easy handling by one man. 


The progressive distributor will 
readily see how Lamson STACK- 
PAK packaging can save him 
time, trouble and money in many 
ways and improve his service to 
customers as well. 

Yes, wo give that profit figure a 
boost, always insist on Lamson 
products in STACK-PAK packages! 


oy. ~. Jc LAMSON & SESSIONS (, 


Cleveland 2, Ohio 
BIRMINGHAM - 


CHICAGO 
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also be demounted for use as a port 

able blower-suction cleaner, it is 

aid. Attachments are available 
Clements Mfg. Co., Chicago 


{) “The sign of @ GOOD Hose Clamp” 


— 


Toggle Clamp 


New Model Is 
Air Operated 


Dept. U, 321 North Justine Street, Chicago 7, Illinois 


Known as “Camp-omatic,” a new 
air-operated toggle clamp is claimed 
by the manufacturer to be a more 


HOSE COMES TO LIFE WITH 
PUNCH-LOK HOSE CLAMPS! 


rugged, more compact unit. Desig 
nated model 810, the device is avail 
able in two styles: model 810-U with 
U-bar for vertical and lateral adjust 
ment of pressure spindle (pictured), 
and model 810-S with solid bar and 
bolt retainer. Several types of ad 
justment spindle are available 

Features of the clamps include 
hardened bushings on pivot points 
and cylinder mounting base, chrome 
plated cylinder plunger, and cyl 
inder restrictor fittings for cushioned 
clamping action. 

Detroit Stamping Co., Detroit 





f 


Punch-Lok Hose ( lamps.” 


your customers that Extra value 
they look to you to supply 
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Belt Grinder 
Conveyor Device 
Surfaces Two Sides 


A new wetordry belt grinder 
features a dual conveyor arrange 
ment with a turnover hopper device 
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“WE HAVE SOLD WISS SNIPS 
MANY YEARS BECAUSE THEY 
HAVE THE BEST ACCEPTANCE 
BY THE TRADE” 


Mr. Otto Hart, President of Hart Industrial Supply Co., 


Oklahoma City, Okla., gives one good reason why his firm 





prefers Wiss Metal Cutting Snips. There are several reasons 


why they are the choice of professional workers everywhere — 











why they sell better, with fewer returns. Wiss snips are produced largely by the handwork of 


skilled workers. Each pair is rigidly tested and guaranteed perfect. Bolts are set precisely to 


reduce wear and to increase cutting power with the least effort. 





WISS METAL MASTER SNIPS: Compound action design delivers arnazing cutting 
power. These 10” snips cut with about one-half the effort required for standard 
1244” snips. One edge serrated to prevent slipping. M-1 (cuts left) and M-2 (cuts 
right) are designed to et the most intricate scrolls and circles. M-3 is for shallow 
ares and straight cutting. M-5 Bulldog Heavy Duty snips are tops for notching, 
nibbling and cutting shallow ares in sheet metal as heavy as 16 gauge 


WISS INLAID SNIPS 


High carbon crucible steel 
welded to a hot drop-forged 
frame provides that extra serv 
ice demanded by professional 
users everywhere. Six Straight 
Cutting sizes from 1144" to 17”, 
including Bulldog Snips for 
notching. Three Combination* 
Cutting sizes, 124%", 194%” and 
14” 





WISS SOLID STEEL SNIPS 


For those whose requirements 
are less specialized than the 
professional user. Hot drop- 
forged of fine carbon steel, they 
meet or exceed government 
specifications. Four straight 
cutting sizes, 8” to 12%". Four 
Combination* Cutting sizes, 7”, 
10”, 13” and 16” Bulldog Snips 
for notching 

*Made with straight blades, but 
ground and shaped #0 they readily 


cut curves and irregular shapes a« 
well as straight 








NEW HANDLE GRIPS IN 

BRIGHT IDENTIFYING COLORS! 

Famous Wiss Metal-Master snips are now 
available with vinyl plastic grips — tough 
resilient, long-wearing, acid and grease re 
sistant. For instant identification by the 
worker, M-1R is fitted with bright red han 
dies; M-2R with green handles; M-3R with 


yellow handles 


WISS the Winner in 
laboratory tests! 


In grueling tests made by an independent 
laboratory, Wiss Metal-Master, inlaid and 
solid steel snips out-performed other leading 
brands. Wiss snips in each category proved 
to cut cleanly with less effort required, The 
tests were so severe that some competing 
brands were damaged — cracked at bolt 
handle bent out of shape. This is conclusive 
unbiased proof that Wiss snips are the finest 
and most satisfactory available to metal 
workers. The laboratory report stated 
“Wiss inlaid straight cut snips showed far 
superior cutting qualities than the other 
shears tested and should be listed in a sepa 
rate class from the solid steel snips.” 





~~ 






J. WISS & SONS CO., 
NEWARK 7, WHEW JERSEY 


World's Largest Manufacturer of Shears, Scissors, Pinking Shears, Metal Cutting Snips and Carden Shears 
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WOOD'S SONS CO. 
CHAMBERSBURG — PENNA. 


T. 
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It is designed to grind both sides of 

ferrou ind non-ferrous metal 
plastics, glass, ceramics, and other 
materials in a single automatic cyck 
Parts are carried under the upper 
grinding head on an abrasive con 
veyor belt and automatically turned 
over im a gravity feed hopper The 
lower conveyor belt carries them 
under the second head for grinding 
the reverse side. Size of the abrasive 
belts is 10x92 in. and belt speed ! 
10 sfpm. Machine is 102 in. long 


42 in. wide, and 85 in. high, and 


| 
equipped with a 74 hp dri 
Engelbure Huller Co., Syracuse 


N. } 


Cleaner 
Spray Products In 
Aerosol Container 


\ new spray cleaner and d 


egreasel 
has been imtroduced for engines 
fans, floors, and other surfaces soiled 
by grease or oil. In an aerosol con 
tainer, the product can be evenly 
ipplied and the surface rinsed with 
water according to the manufa 
turer 


Krylon, Inc., Norristown, Pa 


Reamers 
Now Hove 
“T-Handle” Leverage 


The manufacturer's new no. 39 
reamers have a ¥ in. hole in th 
hank where a screwdriver or pine 
mav be inserted for leverage on 
extra-heavy work. For reaming m 


plasti _wood, or non-ferrous metal 





oetan:2 
ELECTRIC HAND TOOLS 


THAT DO A MAN-SIZED JOB 
--- that aman can appreciate 


IT’S EASY TO USE THE LOW-PRESSURE APPROACH. 
Show your customers this dependable line of Swiss pre- 
cision-made *LESTO portable electric power tools and 
indirect high pressure is automatically present the moment 
your prospect hears the story, sees how these electric hand 
tools perform. 


When your customer holds one of these Swiss electric 
tools in his hand; he'll thrill to its power . . . he'll know 
it’s a tool he can depend on — for year round working 
pleasure. Chances are, you'll “clinch” the sale with little 
effort and have a satisfied, steady customer for a long 
time to come. 


SWISS QUALITY — known around the world for precision workmanship . . . dependable, long-lasting performance 


*Patented by Scintilla Ltd., Switzerland 


All purpose—vuse os o rip, crosscut, 
coping, keyhole, bond, scroll or jig 
sow. Twenty different blodes to 
, choose from for almost every 
> type of specialized job. it's fast 
in action, light in weight. Effortless, 
accurote, rapid cutting. Fine cut 
eliminates sanding. Makes inside 
holes without first drilling @ start- 
ing hole. Moving ports ore equip- 
ped with 8 bal! and roller beorings 
to reduce friction, increase machine 
life — assuring the finest belance, 
least vibration. Three models for 
cutting curves ond fancy shapes in 
herd and soft wood, formico, press 
boord, plastic, metal, abrasive 
materials, etc. 


} LESTO ELECTRIC HAND SAW 


LESTO ELECTRIC HAND NISBLER 
A special tool compactly constructed 
for cutting sheet iron and metals. 
Teol head con be turned in ony 
directior,, in a complete circle, with- 
ovt turning the housing—maoking it 
easy to use in hard-to-get-at places. 
Will not distort the moteriall Cuts 
up to 14 gouge. 


LESTO ELECTRIC HAND SHEARS 
Designed for all types of sheet 
metal werk, the compact hendy 
shape makes these shears an ideal 
tool for reaching hord-te-get-at 
places. Two models cut up to 12 
govge. 


LESTO ELECTRIC HAND DRILL 
For assembly line production, used for wood | 
ond metal working. Compact lightweight drill, 
easy to handle for the mechanic in the field 
Equipped with boll beerings. 


SERVICE 
c € AND PARTS 
a tf 2 AVAILABLE 


PRECISION MADE POWER TOOLS FOR UNSURPASSED PERFORMANCE 


FROM COAST 
TO COAST 


611 BROADWAY, NEW YORK 12, NEW YORK 
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Why envy the other 
guy’ success 7 


YOU can have your share of the 
big sales he enjoys. One good 
sales-booster is a complete line 
of WITT Cans and Pails 


WITT cans are the sure cure for 

low morale! Customers buy fast 
<ome back for more their 

satisfaction is guaranteed 


Know why WITT Cans outlast 
3 to 5 ordinary containers” 


They're. . 


«++ MOS FIT TIGHT—stey tight .. 


SPEEDY 1-TONM AIR PRESS 


Does the work of expen- 
sive presses! S-inch 
throat; Ram 0 to 43"; 
stroke %"; table 5° x 5". 
Operated by foot or 
fingertip controls, $85 


SPEEDY AIR RAM Me. 70 


Mounts in any position. 
Compact, extremely 
sturdy. Exerts gentle 
pressure to one ton 
thrust, 644" high, 5%" 
wide, $55.00 





. EXTRA RUGGEIO—with deep, rolling corrugations 
. CUSHIONED FOR WEAR—by structural stee! bands top and bottom 
. RESISTANT TO RUST—through het-dip golvanizing 


. WITHSTAND ROUGH HANDLING—heve strong, straight! sides 


. lock eders in—disease ov! 


When you stock WITT Cans, you're Sure to Succeed! 


THE WITT CORNICE COMPANY 
2111 Winchell Ave., Cincinnati 14, Ohio 


AIR VISE 


HIGH SPEED - POWERFUL GRIP 


New, improved model speeds up all repeat 
operations — milling, drilling, tapping, punch- 
ing, bending, riveting. Both hands left free to 
produce more! Light squeeze to 2250 pounds 
pressure! Extra thick jaws for attaching jigs. 
Jaws open to 3 inches; \6" to %" maximum 
travel. Complete with foot control. air hose 


and fittings .. $44.00 


Write for new Air Tool Catalog 


W. 8. BROWN CORP., 2657 N. NORMANDY AVE. CHICAGO 35, LL. 
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however, the tool's plastic handle 
provides adequate purchase for fast 
work, says the manufacturer 

The new reamers are available 
fixed in plastic handle or detachabk 
to fit the combination handle in the 
99 nut driver, 


and reamer kits 


firm's no screwdriver 
[hey supplement 
the 4 to 2 in. “Supereamers” added 
last veat 


Orchard Park, N. 


to the ling 


Xcelite, Inc.. 


Band Saw 
Mobile Unit Like 
Wheel Barrow 
Called the “Kalamobile,” a mobil 
band saw unit has been introduced 
for use in light construction or by 
electricians, welders and others using 
horizontal metal cutting band saw 
facilities 
Built on the wheel barrow prin 
ciple, the Kalamobile can be moved 
by one man. Collapsible handles 
are telescoped, and wheels are rub 
ber tired. The unit is available in 
two styles—model M6IOD (dry 
and M61OW (wet 


The chassis 





is available alone for mounting any Socket Set Screws 
610 model now in service Socket Key Kits “Sat-iok” Cap Screws 
Kalamazoo Tank & Silo Co., Ma 


chine Tool Div., Kalamazoo, Mich 


Socket Pipe Plugs 


Coating 


Compound Devised For P 
Galvanized Metal ; 

Socket Shoulder Screws 
According to the manufacturer, a e 


new metallic coating called “Metco” 


prevents paints, lacquer, enamel or 


other siccative coatings from peeling 
off surfaces of galvanized 


> 

metal ° 

. . Socket Cop Scréws 

Claimed to be colorless, non-in . - : 
. 


flammable, and odorless, the com 

pound can be applied by brush or ° 
Flat Head Socket Screw? 

cloth, or used as a bath in which to ae 

dip product to be coated 


Solfo Paint Mfg. Co., Trenton, 
N. ] 


COnTIMUOUS 
uC ROLLED 
THREAD 











Socket Screws 


Exclusively! 


Fasteners Can 
Be Shaped Cold 


Seven diameters of “Handle 


Bolts” in diameters of 4 to } in 


are now made of hot-rolled, cold 
drawn steel that can be shaped cold, 


according to the manufacturer 


Featuring a continuous N.C. rolled 
thread, the bolts are rust-proofed in 
a natural finish, and are 
in standard two and 


lengths 


available 


three foot 


aT One of the main reasons why so many distributors are do- 
Perfection Model Products, Chi P 9 


“a i ) ing a big job with Blue Devil Socket Screw Products is 
cago \ 


that it's an exciting line packed with new products that 


meet a real need. Only Blue Devil's got “Lenton” and 


“SAF-LOK™ and when a distributor can supply fasteners 


Actual crow-section die like these, he can go to town 
Power Tools 


How about you, Mr. Dis 
gree shows how cold tributor heard the details about the 
forming eof Bive Devil 


Socket heed insures unim- Blue Devil? Better write today! 
New Line of poired fiber continuity 
Heavy-Duty Units Seid Oniy Throvgh Authorized ir dtustrio! Distributors 
A new line of heavy-duty cabinet Carcsty Cocxer Consw Company 
model power tools has been intro 


8500 Nerth Avondale Avenue * Chicoge 31, Mlinois 


new look im 
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TYPE IND 
General Ventilating 


duced by the manufacturer. In 
luded in the line are a band saw 


Tyee OP3 belt and disc sander, jointer, produc 
tion lathe, and scroll saw 


Multiple Space Ventilation 
According to the manufacturer, 


Line incorporates protected 
belts, pulleys and motors, 
iccess for belt tensioning and 
I idjustments, and air circula 


Duro Metal Products Co. Chi 


; TYPE PLDX 
' °o Duct Booster 


“FoR DISTRIBUT IBUTORS 


EXPECT PROFITS 


Fittings 
Units Provide Quick 
Plug-In, Snap-Out 


Detachable coupict vhich iré 


TYPE PH and PHD Units lamed to provide quick, auto 
Penthouse nati plug im and nap-out oupl ng 
for air, oil or grease lines have been 
imnounced by the manufacturer 
\ “floating carricr’ is said to hold 
dog | position md absorb vibra 
thon Lhe coupling can he used 
ectly with recipro iting air tool 
vithout using lead hoses 


Foster Mfg. Co., St. Louis 
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NO HEAT LOSSES HERE! The vertical main steam line at left is insulated with 3 
manifold and branch mains ate if sted with 2” #8 Magnesia 


“Featherweight” 85% Magnesia Distributior 


{ KEM Hy-Temp and 2” of 


CUSTOMERS SAVE... SALES REPEAT 
WITH K&M HIGH-PRESSURE INSULATIONS 


K&M _ High-Pressure Insulations are designed for spe- 
cific applications to cut waste and save money. There is 
a K&M Insulation for every requirement—to give 
maximum insulation efficiency and to create EXTRA 


sales for you from SATISFIED customers. 


For efficiency to 1900°F. there’s K&M Hy-Temp 
Combination Insulation. It's made of diatomaceous 
silica, heat-resistant fillers and asbestos fiber, overlaid 


with K&M “Featherweight”, 85% Magnesia. Joints 


MERSREY G MATTIBO comin’ . snovdd + penusvivand D> 


a 


are staggered for the utmost in heating efliciency 


For eflicienc\ lo HOU F there ) K& M *“*beatherw ight , 
85%, Magnesia. Made of 85%, basic carbonate of mag 
nesia and asbestos fiber, “Featherweight” withstands 


moisture, vibration and frequent temperature changes 


Aim for extra sales. Carry famous, well-advertised 
K&M Insulations. Your customers know and trust 
them and you can offer a complete line, a specific insula- 


tion for each application. Write today for details, 
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To get the most coverage 
at lowest cost for an em- 
ployee benefits program, 
this Connecticut distrib- 


utor’s first step was to 


PLOTTING INSURANCE-PENSION to fit employees’ needs, Martin Manaly 


consulted individuals about their major interests 


Here he interviews Gene De Luca 


What Insurance Do They Want Most? 


“W' DIDN'T SIGN UP for group 
insurance until we were sure 
of what we could afford and what 
our people wanted,” says Martin 
Manaly, president of Martin Mill 
Supply, Stamford, Conn. By balanc 
ing the total outlay the firm and 
its employees could handle against 
various types of programs, he came 
up with one that suited both the 
pocketbook and employees’ specific 
needs—an plan 
with the stress on high protection 


msurance pension 


and cash value equity 


Young Firm 


Martin Mill Supply is fortunate 
from an insurance point of view 
It's a young company (the oldest of 
its nine employees is 39) so consider 
able insurance value could be bought 
To the majority of the 
have 


at low cost, 
staff, 
young children, family protection in 
case of death or disability is of first 
They are also anxious to 


who are married and 


importance 
build savings or borrowing power for 
the future, when they know growing 
families will present them with such 


166 


problems as the need for a new 


house or a child’s education. Pen 
sion benefits are an attractive pros 
pect too, but evervone’s retirement 


age is still a long way off 


Points of Plan 


Full participation im any insur 
ance plan was important to get 
maximum benefits dollar of 
premium, so Mr. Manaly evaluated 


per 


all this with considerable car 
After 
employees 
meetings, this plan resulted 
1. Life carrying both 
cash value for borrowing and 
death benefits of up to $16,000 
for the firm's oldest employee 
($29,233 for the 
paid for fifty-fifty by the com 
pany and employees; 
A life insurance annuity feature 
with benefits ranging from 
$51.00 to $200.00 monthly at 
at no extra cost in 


extensive interviews with 


and several company 


msurance 


youngest 


retirement, 
premiums; 
3. Disability 


ws. 
about 55% 


insurance paying 


of salary, with the 
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company furnishing about two 
the and 
employees one-third 

Hospitalization paid for 100% 
by the company (this part of 
the was already in 
force when the life 
ability insurance was taken up) 


thirds premium 


program 


and dis 


Employees Pay Half 


Cost of the life-and-annuity group 
insurance is $40 per month for each 
individual, if he takes the maximum 
insurance permitted, with $20 pay 
able by the company and $20 by the 
employee. The annual cost to eac h 
is somewhat less after tax deductions 
and dividend credits—in the com 
pany’s case, about $1,100 per year 
for all nine employees provided they 
take out the maximum insurance 

Disability insurance, which is 
through the Stamford 
Chamber of Commerce's “Group 
Weekly Indemnity Benefits Plan,” 
costs each employee 40 cents a week 
the 1% of the 
employee's weekly pay his is a 
local under which 


written 
and company 


private plan 





member firm ot the Stamford 
Chamber sign up together in a group 
ontract covering all full-time 


CHICAGO 
employees except those covered by 


another pri ate plan or an out-of ACE 


state compulsory disability law 
Blue Cross hospitalization is paid 
| ? : FFER 
for in full by the company at regular LOCKS o 
local group rate 


Each employee builds up equity Maximum 
steadily in his life insurance policy Protection 


An employee who is now 31, paying c 
. 5 our Custome 
out $240 a year in premiums de for ¥ 


ducted from his pay checks will own Profit 
a cash value of $10,570 in 20 years 
Protection 


doubling his investment. But to 

prevent promiscuous borrowing, Mr For You 
Manaly holds all policies and his 
permission must be obtained for 


cash-value loans 


Cut-away view of ACE Padlock showing double 
locking feature and 7-pin tumbler mechanism. 


Fair Bargain the Goal 


“Our plan is not designed as a 
giveaway,” says Mr. Manaly. “The 
benefits are liberal, but we expect 
our people to hold up their end by 
turning in the kind of work that 
justifies the cost And we hop 
they'll be staving with us 

\ previous bargain Mr. Manaly 
made with the staff has already paid 
off for them. Two years ago he told 
emplovees that. if all would sign 
up for $25 contributions to the 
hospital, deductible in payroll in 
stallments, he would meet the total 
cost of Blue Cr in the futur 
All signed up, and all now get 


a. Chicago Utility Locks Chicago ACE Padlocks 


Dependable Protection Exclusive Selling Features 


Chicago Cylinder Utility Locks Ace 7-pin tumbler locking mech 
can be furnished with single or anism « Hardened steel shackle 
double bitted keying for wood that locks both sides « Round 
and metal mounting. Can be keyway prevents insertion of 
keyed alike or alike in sets. Pol- fore ing tools « Duplu ate keys 
ished nickel finish available only from factory « 


Solid rust-proof cases 


COM CHICAGO -sopendasie name in locks for every need. 


An entire line, sensibly priced for good, steady sales and profits. 


Write for distributor details and Catalog No. 105 


CHICAGO LOCK CO. 


MRS. FLORENCI RIFFEOUT ha 2030 N. Racine Avenve + Chicago 14, Illinois 


five-year-old danght ' } fea 








ture of plan a n in 
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PROFITS RUBBLE 
GO UP AS GOES DOWN 


BELT-SAVER 
PULLEYS 


Both you and your customers 
can profit from Belt-Saver Pulleys. 

The exclusive cone and wing design prevents 
materials from lodging between pulley and belt. 
Sharp lumps and abrasives cannot damage the 
belt. Belt life is increased from 50% to 400% in 
installations conveying abrasive materials. 

Such savings produce greater profits for 
quarries, foundries, mines, sand and gravel plants, 
contracting companies, and others, and can pay off 
for you in steady sales and good will. 

In addition to Belt-Save re, Sprout-Waldron ynpany-financed coverage for ho 
offers a full line of sturdy, cast-iron pulleys for . 
transmission and conveyor use in a wide selection 
of sizes and types. Write for free bulletins contain- ; | mple VEC participatio 
ing full information about Sprout-Waldron pulleys. 





AL DE LUC sag three 
like ving 
t Cant m 


} rT 





ytalization 


program has met his exp 





M Manaly report These « 

SH] sprour-watvron / dats cued Vie eens 
3 LOGAN STREET, MUNCY, PA. Mrs. Florence Kipphut, clerk 
Gmnes S000 bookkeeper “With a five-vear-old 
laughter, an emergency fund is very 
important. I want to save for her 


ollege, too. I also like the disability 


insurance 
Gene De Luca, office manager— 
You can't match thi plan I also 


INDUSTRIAL like the provision for Martin to 

f hold onto the poli ies so we'll still 
BRUSHES AND BROOMS have them 20 or 30 years from now 

(hat wavy no one can fritter hi 

. equity away. You have to have a 
Best for All Industrial Needs ahiee buanien shat gue bones 

sale Most 


Management is always interested in equipment that gives them full Al De Luca, inside 


value for the money. This in turn makes your selling profitable pe ople aren't adequate ly imsured 


Your markets are in... | certainly wasn't before this—but 


Aviation @ Metal now I'll have a $25,000 equity some 


Working, Packing day. That’s the same thing as a 
ay Beng Fy om avings account. I have three chil 
o 

tile Mills @ Mines dren and the oldest will be ready for 
@ Dairies @ Hotels college in 12 years. Any way you 
rie npg hee look at it, we have a good deal.” 

©@ Alrports ¢@ 
Warehouses @ Pub- 


lic Buildings © etc PASTEL SLIDE RULES 


gy FS ne B Slide rules may be made in pastel 
distributor colors, says Chemical Week, McGrow- 
Hill publication. At any rote, one 
INDIANAPOLIS company is now selling yellow ones, 
on the theory that yellow blocks other 
BRUSH AND BROOM MANUFACTURING CO. reflected colors in the spectrum, mak 
CORNER BRUSH and BROOM STS Est. 1890 INDIANAPOLIS 7, IND ing scoles easier to read 
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The fifteen members of Worthington’s industrial Distributor Advisory Counci!. Seated from left to right: G. Cheston Carey 


Carey Machinery & Supply Co., in H. N. Crowder and Et 
Chairman 
right: Howard Webb, Webb Belting Co., inc 


W. Kuhnemen, H. N. Crowder Jr. Co.: fF. J. Whelan, Worthington 
S. A. Russell, J. Russell & Co.; George 8B. McClennen and P. J. McBride, Deita Equipment Co. Standing from teft to 
George Needham 


Jr., Biggs Purp & Supply in W. H. Wheeler, Worthington 


H. A. Tuck, Pittsburgh Gage & Supply Co M. |. Stray, Charies A. Templeton, in W. W. Oberjverge, Oberjverge Rubber 


Distributing Co.; D0. E. Tessendorf and J. €. Seibold, Worthington 


Meet Worthington’s 





Industrial Distributor Advisory Council 


In a meeting with far-reaching significance, 
eleven representatives of nine Industrial Dis 
tributors recently sat down with Worthington 
management to work out joint manufacturer- 
distributor problems 

“The purpose of the council,” according to 
Frank Whelan, Worthington Vice President, “is 
to plan ways to better serve our customers and 
to improve our joint share of available markets.” 

Consisting of nine policy-making executives 
from the Worthington Industria! Distributor 
organization, the advisory council will meet regu 
larly to discuss matters affecting the interests of 
both Worthington and its distributors. Each 
member will serve for three years 

The new council is another forward step in 
Worthington’s program for building a strong 
distributor team. Other ways that Worthington 
helps is the network of district and branch offices 


and warehouses which help distributors get 
faster deliveries, Worthington also lends special 
ized engineering and sales assistance, as well as 
providing complete direct mail programs and 
extensive national advertising 

When it 
comes to selling industry, Worthington looks 
first to the Industrial Distributor. And their a 

tions prove it! Worthington Corporation, Mechan 


Actions speak louder than words 


ical Power Transmission Sales Dept., Oil City 


Pa., and Merchandising Sales Dept., Harrison, N.J 


WORTHINGTON 


ee) 


ar 7 


THE FRANCHISE THAT WORKS FOR YOU 
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YOUR SALESMAN WILL 
LOVE US FOR THIS/ 


“INTERWOVEN’’ 
SELF-LUBRICATING PACKINGS! 


Your salesman knows, Mr. Dis- 
tributor, that a new addition to a 
product line offers him a fresh ap- 
proach to create interest among pros- 
pects and customers. It allows him 
to talk in terms his customers want 
to hear .. . better performance .. . 
lower operating costs. Palmetto In- 
terwoven, the most advanced ver- 
sion of a Self-Lubricating packing, 
gives your salesman the selling points 
he needs to convince his technically 
trained customer. 


LP they're Lubricant Impreg- 


nated — Before braiding every 
strand is separately impregnated 
with a special lubricant designed 
to the particular service require- 
ments, 


QP they're Internally as well as 


Externally braided Every 
strand passes diagonally through 
the entire cross section of the 
packing, internally locking each 
strand, 


No other packing offers this combina- 
tion of advantages. That's why Palmetto 
Interwoven is everybody's sweetheart. 
It gives your salesman the talking 
points he needs . . . Your engineer- 

customer, the quality 

he demands . . . you, 


PALIAETTS the new profitable 
fe business you're look- 
a ing for! 
” Write for details today! 


GREENE, TWEED & CO. 


Reassurance 
or 
Reassurance of a Salesman 


By Paul 
Michigan Representative, Rawlplug Co 


Birmingham 


T HAD BEEN A COLD RAINY WEEK. Covering the territory was difficult at 


that time of the year. As I drove through uninteresting country, there 
seemed little cheerful to think about and my mind kept turning to dis 
agreeable subjects—international fears, Middle East tension, atomic arms, 
and political squabbling. 

I tried to think of more pleasant things—sports, home, scenery, but condi 
tions had me in a bad mental rut. The car radio was no help. The 
favorite team could not win a game. The news was unfavorable 
was bad, sales hard to get. 

“What was that weather report—rain and colder? 
as I drove into that dingy town 300 miles from home 
bleak indeed. 

No friendly hotel clerk greeted this lonely salesman, but hurrah, there 
was a letter waiting, probably word from home. No, it was from the office 
“What are the prospects for more business? You are below quota for that 
territory.—Do something to step up your sales.” 

How much can a person take? “They can have their —— job, if they don't 
like the work I'm doing. I will send them a wire right now.” Whoa, 
hold up, relax and contemplate. So I considered the situation and 
observed things around me 


Business 


What an outlook 
Ihe world looked 


Here's a young couple, hand-in-hand strolling by, 
Happy, the rain and foul weather, they defy 

A boy with a dog, there’s a mother and child 

A car with teen agers, an old gent so mild, 

Each going on with the interest at hand, 

Not a sign of world tension they cannot withstand 


A stranger seeks shelter, says the weather's terrifx 
I find myself growing more and more pessimistic 

With that last ugly customer still on my mind 

I long for diversion, no matter what kind 

But here--Time for a call, yet today, there’s still. 
Decided, for better or worse, I'll make it I will 


“Smile and act happy, you're a salesman you know 
Though the body rebels and the spirits are low.” 

But my prospect responds. What's this he’s telling? 
“To make calls in weather like this, that’s selling.” 
I'm spreading good will, start an order toward fruition 
Stress quality and service under every condition 


As I contemplate further after that sale 

The grass seems so green now, air fresh to inhale 
But someone's complaining—“Nature’s all mixed up 
World topsy-turvy, the country now corrupt.” 

But, friend, | admonish—“The weather will clear, 


These problems we'll solve, if faced without fear.’ 


Now such an experience may happen to you 

When feeling so futile and gloomy and low, 

An act, word or thought will come just at that time 
To change your whole viewpoint, start you off prime 
So the next time conditions seem hard to endure 
Keep working, cheer others, you'll soon reassure 
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Good Demand Seen 
For Rest of Year 


Despite some soft spots, the out 
look for the rest of the vear is for 


good demand in most industries, 
according to the U.S. Commerce 


Department's mid-year survey. A 


prolonged steel strike could change 


the picture, however 

These are reports from the depart 
ment’s various industry divisions 

Iron and Steel—Steel operations 
at about 85% of capacity were 
expected for the second half before 
the strike started The industry 
operated at almost full capacity the 
first six months. Strong demand is 
predicted for structurals, plates and 
most tubular goods. Demand was 
dropping off somewhat from such 
large stec] users as the automotive 
appliance and farm equipment in 
dustries, and inventories of certain 
steel products had mounted sub 
stantially before the strike. If it con 
tinues, castings and forgings will b« 
in shorter supply than sheet, strip 
and bars. Nickel will remain in 
short supply 

Aluminum—Shipments were at a 
record level the first half. They are 
expec ted to decline this quarter and 
increase toward the end of the vear 
It should be a record year for the 
industry, at least 10% above 1955 


Less Copper Demand 


Copper—Copper consuming in 
dustries are not expected to con 
sume as much copper as in the first 
half. There will be less demand on 
brass mills from automotive and 
home building industries. Vacations 
should produce a seasonal dip in 
wire mill activity this quarter. Both 
brass and wire mills should pick up 
in the fourth quarter, and produc 
tion of mines, smelters and refin 
eries should be at a high level then 

Automotive—Before the _ steel 
strike a 6million automobile year 
was expected fourth best in the 
industry's history. Indications are 
that 1956 inventories will be normal 
for 1957 introductions Truck 


produc tion was expected to continue 
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It’s the nationally advertised Heil-Coil* Shop-pack — 
needed in every shop — wherever threads strip, wherever 
bolts break or freeze. With it, anyone can drill out old 
threads, re-tap, wind in new stainless steel threads — same 
size as original, but far stronger, more durable, and ab- 
solutely strip-proof and corrosion-proof! 

Shop-packs sell for as little as $18.50. Each contains the 
special tap needed, an inserting tool, and supply of 
Heil-Coil Screw Thread Inserts of one size. Shop-packs 
are available for any thread size from 6-32 to 114-6 NC [ 
and 6-40 to 42-20 NF series (also pipe thread sizes). 
You get extra discount, plus the backing 
of Heil-Coil national advertising and pro- 
motion, plus big portfolio of promotional 
aids, 

Distributors are being carefully chosen 
for each territory, so act fast if you want 
in. Send coupon or, better still, phone 
right now — Danbury, Conn. Pioneer 
3-0242 Extension 308 





*Reg. U.S. Pat. Of 
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| HELI-COIL CORPORATION 
| v 308 Shelter Rock Lane, Danbury, Conn. 


Please send me information on becoming a Meli-Coil Distributor 


Nome . eee 








Address — — — 
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In da: W. R. Watkins Co., Ltd., 41 Kipling Ave. So., Toronto 18, Ont. 
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This 
and similar ads 


are appearing in 
27 LEADING 


PUBLICATIONS 

TO HELP are just part of the pumping job at this terminal 
Lake River Terminals, inc., Argo, illinois, is a 42,000,000 
you SELL gallon barge terminal for petroleum and other products. A 
; typical week-end for them includes unloading and complete 
VIKING stripping of four barges in 43 hours by two Viking Pumps 
Totel capacity is 1,000,000 gallons. Besides these, the 
PUMPS Terminal hes two Viking Ginch pumps ond oa bottery of 
five 2-inch Vikings. You see, Vikings ore kept busy helping 
in the successtul operation of the terminal. Vikings ore built 

for tough pumping jobs like this. If you hove ao pume 


problem, write for bulletin 565mm 


Send for your copy of bul 
letin 565mm today 


VIKING PUMP COMPANY ‘3 VIKING PUMP COMPANY 


BDAR FALLS, IOWA 
. Coda: Falls, lowe, US A in Canade. t's “ROTO-KING pumps 


See ow catalog mn Sweets 


CALDER ... the Dresser Line 


for Bigger Profits... Easier Sales 





BUILT RIGHT Best materials throughout tool 
teel cutter Right and Left hand Threaded TVR Laltal: By 


for Automatic Tightening 


EASY TO HOLD Extra 
Weight well distributed 


for smooth handling 


SOLD ONLY THROUGH DISTRIBUTORS 


CALDER MANUFACTURING CO. 


29049 North Prince §$ 


Lancaster, Pennsylvania 
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ong, with indications that 
wuld top past years 
Aircraft—Backlog of order 
ut $15 billon, compare 
billion last Januar 
vf it us mulitar 
nstruction— Though $1! billion 
will be spent on residential 
ding this year than in 1955, thi 
| be more than offset by increas« 
ndustrial and public constru 
lotal construction expend 
vill be about $44.5 billion fo 
the vear, with about $31 billion fo 
dustrial and commercial building 
Some $13.5 billion in public con 
truction is dominated by highwa‘ 
project for which $600 million 
nore will be spent this year than i 
19 Educational building will also 
ich a new record 
Electrical Equipment—Demand 
industrial type motor ontrol 
onstruction material ! 
ted to increase There will be 
demand for domestic type el 
il construction materials and 


ctional horsepower motors 


TV Up 


Klectronics—Factory output i 
expected to exceed last year’s output 
by 5°, despite competitive uncer 
tainties in the television market 
Portable TV sets and color sets will 
boost sales. ‘Transistors continue to 
be used more extensively lubes 
ind components for repair and 
maintenance are a major item 

Machine ‘Tools Shipments are 
expected to be substantially larger 
than in the second half of 1955, and 
only slightly below the totals for the 
past six months 

Agricultural Machinery—Produc 
tion for the rest of the year will be 
at a slower rate than during the first 
half, and also below the second 
half of 1955. ‘Total 1956 sales are 
expected to be 15-20% under last 
ycal total 

(Construction Machinery The 
backlog of orders is at a rate about 
10% higher than that of Jan. ! 
1956. But steel shortages were hold 
ing production at about 70% of 
capacity even before the steel strike 

Mining Machinery—A 2-3% in 





crease in shipments over the first 
half of the year is expected in the 
next six months 

Oil Field Machiner 
expected to be up 10-12% for the 


1955 


Sales are 
vear over those of unless well 
completions are retarded by short 
ages of tubular goods 
Chemicals—Some 
may take place this quarter, but a 


dip in sales 
strong volume pickup is expected 
around the Total 
sales for the second half are expected 
to equal those of the first six months 

Rubber car production 
has reduced rubber consumption in 
recent months, and inventories arc 
higher than they were last winter 
But only a 5% decline in tonnage 


end of the year 


. Low cr 


for the year is expected 

Lumber—Production for the last 
half is expected to exceed that of 
the first six months, when weather 
retarded output. ‘Total production 
for the year will probably be onl, 
slightly less than the 1955 output of 


39.1 billion board feet 


Durables Promising 


Goods—Sal 


during the second half of the year 


Consumer Durabl 


are expected to equal the level of 
the first half, which was higher than 
Thus 


takes into account adjustments in 


in the first six months of 1955 


the appliance fields due to slowing 
up of new residence construction. A 
moderate increase in furniture sales 
1s expected, and flat-glass production 
should exceed it record 
level 
expected to equal the 
1955. 


Optimism prevails in both the to 


present 
Sales of personal durables arc 
volume of 
which was an excellent year 
and jewelry industries 
Textiles—The 
between’’—not a 
as bad as 1954 


will probably persist until fairly late 


ycar will be in 
good as 1955 nor 


The present decline 


in the vcar, but there is hope of an 
fall revival 
and liquidations in 


early Despite mergers 
recent years 
many firms have trouble showing a 
profit at present prices regardless of 
volume 

Shoes 
case off from the high volume at 
first half, as 


Production is expected to 


tained in the bad 


Users 


ACCO 


product 


are Enthusiastic about 


accor X- WELD 


125 CHAIN 


+ 


. Only | year old 


—Already a Proved Success! 


e When, a year ago, ACCO's sensa- 
tional new Accoley X-Weld 125 Chain 
first was offered, “proof of the pud- 
ding”’ came in fast—and keeps com- 
ing in! 

Men who have bought it and used 
it are loud in their praise of accOLOY 
X-wewLp 125—the chain with welds 
as strong or stronger than the alloy 
material—the chain that hangs 
straight as a die, thanks to its pro- 
jecting lugs which prevent kinking. 
Read these typical reports from en- 
thusiastic users 

“The Accoloy X-Weld 125 
Chain which we bought as a teat is 
still in use |after a year). Our men all 
swear by X-Weld. We are buying no 
other kind of chain.”’ 

“For a year, our | X-Weld | chain 
has had regular use. Its perform- 
ance is superior to that of any other 


—_* 


chain we have used. We appreciate 
its non-kinking feature. The chain 
is still in use, has needed no repairs, 
and is in Al condition,” 

"We have constantly used and 
abused this chain... it has held up 
under all tests .. . it is still in prac- 
tically perfect condition.” 

> . > 
@ACCOLOY X-WELD 125 CHAIN is 
available in five sizes—%", %", 4", 
It can be furnished in 


%” and \% 
special analyses and heat treatments 
to meet requirements of special ap- 
plications — corrosive jobs, abrasive 
jobs, hot or other tough jobs. 


\ 


Write our York, Pa., 
office for Bulletin OH.319 
on Accoloy 


X-Weld 126 Chain 


American Chain Division 
AMERICAN CHAIN & CABLE 





York, Pa., Atlanta, Boston, Chicago, Denver, Detroit 
Houston, Los Angeles, New York, Philadelphia, Pittsburgh, 
Portiand, Ore., San Francisco, Bridgeport, Conn. 


INDUSTRIAL DISTRIBUTION © AUGUST, 1956 





FANNER 
for 
fast delivery 
on select 
industrial 


hardware 


CONNECTING LINKS 


Om 


SHOULDER EYE BOLTS 


AlcHOR SHACKLES 


Fanner’s large manufacturing capacity 
assures prompt shipments at the lowest 
possible cost, If you are interested in 
products that provide service as well 
as service life, you'll find Fine Fanner 
hardware gives you “extra best” on 
both 

Fanner, offers a combination of manu 
facturing facilities unequalled for 
quality, dependability and service — 
in cast iron, malleable iron and drop 
forging products, As a result, every 
Fine Fanner product is produced by 
the method which makes it most suit- 
able for the purpose and the most 
economical ! 


Philadelphia Hardware and 
Malleable Manufacturing Co. 
Esteblished 1652 
DIVISION OF 


THE FANNER 
MANUFACTURING CO. 


Executive Offices end Plant 
Brookside Park * Cleveland %, Obie 
PHILADELPHIA PLANT AND WAREHOUSE 
2207 Bridge * Philedeiphie, Pe 


weather at Easter slowed retail sal: 
md helped to accumulate inv 
tories. For the year, only a |‘ 
decline is probable 

General Service Equipment—Thi 
material handling industry's volum« 
during the first half of this year wa 
10% above the corresponding 19 
This trend should continuc 
Sales of pump 
fans ind 
10-15% 


also expected to continue their up 


period 
in the second half 
compressors blower 
howed a increase, and ar 
trend. The air conditioning 
refrigeration 
expected to end the year with a 


that of 


ward 
and industry 
total volume 25-30% above 


1955 





24-Iindustry Review 
and Preview 


(Starts on page 110 





facturers are producing parts at a 
rate 8% lower than in the first half 
of 1955 


of independent auto manufacturers 


Sharp declines in output 


plus integration at big companies 
have been reflected in the drop-off 
in output of parts manufacturers 


Railroad equipment production 


/. 


the very low 


at present is more than double 
rate of 1955. During 
the first six months, 33,000 freight 
And output in 
the second half will be even bette: 
than in the first half. Backlogs on 
the books of equipment 


manufacturers at end of June wer 


cars were produced 


railroad 


about four times the level of un 


filled orders in June 1955. However 
unfilled orders for freight cars ar 
somewhat lower than at the begin 


ning of the year 


Production of aircraft and parts 
8. has been fairly steady at a ver 
high level in the first six months of 
1956. Output is running 7% highe: 
than a year ago. But for the rest 
of the year aircraft production wil! 


only be inching up, so total output 
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Help yourself to FAST service 
from complete factory stocks 


of BRASS FITTINGS by 


SPAWN 


Flore Fettemgs Hose Connectors 


Compression Pipe Fittings 


Bottled Gor Trasler Fittengs 


[aon] F [Pa] 


Tank Valves & Shutoffs 








Aviomotive 
Accessories 


Drain & Shutoff Cocks 


Needle Volves Special Fittings 


WRITE FOR NEW CATALOG 


SPAN BRASS 
MANUFACTURING CO., INC. 


orseco 


MICHIGAN 





Nationally Recognized o 
Heavy Duty Bench Type 


ALLEN 


PUNCH PRESSES 


Nationally Advertised 
in leading Trade Papers 
dling the Allen 


Inquiries from ad- 
vertising are sup- 
dustrial Supply 
dealers. 
Punch Presses. 
ALVA ALLEN INDUSTRIES 


Complete Line 


any 

Popular Models 
1 to 5 ton 
capacities 


¥ 


Write or call today 
for details on han- 








plied to our In- 
Dept. ID Clinton, Missouri 








Construction machinery manu 
9. facture ire recording one of 
the best vears on their books Ship 
ments of almo ery type of con 
struction equipment are registering 
substantial gai cr a year ago 
New orders for construction ma 
hinery are running about >‘ 
ahead of orders for the first six 
months of 1955 and about 15° 
above the second half-vear. So the 
outlook for production and ship 
ments for this industry is very bright 


for the balance of the year 


Qutput and sales of farm 
10. machinery manufacturers are 
currently at depressed rates. Output 
of agricultural machinery in the 
first half-year averaged 10% under 
the relatively low rate of the first 
half of 1955. And still farm equip 
ment inventories have built up. A 
large number of workers in this in 
dustry have been laid off in recent 
months because of the lack of de 
mand for farm equipment. Recent 


gains in farm prices may be a hat 


binger of better times for th 
farmer. But it now appears that 
farm machinery output and sales in 
1956 will average about 20% below 


195° 


‘ 


Office machinery manufactur 
1. ers have booked 25% mor 
volume in the first half of 1956 
than in the like period of 1955. New 
orders and shipments are expected 
to reach higher levels in the remain 
der of the vear. Thus 1956 will 
without doubt, be the best vear on 
record for ofhce equipment manu 


facturer: 


Orders tf instruments and 
12. controls far this year ar 
running substantially above a vear 
ago. Orders and shipments for thé 


first six months of the year are run 
ning about one-third higher than 
in the January-June period of 19 


BANTAM SHOVELS 


TAPER FORGED FOR STRENGTH, 
| LONG LIFE 


T per forging puts metal where 
t's needed for extra strength 
thick af neck sh rot Jat 
center-biade section; thinne 
blade edges. Result: stron 
shovels for their weight a 
Turned steps aft no extra cost 
easier shoveling ilae nef 
elt Tile lileige! lal leBMa cilelslel) Me 
6 minutes. Wont splinter Resist 
weather and wear. (BLR—long 


alelalel| leMeligM@e ise) 1m sl ails ce, 


Other True Temper Tools for Industry 
Write for Free industrial Tool Catalog 





TRUE TEMPER. 


CLEVELAND 15, OHIO 
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there’s volucne and profit in 
bullt overhead handling equipment by co 


JIB CRANES 


1-BEAM TROLLEYS Wall bracket type, % to 3 


Plain or geared ty ball or roller bearings, 1 tons, complete cranes, o1 pack- 
to 10 tons. Write for bulletin 1100 cone aa Write for 





anne HOISTS 


types, high 
ner 1 ee Py 
to ot — rite for bulle- 
tin 1200 


[GUseYg / 








Packaged assemblies for single trolley models 
CONCO ENGINEERING WORKS So ritcle bolle models bce 2 tons 
Division of 1. D. Conkey & Company, Mendota, Iii. Write for bulletins 1400 1440 
V Division $t., Mendota, Ill. 


C E Works is Stenting 6: ipmen! 
APPUIATES: forse Enniee ee Sc lnc. Bich, Filer Soaee™ 





— pot 





NEW 50-A SERIES 
PRESSED STEEL SWIVEL CASTERS 
. they’re stronger, lighter 

and lower cost! 


A new ball race, deeply em- 
bosed ovter apron and steel 
sleeve put extra strength at the 
right places on Bond's new 50-A 
Series Pressed Stee! Swivel Cast- 
ers. This means your customers con 
expect and get long, dependable 
service from their 50-A's, They'll 
roll with “air-light” ease. And 
they'll cost less to buy ond use 


Bond 50-A Series Pressed Stee! 
Swivel Casters are available in 
2, 2%, 3, 4, 5 and 6-inch diom- 
eter semi-stee! or solid rubber 
tread wheels. individual caster 
capacities range from 75 through 
500 pounds. Tell your customers 
about the new 50-A Series 

end you'll sell them sotisfaction 


FOUNDRY & MACHINE COMPANY 27%, "ow'"l tall them, solefocton 
MANNHEIM, PENNSYLVANIA more information write: 
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Bigger capital expenditure plans for 
the balance of this year, with con- 
tinued emphasis on modernization 
and replacement of obsolescent 
plant and equipment, will only 
mean better business for the in- 
strument and control industry in 
the months ahead. 


Electrical machinery manu- 
13. facturers are now booked 
solidly for the rest of the year and 
next. Production of heavy apparatus 
has increased sharply. Output is 
currently running about 8% higher 
than in the first half of 1955, and 
new orders have held at a very high 
rate. So it appears that for the year 
as a whole output will run about 
10% higher than in 1955, resulting 
in the biggest year ever for the elec- 
trical machinery industry. 


Electrical appliance produc- 
14. tion ran about the same in 
the first six months of 1956 as it 
did in the same months of 1955. Air 
conditioners, dish washers and dry- 
ers are setting the pace. However, 
inventories of refrigerators and 
ranges are building up. Retail sales 
of appliances have been holding up 
a lot better than sales of autos, so 
a larger part of the consumer du- 
rable goods dollar appears to be 
going for appliances in 1956. New 
color combinations seem to have 
caught the public’s fancy. Through- 
out the year, consumers will have 
more money in their pockets than 
ever before in our history. Dis- 
posable income—personal income 
after taxes—may reach an annual 
rate of $285 billion by the end of 
the year compared with $279 billion 
now and $276 billion at the end of 
1955. So there is a good chance 
that appliance output and sales will 
continue at relatively high levels 
for the balance of 1956 if manutac- 
turers and dealers carry out a “hard 
sell” program. 


Output of the radio and tele- 
15. vision industry is off sub- 
stantially in the first six months of 





the year. This vear, as expected, 
output of radios is holding up bet 
ter than television production 
Radio output was 5% under the 
first half of 1955, while TV produc 
tion was about 15% under the 1955 
record rate. A decline in auto radios 
has more than offset an increase in 
clock and portable radios. And with 
color television just around the 
corner, demand for black-and-white 
sets is definitely slowing down 


Petroleum refiners’ operations 
16. were 7% higher in the first 
half than in the comparable period 
of 1955. High-level industrial pro 
duction has resulted in a high con 
sumption of industrial fuels. And 
colder weather than a year ago re 
sulted in a more than normal in 
crease in demand for home fuel oils 
But the outlook for the remainder 
of the year is not as bright as the 
actual experience of the first half 
Industrial produc tion for the second 
half-year will probably average close 
to the first half, so industrial fuels 
may do no better than in the Janu 
ary-June period. The small number 
of housing starts in the first half year 
suggests fewer housing completions 
in the next six months than in any 
six-month period since 1953. And 
the number of new auto registrations 
this year will be far smaller than in 
1955. Stocks of gasoline and crude 
oil are building up. So the outlook 
for this industry in the latter part 
of the year does not promise gains 
to match those of the first half. All 
in all, output of petroleum refiners 
in 1956 should run about 5% above 


last year 


Paper output continued to 
O1LlOW 1 dd crn oOo maus 
e foll the patt f | 


trial production in the first six 


months of 1956. Paper output has 
been on a very high plateau for the 
past 11 months, as has industrial 
output. In the first half of 1956, 
paper production averaged about the 
same rate as in the last half of 1955 
So far this year, production has run 
ahead of output in the same period 
of 1955 by close to 5%. For the 


Eliminate the many problems of inventory 
control by purchasing your Arro Anchor- 
ing and Drilling Devices as needed from 
your local industrial supplier, wholesale 
hardware, or electrical supply house. 


A lamays Spey 


COMPLETE LINE 
ANCHORING AND DRILLING DEVICES 
FOR ALL MASONRY 


ed a Sa Se ee 


APPOT | 


: > 


DISTRIBUTORS: + 
This Advertisement Appears in Lending Publications 
Directed lo Uour (Customers 
ARRO EXPANSION BOLT COMPANY 


1230 Boone Ave., Marion, Ohio 
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NATIONAL SANDERS 


METAL 
woop 
LEATHER 


POWERFUL . . . LIGHTWEIGHT 
MODEL 400 ORBITAL ACTION 





Versatile block sander . . . speed can be 
varied from 4000 to 6000 rpm a er 
ing on the surface and abrasive. Weighs 
p- & 4 ibs. but has 25 sq. in. of abrasive 
area. Over 125,000 in use throughout 
the nation .. . in many types of industry. 





A straight-line action, two pad sander 
with lt-in water spray for wet 
sanding. Nine different pads and two 
sizes of shoes are available. 


Write for details. 


Powerful block sander, with 4 HP 
electric motor. Orbital action, operating 
at a constant speed of 5000 rpm. Has 
38” of abrasive area. Sponge rubber and 
felt pads available. 
MODEL 600 SINGLE-PAD 

A araight-line action, single pad, air 

driven block sander. Weighs only 

5 ‘bs., but operating at 5200 rpm. 

A 3/16" stroke assures rapid 

stock removal. Has built-in water at- 

tachment for wet sanding. Both 


rubber and felt pads available. 
Write for literature 
sotteees NATIONAL AIR SANDER, INC. 


H! 2620 AUBURN ST., ROCKFORD, tit. 
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year as a whole this margin will 
probably narrow slightly 


18 Manufacturers of rubber prod 
e ucts have cut output by 3%, 
compared with a year ago. Most 
of the decline has resulted from a 
substantial cut in original equip 
ment for autos, with new-car output 
in the first half of 1956 totalling 
only 3.2 million units, versus 4.3 
million units in the first half of 1955 
\s auto production is expected to 
be off 30% from last year's total 
output, tire production will be hit 
sharply. Rubber manufacturers are 
diversifying their product line as 
much as possible so that they will 
be in a better position to handle the 
ups and downs of the auto industry 
But output of rubber goods in 1956 
is now expected to average 5% 
under the record production of last 


ycal 


Lumber output is running 
19. about 5% below a year ago 
The drop in the rate of housing 
starts from more than 1.4 million 
in the second quarter of 1955 to the 
current rate of about 1.1 million has 
resulted in a substantial cutback in 
lumber production, And lumber in 
ventories are probably above normal, 
too. The outlook for the industry 
over the next six months is for a 
levelling off in production, even 
though housing starts (annual rate 
may inch up in the summer months. 


Output of construction ma- 
20. terials—cement, glass, brick 
and gypsum products—in the first 
half-year ran about 12% ahead of 
the January-June 1955 performance 
his has occurred while the physical 
volume of new construction activity 
actually declined 4%. However, the 
decline in new construction is duc 
solely to a decline in new residential 
construction, while heavy construc 
tion has gained. Thus, lumber out 
put is off because new residential 
building is off, while output of other 
construction materials is up because 
of the continued uptrend in the 





“do-it-yourself” ty pe of work and in 
heavy construction—industrial and 
commercial building and public con 
struction. For the next six months 
manufacturers of materials for “fix 
up” work and heavy construction 


have fine prospects 


Furniture manufacturers havc 
21. turned out 10% more output 
in the first half of 1956 than in 
the first half of last vear. Fewer 
housing completions in the next six 
months because of fewer house 
starts in the first half vear should 
play an important part in the trend 
of home furniture output in the last 
half of the vear. But commercial 
building is still booming, so demand 
for office furniture and fixtures is 
increasing. As we said late last year, 
“All in all, this industry should show 


a modest gain in 1956.’ 


2? The textile industry is putting 
e two good output years back 
to-back for a change. So far this 
year, textile mill output is about 
5% higher than in the first six 
months of 1955, and the textile 
industry is running very close to 
capacity. Textile companies reported 
to us in a recent survey that they 
were operating at 93% of capacity 
at the end of 1955; at the end of 
1954 they were operating at only 
88% of Capac ity 

tories are increasing 


However, inven 

And output of 
synthetic fabrics has slowed down 
a little, resulting in a leveling off 
of overall production in the last 
few months. It is expected that 
the second half of 1956 will see some 
decline in textile production as 
manufacturers bring inventories in 
line with demand. But for the year 
as a whole. mill output may hit an 
all-time high, about 4% above 1955 


23 Apparel production wa up 
e Slightly in the first half of 


1956. Currently apparel stocks are 


in very good shape, since output and 
sales have stayed in balance during 


the first half-vear Producers of 


KENNEDY presents 


the NEW Look in 
Tae) sb 4M Clo hie AI At 


Fig. 427 Fig 42785 Fig. 4275J 


Bronze Gate. Non Rising Sronse Gate. Neon-Bis 


Socket Ends Joint Ends 


Means Greater Body Strength, 
Far Longer Leakproof Valve Life 


RUGGED BODY DESIGN 


tortion as proven in high pressure steel valve design; Kennedy's 


assures superior resistance to dis 


grueling Accelerated-Wear tests conclusively prove this con 
struction guarantees more than 10 times longer leakproof 
operating life than oval-body valves. Increased weight assures 


greater durability and longer valve life 


KENALLOY STEM 


silicon bronze with high tensile strength, accurately machined 


a special Kennedy stem material of 


for ease of operation. The bronze alloy prevents seizing or 
galling and is entirely free from any tendency to dezincify 


PISTOL-GRIP HANDWHEEL 
provides firm, easy three-way grip on top, sides and bottom 
Indented rim notches top, side and bottom eliminate slip even 


non-heating malleable iron 


with greasy gloves 


DISTRIBUTORS 


© Write today for complete details. Ask for Circular 


ODORANTS 


Stenderd 12%-'b 5 WP Bronte Stendard i%-b Swe Stenderd (Hib Swe 
Gate, Non-Rising Stem inside 
Screw, Wedge Dis Screwed Stem. taside $ e“ Stem. tnside Screw 
Ends Wedge Dix Srating Wedge Dice Soide 


5 


KENNEDY’S NEW Cylindrical Design 


5) "ME KENNEDY VALVE MFG. CO. + ELMIRA; W 


VALVES ALA eee. Ae 
» 


men’s apparel are having an excep- 
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FREE BOOKLET ) 
.--lells you how to 


Make More Profit with 
“WERNER 


ALUMINUM STAGING 


There is good profit in selling WERNER 
aluminum stagings—because they give you 
more sales features to offer your customers 
in industry. 


Compare These Features 


Extruded high strength aluminum I-beam 
side rails. Cross members locked into the 
side rails by the ALFLO process, an exclusive 
feature of all WERNER extension ladders 
and stages, Red vinyl-coated end caps and 
lifting bar at each end. Slip-resistant eclon- 
gated dimpled decking riveted to the cross 
members. Available in 1200 Ib. or 1600 Ib. 
load capacity in lengths up to 30 ft. Cable 
trussing, aluminum toe boards and hand 
rails also available 
WERNER stages meet Federal specifica- 
tions and are now being used by leading in- 
dustrial companies and government agencies 
Workmen accustomed to hoisting heavy 
wood stages are amazed at the feeling of 
security, stability and ease of handling and 
lifting of the WERNER all aluminum stage, 
And to help distributors and their salesmen 
sell more aluminum stagings, R. D. 
WERNER has prepared a special colorful 
booklet that tells “HOW”, 


ERITER 


a7 fou Fhe 4 OPW 





‘Send coupon below for your FREE copy: 


A. D. WERNER CO., INC, Dept. T-63 
295 Fifth Avenue, New York 16, N. Y, 


NAME 





TITte 





COMPANY NAME. 





sTaeet, 


Ss 








| cation data on its ‘ 


tionally good year. 
consumers are spending a bigger por 
tion of their incomes than usual on 
soft goods. If this continues 
the second half of the year 
appears likely that it will do so 

consumers will be buying record 
quantities of apparel in the July 
December period. 


Overt 


and it 


? Food and beverage produc 
4. tion was up about 3% over 
the first half of 1955. Manufac 
turers of these commodities are 
looking forward to an increase of 
about 6% in physical volume of sales 
Although this estimat 
is probably toe optimistic, 


this year. 
popula 
tion growth and increased disposabl: 
will contribute to further 
gains in this the 
balance of the vear 


mcomec 


industry ove 





Manufacturers’ 
Activities 


(Starts on page 112 





HYDRAULICS — Greer Hydrau 
Inc., New York, has issued a 
900) illustrating 


accumulators 


lics, 
bulletin (no. how 
its hydro-pneumatic 
can be used to reduce the size, com 
plexity and 


hydraulic molding equipment 


operating costs of 
Line 
drawings illustrate installations on 
presses used in molding rubber and 


plastic materials 


THERMOMETERS—M an ning 
Maxwell & Moore, Stratford 
has issued a bulletin illu 
and describing its “Every 


Conn., 
trating 
Angle” 
Drawings and charts detail f 


thermometer 
ture 
or th 


bi-metal 


dimensions, and prices 


devices 


Mfg 


issued a 


(Co 


| 2-page 


CONVEYORS-— Joy 
Pittsburgh, 
booklet containing design and appli 
“Liberoller’ 
for bulk material conveyors 


has 


idlers 
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So far in 1956, 





Kutto: 


The Handiest 
Carton Op2ner Made 


Known and used by most of 
your customers 

A necessary tool in all shipping 
and receiving reoms 

Made of heavy quality stee/ for 
long, rugged service 

Complete with 5 extra blades 
stored in handle 


Now profitable KUTTO business in your 
market oreo is yours—both new ond 


replacement 
let customers know you sell them 


KUTTOS 
add 


orders. Stock 


on to soles and profiti 


4301 Ogden Ave 


Write teday for 
literature and prices 


MODERN SPECIALTIES CO. 
Dept. 1D 
Chicago 23, il 





Since 1903 


black 
devil 


TWIST DRILLS —REAMERS 


CELFOR TOOL COMPANY 


DI 


TOOLS 


MAr 


100 


AVILOSEWN 
INC 


VISION OF 
& MACHINES 


= 
Gt 4 


oitm 


wiw rorRe® i) 


* F 


—— t $! 
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Master Lock Issues 
Padlock Catalog 
Master Lock Co., Milwaukee, has 
issued a 20-page catalog covering its 
full lines of padlock 


illustrations are shown, and a section 


Actual size 


has been included on the firm's long 
shackle padlocks. Other sections 
describe the firm's special service 
department, and padlock display 


board 


METALWORKING — O'Neil 
Irwin Mfg. Co., Lake City, Minn., 
has issued a 44-page catalog on its 
lne of “Di-Acro” machines for 
forming, cutting, punching, and 
notching operations in medium and 
lightweight materials. Machine spe- 
cifications and  material-forming 
capacities are arranged in tabular 
form. Additional pages list complete 
specifications and cost information. 
‘ase histories of how companies 
have applied “Die-Less Duplicating” 
techniques are also given 


SLINGS—American Chain & Cable 
Co., Wilkes-Barre, Pa., has issued 
a wall chart on its line of “Acco” 
registered wire rope slings. Chart 
pictures various applications, gives 
sling diameters in inches, describes 
wire rope construction features and 
specifies lifting capacities in pounds 
Chart measures 17} x 214 in. The 
firm has also issued a four-page 
folder (no. DH-532A) which fea- 


and trolleys simplif~ handling of heavy 
the trolley hoist, rolls it along an I-beam, lowers it on the bench top 


Where there’s lifting to be done, 


PEERLESS MODEL C 
HOISTS for intermittent 
lifting of loads from 4 
to 60 tons 


PEERLESS PACKET TROL. 
LEY HOISTS for lifting 
and conveying ‘4 to @ 
ton loads on I-beams. 
Low headroom units ad- 
justable to a wide range 
of L-beam sizes. 


PEERLESS PACKET ALU- 
MINUM HOISTS for use 
where hoists must be 
moved frequently. Much 
lighter than all-steel 
model, with no sacrifice 


of any other quality 


PEERLESS PACKET TROLLEY HOISTS ON ASSEMBLY LINE. These integrated holets 


parts Worker just picks up the load, with 


> 


there’s a Harrington Hoist to do it 


BEARCAT ELECTRIC HOISTS 
for fast lifting of light to me 
dium loads — 170 to 4000 Ib, 


PEERLESS PACKET ALL- 
STEEL HOISTS for lifting 4 
to 2 tons. Special construc- 
tion makes these hoists eco- 
nomical to maintain, easy 


to operate 


HARRINGTON |-8EAM 
TROLLEYS for rapid and 
easy movement of materials 
over I-beams Regularly 
supplied in geared and plain 
models in capacities from 
4 to 20 tons 


Markets for these cost-cutting products are unlimited, and profits are good, 
Write for complete information about our full line of hoiat prod ucta 


THE HARRINGTON company 


Makers of Hoiata Since 1876 
Gravers Roap at tue Tuanrixe, Piymoura Meerine 11, Pa. 


tures its sling line 


SILICONE RUBBER—Raybestos 
Manhattan, Inc., Passaic, N. J., has 
issued an cight-page brochure fea- 
turing its “R/M” silicone rubber 
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products and coated cloths. Publi- 
cation gives specifications, data on 
properties of product, and details 
its resistance qualities 


Bay State Abrasive 
Price Book Issued 


Bay State Abrasive Products Co. 
Westboro, Mass., has issued a new 
pricing book covering its complete 
linn lhe publication replaces the 


firm's previous and current pricing 


JET-LOK Makes Faster, Easier Assembly Possible... Here's How! = "e""!, except the catalogs “Bay 


" State Diamond Wheels” and 
y z ‘ ween ° Abrasive Products for the Building 
After laying door frame face down, slide sides into Trad 
place by engaging JET-LOK seams and pushing race 
forward until they are flush with top. Hand tighten According to the firm, most of the 


the three bolts on each side of door frame 
prices in the new book are on a list 


2. Slide Back of Locker into Place price basis Further, special wheel 


En age JET-LOK seams of back with seams of shape can be priced in the same 
locker sides and push forward until it is flush 
with - Insert and hand tighten three bolts on 
each side of back count multiplier sheets are included 


3. Stand Locker Upright and Tighten Bolts “In changing from the old basic 


After putting top and bottom plates into position, 
stand locker upright, and tighten all bolts. Approxi- pany the final net price ifter 
mately 50% fewer bolts are required than used for 

conventional lockers discounts, are gene rally unchanged 


manner as straight wheel Dis 


prices to list prices,” savs the com 


‘*steel-pride’’ Offers a Complete PUMPS-~—Ingersoll-Rand Co.. New 
Line of Shop Equipment Too! York. has issued a bulletin (no. 
7223-B) on its complete line of “class 


he ‘‘steel-pride”’ t ’ a 

The ‘‘steel-pride” line includes a complete choice CR\ cradle-mounted centrifugal 
of shop equipment for the factory, warehouse and 
farm. Combination work tables and storage cabi pumps Included are tabulation of 
nets, service carts, desks for supervisors and fore . 

‘ S ross-sec 
men, drawer cases of every description, stacking pump types with ratings, . 
boxes, tool stands and many other practical aids tion view showing design features, 


for shop use are just a few examples of the entire nd tvpical installation view The 
line. All equipment is made of heavy gauge steel anne pica! instar , 
with hemmed edges, to stand rugged usage firm has also issued a bulletin (no 


5199) on its electric power hammer 
Publication lists features, has cut 
away drawing showing construction 
features, presents spread of applica 
tion photos, and lists accessories 


cence) Ut IY PRANSMISSION Worthington 


SHEET METAL SPECIALTY DIVISION  “®? !lson, N. J, has iswed « 


two “Trouble 
FOLLANSBEE STEEL CORPORATION tended to help V-belt users spot and 
Box 567 Follansbee, West Virginia cure common causes of trouble in 
their drives. The firm issued a 
similar mailer earlier, and intends 
issuing two more, making a total of 
Follansbee, West Virginio five in the Trouble Saver series. In 


7 
! 
| 
Please send me your cotelogs on “steei-pride” lockars, cabinets ond | cartoon form, each mailer gives a 
shop equipment | 

quick run-down on causes and cure 

| 

| 

! 

! 

| 


Use the Mandy Covpon Below to Obtain Additional information 


Sheet Metal Specialty Division 
Bon 567 


oe 
of drive troubles. 
TiTLe = 


COMPANY 


CONTROLS — Richardson Scale 


ADORESS 
Co., Clifton, N. J., has issued a 
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BY OSBORN 












TOP PROFIT LINE of brushes 
for every industrial need 


On every call. in any industry, you ca crease the 
order and your profit by selling Osborn 
maintenance, paint or power brushes 


Consistent and effective advertising, plus top-quality 


manufacture, has established unequaled acceptance 


and preference for ¢ shorn brushes 


Get your share of profit from the steady demand for all 
types of industrial brushes The Oshorn Manufacturing 
Company, 5401 Hamilton Avenue, Cleveland 14, Obio 


O)sbou Bruslen 
LSB ORNS a 
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technical sheet on its line of auto 
matic sensing devices for fluid 
handling operations. Three models 
are described and illustrated: 1. ma 
terial level control, 2. blade no-flow 
alarm, and 3, paddle no-flow alarm. 


Chicago-Latrobe Issues 
Hardware Catalog 


Chicago-Latrobe, Chicago, has 
issued a hardware catalog of its drills, 


drills sets. drill assortments, reamers, 


md countersinks. ‘Tools listed ar 
for use in steel, wood, masonry, and 


glass. Sets in cases are also shown 


CENTERS—Ready Tool Co., 
Bridgeport, Conn., has issued a cata 
log (CD-56) covering its line of 
“Red-E” cylindrical grinding ma 
lathe 
various types are illustrated with 


chine and centers The 


line and cutaway drawings, and 


charts give ordering information 
and specification data. 
engineering con 


Space is 


insert discusses 
cepts of firm’s centers 
provided on catalog cover for dis 


tributor imprint. 


TUBING~—Superior Tube Co., Nor 
ristown, Pa., has issued a 20-page 
catalog giving information on 
nickel and nickel alloy 
Properties, selection data, and appli 


tubing 


cation suggestions are included 


COUPLINGS—Browning Manufac 
turing Co., Maysville, Ky., has pub 
lished a new catalog on couplings, 





MOMLINK POSITIVE 


tors 


; Dad 
- 


“POSITIVE” Lock washers are all- 
important adjuncts to fastener sales. 
Their use in your customers’ plants 
are vital to critical assemblies of their 
products. To serve your customers 
well, rely on a source of supply 
geared to making the best possible 
product and selling through distribu- 
. “POSITIVE” is a product of the 
confidence many Distributors have 
placed in us as their sole source of 
supply for the past 65 years. 


‘ 


Products of 
Distributors’ 


Confidence 
FoR 65 YEARS 


Lock WaswerR Co. 
AVE. A & MILLER ST, NEWARK 5, W. J. 


Four-page 





4 
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designated V-169-E. The eight-page 
folder illustrates and describes the 
complete Browning coupling line, 
ind includes complete specifications, 
and horsepower rating charts 


PUBING—Tubular Products Div., 
Babcock & Wilcox, Beaver Falls, 
Pa., has issued a folder (no. TB-413) 
describing its facilities for producing 
tubular and solid shapes. Another 
TDC-142A) fur 


nishes condensed data on mechani 


publication (no. 


cal and physical properties of seam 
less and welded carbon steel pressure 
A third bulletin (no. FB 
502) discusses the firm's 


tubing 
seamless 


welding fittings and flanges 


MOT OR S—Allis-Chalmers Mfg 
Co., Milwaukee, has issued a bul 
letin detailing construction features 
of its wound rotor motors for various 
applications (blowers, hoists, lifts, 
machine tools, etc.). The firm has 
also issued a bulletin detailing 
features of its large end-shield bear 


ing svnchronous motors 


PRECISION TOOLS—Jergens 
Tool Specialty Co., Cleveland, has 
issued a folder illustrating and speci- 
fying a range of sizes of its tee set 
kits and set-up blocks for milling 
machines, jig borers, drill presses, 
etc. Specifications are given. 


Edward Marine Catalog 
Shows Valve Applications 
Edward Valves, Inc., subsidary of 
Rockwell Mfg. Co., East Chicago, 
Ind., has issued a 32-page “Marine 





THESE NEW 


BEARINGS MAY SOLVE 


YOUR COST PROBLEM c— 
—— 





This odverti 1 appecrs in 
tron Age © Mill & Factory 
Machinery © Steel 
Medern Machine Shop 
Sevthern Power & industry 


A more complete, advantageous bearing service than has 

heretofore existed came into being when Bunting added 
self-lubricating sintered powdered Bronze Bearings to the long 
established line of Bunting Cast Bronze Bearings and Bars. These 
new Bunting sintered bronze plain, flange and thrust bearings and 
bars are made to Bunting’s traditional high standards of quality 

and precision. They embody knowledge gained in long and varied 
experience in manufacturing Bronze Bearings for all applications in 
the mechanical industry. They fully meet modern requirements, 


Bunting Sintered Bronze products will be manufactured and 
distributed in the same responsible manner that has established Bunting 
leadership in the field of Cast Bronze Bearings. Use them 

with confidence. 


Born Bunting Cast Bronze and Bunting oil filled, self-lubricating 
sintered powdered Bronze Bearings and Bars are available to you through 
your nearest Bunting Distributor. He has in stock all sizes for your 
immediate needs. Ask him or write for complete lists 

and dimensional data on Bunting Cast Bronze and 

Bunting Sintered Bronze Bearings. 


Bunting. i=) 


BUSHINGS, BEARINGS, BARS AND SPECIAL PARTS 
OF CAST BRONZE AND POWDERED METAL 


The Bunting Gress ond Bronze Company «+ Telede 1, Obie + ranches in Principe! Cities + Distributors Everywhere 
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Tole MR ial-1-1-mne| 


Every sales and profit making factor is working for you when 
you sell Atlantic flexible metal hose. You lower your break-even 
point by one-source buying. Your customers can depend on the 
uniformly high product quality — and delivery when requested. 
And over 40 years of product advertising have made Atlantic 


flexible hose a buy-word in industry. 


There is an Atlantic flexible metal hose for every movement 
and conveying application. Look te Atlantic engineers to solve 
your flexible metal hose problems, Write for Catalog 500. 


Flexible metal hose in all workable metals — \%” 
=~ 36° 1.D. with standard or special couplings. 


ATLANTIC METAL HOSE CO., INC. 
304 DYCKMAN &T., NEW YORK 34 
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Catalog” (no. 256) featuring the 
firm's latest steel valves for a variety 
of marine applications. The cata 
log contains excerpts from the U.S. 
Coast Guard Marine Engineering 
Regulations applicable to valves. 


POWER TOOLS—John Oster 
Mfg. Co., Milwaukee, Wisc., has 
issued a 16-page “comic book” illus- 
trating the home use of Cummins 
power tools: drills, drill kits, and 
“Maxaw” portable saws. Panels 
show variety of household tasks for 
which drill can be used. 


SHAFTING—Stow Mfg. Co., Bing- 
hampton, N. Y., has issued a 12- 
page engineering bulletin (no. 570) 
on selecting flexible shafting. Fea 
turing the firm’s flexible shafting, 
the bulletin discusses typical installa- 
tions and design features, and shows 
fittings and ferrules available. 


PRECISION TOOLS—Challenge 
Machinery Co., Grand Haven, 
Mich., has issued an eight-page cata- 
log (no. 838-V) of its complete line 
of precision tools—angle plates, V- 
blocks, box parallel, etc.—for tool 
room use, pattern shops, testing, set- 


up assembly. 


MOTORS—Century Electric Co., 
St. Louis, Mo., has issued a new 
price sheet covering its squirrel cage 
induction motors, type SC and type 


SCH 


CONTROLS—A. W. Cash Co. 
Decatur, Ill., has issued a bulletin 
on its “Stacon” Series V tempera- 
ture regulators for steam, water, gas, 
and non-corrosive (to brass) fluids. 
Bulletin contains data on weights 
and dimensions, pressure and tem 
perature ratings, accessories, con 
struction and performance charac- 


teristics. 


CLEANERS—Permace! ‘Tape 
Corp., New Brunswick, N. ]., has 
issued a brochure describing the 
firm’s “345” degreaser and “340 


Bite. 


LUBRICATORS-—Bijur _Lubricat- 
ing Corp., Rochelle Park, N. J., has 
issued an instruction sheet describ 





ing its “Type M” lubricators which 
are driven by the machine on which 
they're used. Maintenance, service, 
operation, and starting a new ma 
chine are discussed. The firm has 
also issued a four-page reprint de 
scribing the automatic lubrication 
system designed for use on an all 
electric surface grinder 


TUBING—Wolverine Tube Div., 
Calumet & Hecla, Inc., Detroit, has 
issued a booklet covering applica 
tions of its “Trufin” (integrally 
finned tube) in such industries as 
processing, electrical, water heater, 
refrigeration, et 


Markal Catalog 
Covers “Paintstiks”’ 


Markal Co., Chicago, has issued 
a new catalog on its full line of 
“Paintstik” markers. Information is 
detailed on the 16 markers in the 
firm’s line, including the intended 
purpose of cach. Catalog tells use of 
the proper markers for hot or cold 
surfaces, color available, and holders 
that may be used with markers 


CARBIDES—General Electric Co., 
Metallurgical Products Dept., 
Detroit, has issued a new price and 
specification bulletin covering finish 
ground solid “Carboloy” carbide 
knives for use in woodworking opera- 
tions. Bulletin covers dimensions 


Get More Sales with 
R-PgC’s Complete Line 


ACCO 


products 





e The R-PaC Valve line is a complete 
one. It includes gate, globe, angle, and 
check valves in all standard valve mate- 
rials — including bronze, iron, forged and 
cast steel —in an extremely wide variety 
of sizes, styles and pressure classes. In 
addition, R-PaC offers a complete line 
of cast steel fittings plus numerous spe- 
cialties such as bar stock valves, asbes- 
tos-packed cocks, Lubrotite gate vaives, 
and automatic stop and check valves. 


This complete line will assist you in 
securing a good volume of the valve 
business in your territory. Here are 
some of the reasons why: 


EASY TO SELL 
For over 86 years R-P«C has been build- 
ing a reputation for quality and depend- 
ability among valve users. This makes 
selling R-Pa&C easier —saves your sales- 
man’s time. 


ENGINEERING HELP 
R-PaC’s sales engineers give distributors 
technical assistance—help you sell the 
big orders. 


SALES AIDS 

An extensive advertising schedule in 
industrial publications, a quarterly 
house organ, complete up-to-date cata- 
logs, free wall charts and other give- 
away items, valve selector slide rules — 
all these sales aids help you get the 
order with R-PaC., 


EASY TO STOCK AND SHIP 
R-PaC’s unit packaging system keeps 
stocks neat, cuts down handling time 
and costs. 


Write to Reading office for 
details about the bigger profits 
with R-P&C Valves 


R-P2C Valve Division 


for short to medium and long knives, 
order numbers, and quantit' prices AgC 
PRECISION TOOLS ~— |« rpbak 


Bayless Co., Solon, O., has issued a 
catalog page on its portable spacing 


AMERICAN CHAIN & CABLE 


Reading, Pa., Atlanta, Boston, Chicago, Denver, Detroit, 
~ Houston, New York, Philadelphia, Pittsburgh, San Francisco, 
wanes Bridgeport, Conn 
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This man is helping you 
fill orders faster! 


This Merrill Brothers machinist is 
threading turnbuckles. He threads 
them precisely, yet quickly, because 
the forgings he is working on are 
Merrill Brothers Impression Die 
Drop Forgings. These forgings are 
closer in dimensions to the finished 
article, They therefore require less 
machining, less finishing than do 
ordinary forgings. 

That means that your orders for 
Merrill Brothers precision forgings 
are filled fast! 

In its 90 years, Merrill Brothers 
has established a reputation for 
quality forgings, competitive pric- 
ing, quick delivery, Find out more 
about Merrill Brothers 
Stock and Special 
Forgings. We'll send 
you all the facts, Juse 
fill in and mail the 
coupon, 


Fine Forgings 
Since 1866 


a, 


WRITE FOR 


FREE 


LITERATURE 
TODAY |! 


Merrill Bros., 96-02 Arnold Ave. 1.06 
Maspeth, L. 1, N.Y. 


Gentlemen: Please send me FREE illus 
trated material describing Merrill Brothers 
Stock and Special Forgings. 

MY NAME 

rivLe 

COMPANY 

AooReEsS 

city 





comparator for checking spacing on 
flat and circular thread rolling dies, 
thread chasers, etc. Accessories are 
also listed. 


TRANSMISSION—C one-Drive 
Gears Div., Michigan Tool Co., 
Detroit, Mich., has issued a bulle 
tin (no, 600-C) picturing and de 
scribing its double-enveloping worm 
gear speed reducers. Cutaway 
photos, dimensional drawings, and 
horsepower ratings at all speeds 
illustrate the bulletin. 


CARBID ES—Allegheny-Ludlum 
Steel Corp., Pittsburgh, has issued 
a 32-page booklet giving information, 
{ irbide 
with 


data on 


charts, and other data on 
applications and available tool 
carbide tips. Catalog give 
all Carmet including 
blank 


bushing du 


products, 
blanks, insert 


blanks, 


standard 
throwaway 


inserts, etc 


CHAIN—American Chain Di 

American Chain & Cable Co., York 
Pa., has issued a bulletin (no. DH 
176A) describing its full line of 
“Acco” hardware chain. Contained 


are data on construction features 


applications, packaging, weights, et¢ 


POWER PLANTS—D. W. Onan 
& Sons, Minneapolis, has issued a 
| catalog describing its full line of 
clectric generating plants. Selec 
tion factors, dimensions and 
weights, and optional accessories are 
presented. 
FASTENERS — Cleveland 
Screw Co., Cleveland, has issued a 
four-page folder discussing the 
problem of how much torque should 
be applied to tighten cap screws 
Text, graphs, and charts explain th 
factors that cause dynamic stresses 
which loosen a screw 


| COMPRESSORS— Brunner Co 
| Gainesville, Ga., has issued a 24 page 
catalog on its line of semi-hermetic 
| condensing units and high-torque 
motor compressors. Divided 
| sections, the catalog illustrates unit 
models, gives schematic views, and 
| details technical information. Firm 


into 
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Te BIG ORANGE FY)» 


YOU BUY THE BEST 
Shackle Chain HOOKS 


Use on “HIGH TEST” Chain 
EXTRA STRONG 


Even the pin is made 
of hi-strength steel and 
heot-treated 


SAVES TIME 

Can be attached 

anywhere on the 

job. Only @ pair 

of pliers needed 

GRAB HOOKS 
Available 
for Chain 

Sizes ‘4 

5/16", *" 
7/16", V2", 


SLIP HOOKS 
Available 
for Chain 
Sizes 4” 
5/16", %" 

6 and Ya" 

ANCHOR and CHAIN 

Screw Pin SHACKLES 


' 
—ip 
Forged of HI-STRENGTH STEEI 
Available in sizes 4" to 2”. EXTRA STRONG 
EXTRA TOUGH Self-colored of galvenized 
Order from your Distributer or Write 


MIDLAND INDUSTRIES, INC. 
Cedar Rapids, lowa 








MORE PROFITS 
REPEAT SALES 


Sell the new standard in machine 


key stock MAK.-A-KEY 
packaged in 6 most commonly 
used sizes for industrial use. Ideal 
for repairs, replacements and 
maintenance. Standard assort- 
ment in sturdy self-service display 
carton, 12 in, lengths: 3/16, 1/4, 
5/16, 3/8, 7/16, 1/2 in. squares 
Also rectangles and additional 
sizes. Write for details! 


DEVAN-JOHNSON CO. 
508 Rathbone Ave 
Pia is Pe 





has also issued a four-page con 


densed version of the larger catalog 


VALVES Raybestos-Manhattan, 
Inc., Manheim, Pa., has issued a bul 
letin on its “Custom-made” valve 
both 
braided asbestos and plastic types, il 


stem packings. It describes 
lustrates shapes commonly used, lists 
size limitations, and presents recom 
mendation chart 


LIF TS—Oster Mfg. Co., Wickcliffe, 
Q., has issued a catalog sheet illus 
trating and describing its line of 
portable lifts. In addition to product 
photos, the publication also con 
tains photos showing lifts handling 
crated goods, barrels, and machine 
components. Illustrations also show 
the units used for handling in lieu 
of a truck dock and as 


hhoner 


SHELVING—Frick-Gallagher Mfg. 
Co., Wellston, O., has issued a 
folder on its line of “Quick-Bilt” 
metal shelving 


i work posi 


Basic units, shelves, 


dividers, and accessories are illus 


trated and described 


COATING Indus 
trial Chemical Corp., Clairton, Pa., 
bulletin 
its product for moisture 
cement 


Pennsylvania 
has issued a page on 
“Losorb,” 
proofing concrete and 


materials 


Niagara Bulletin 
Features Shear 

Niagara Machine & Tool Works, 
Buffalo, N. Y., has issued a sup 


plement (no, 70) illustrating and 


eJervlle 


C. E. Shelley, vice 
and \ H Hall, president, ot 
Gransden-Hal!l & Co., Flint, 


Michigan, look overt their 


president, 


Donnelley-built catalog 


The name of a good company may stand in the mind of the buyer for 


many things “Fine, competent, square-shooting people they know 


ther goods, and handle the best the y stop at nothing ro vive ine 


what | want, when I want it. I'll call them, and know I'm in safe hands 


A ood catalog will not only reflect meanings like these, 


buver 8 eve every minute of the 


but it will stay within reach of the 


day—ready always to unlock the door to sales and profits 


Are you ready to begin planning the hardest-working catalog in yout 


business history? It will cost you nothing—it will not pl ice you under 


the le ist obligation to vet our recommendations Drop us a line roday 


The Lakeside Press 





R. R. Donnelley & Sons Company 
CATALOG COMPILING DEPARTMENT 


350 E. Twenty-second Street, Chicago 16 


(Alumet 5-212] 


Twe recent, Donnelley-built catalogs —both for companies 


100 sears old in 1956 
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describing its No. 31-RC ring and 
circle shear. Details and specifica 
tions are given, including a 
description of the machine's “self 
compensating” arm that enables a 
true center to be maintained auto 
matically. 


FITTINGS—Catawissa Valve & Fit 
tings Co., Catawissa, Pa., has issued 
a catalog (no, 56) containing pipe 
sizes, prices, engineering data, and 
specifications on its complete line of 
“Perfect Seal” pipe unions and swing 
check valves. For the first time two 
recentlyadded products are fea 
tured: “Four-Star” big nut unions 
and “Series 400” M-spring con 
trolled check valves 


MOTORS-— Marathon Electric Mfg 
Corp., Wausau, Wisc., has issued a 
four-page bulletin giving cross refer 
ence between old and new NEMA 
ratings, both horsepower and dimen 
sions. It covers current pricing for 
1/20 through 1,000 hp. motor sizes 
on the firm's frational and integral 
hp. motors 


VALVES—Hanna Engineering 
Works, Chicago, has issued a bul 
letin (no. 260) covering its new 
series of “Flo-Line” solenoid and 
master air valves. Units are illus 


trated and described. 


TRANSMISSION William | 
Brown, New York, has issued a 
catalog (no. 155) on its line of 
“Winsmith” speed reducers. Vari 
ous units are pictured and described 
and selection information is at 
ranged for easy reference 


TOOLS—Allan J. Coleman Co., 
Chicago, has issued a catalog cover 
ing its line of professional plumb 
ing accessories including flat stec! 
sewer rods, suction and force 
pumps, conduit and sewer rods, coi! 
wire closet cleaners, etc 


ADHESIVES—Flintkote Co., New 
York, has issued a four-page folde: 
(no. 46) discussing characteristi 
and advantages of water base adh« 
sives and protective coatings fot 
industrial insulations 





WORD IN 
QUALITY 


WORD IN 


wo ALWAYS! 


SULFLO NO. | 


For Hand Threading, Tap- 
ping and Brush On Jobs. 


“SULFLO"* OILS 


BALANCED FOR 


PIPE CUTTING 


*SULFLO—18 THE TRADE-MARK 


LAST PERFORMANCE 


For Machine Use—Lighter 
in density than No. |. Has 
same properties as No. |. 


SULFLO Machine-Kut 


ALL 


JOBS 


OF SULFLO, INC 


SULFLO NO. 2 


For Pipe Threading Machines and for the machining of high 
alloy steels. Machine-Kut is a sulphurized fluid type cutting 
oll, transparent on work 


Sulflo Products ore sold by selective Distributors 
(if you don’t know who your local SULFLO Distributor is, write 
us—we'll be glad to send you literature and put you in touch 
with him.) 








SULFLO, ING. cuizasern 4, 0. 5. 
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Starrett Has 
Kit for Dials 


L. S. Starrett Co., Athol, Mass.. 
has developed a kit containing a set 
of dial indicators. Furnished in a 
mahogany case, the cet contains 


three imdicators representative of 


the firms’ new “High Precision-Low 


Friction” line 


FITTINGS—Hose Accessones Co., 
Philadelphia, has issued an eight 
page bulletin (no. 110) desenbing 
Le-H 


httings for mining, tunneling, con- 


construction, 


and illustrating its air hose 


tracting, quarrying 
ind industry. Sizes, part numbers, 


weights, etc., are given 


Cx INVEYORS Colorado Fuel & 
Iron Corp., New York, has 
booklet detailing the 
selection of steel processing con 
veyor belts. The booklet discusses 


issued 


a 1l6-page 


the firm's “Wissco” line of belts, 
giving specifications and selection 


data 


VALVES—Cochrane Corp., Phila 
a publication 
describing its “Hydromatic” valve 
for control of demineralizers, Zeo- 


delphia, has issued 


dealkalizers, and 
Publication de- 


lite softeners, 
pressure filters 
scribes design features, operation, 


and advantages 


PUMPS—Goulds Pumps Inc., 
Seneca Falls, N. Y., ha 


no. 710.1) describing con 


issued a 
bulletin 
struction features, performance data, 
and specifications of its line of 
Close-Cupld” centrifugal pumps 
Text is supplemented by cutaway 
drawings, tables, and rating charts 





POWER TOOLS—De Walt, Inc., a 
Lancaster, Pa., has issued a 20-page 
booklet discussing the operations 

and uses of the firm's “Power Shop” 
machines. Included are descriptions 

of the various mechanical move 

ments of the radial arm type ma 

chine, operation photographs, and 

of various safety features. 


REFRACTORIFS—Electro Refrac 
tories & Abrasives Corp., Buffalo, 
N. Y., has introduced corrugated 
boxes and linings for the shipment 
of its crucibles weighing up to 135 
Ibs. The firm claims the new 
method eliminates untidy wood and 
sawdust packing 


CARBIDES—Firth Sterling, Inc., 
Pittsburgh, has issued a four-page 
bulletin discussing the sintered car 
bide “TXL” and its use in machin 
ing steel from finishing cuts to 
medium roughing stage of opera 
tions. 


PACKINGS—Crane Packing Co., 
Morton Grove, IIl., has issued a 12 
page brochure on its packagings 
manufactured of Du Pont “Teflon. 
Included in the text are data on 
properties, specifications, and de 
scriptions of fabricated products as 
well as operation and service data G A] YD ( . al Lp 
FITTINGS—Hose Accessories Co., ... is what they call AERO-SEAL Hose Clamps! 
Philadelphia, has issued an eight The new quick-attach JET or REGULAR win all 
page catalog (no. 18) covering its bouts with vibration, corrosion or competition 
“lei” | ; ame of These smooth, wide, stainless steel bands never 
a 1 hose couplings, Clamps, nip pinch or damage hose. The precision worm 
ples, valves, and manifolds for gear tightens with even pressure all around 
You get a tight seal thot stays put — won't 
snap open until you want to remove it. And 
it's re-usable over and over. Widest range of 
sizes for cars, trucks, tractors and industrial 
TORQUE TOOLS—P. A. Sturte uses. 
Insist on genuine AERO-SEALS —first choice 
" ' today as always. Make more money with the 
a 2nd edition of its Torque world’s finest quality hose clamps. 
Manual,” containing application 


Ilustrations, screw torque data, and y ~ 


other information on torquc prob 


various applications. ‘Types, sizes, 
and parts numbers are listed 


vant Cp., Addison, IIl., has issued 


bem s 


oro Seal 
Quik ATTACH 


PIPE—Aluminum Co. of America, 
Pittsburgh, has issued a booklet de 
scribing the application of the firm’s and AERO-SEAL REGULAR WORM GEAR HOSE CLAMPS 
aluminum tubular products in the 
oil industry. Installation, corrosion 
resistance, and other topics are dis 


cussed BREEZE CORPORATIONS, INC., 700 LIBERTY AVE., UNION, WN. J. 
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Baldor 


GRINDERS 


Give 


More to Ly ell! 


you 


EXTRA PROTECTION! Totally enclosed, 
splash proof motors shut out dust, grit, metal 
particles Can't clog—lost years longer! 
LUBRICATED FOR-LIFE, ball bearing 
motors Never need servicing! 
OYMAMICALLY BALANCED MOTORS! 
Smoother operation . ., less vibration! 
COMPLETE LINE! Grinders for every 
need. 4 HP to 3 HP, 6 to 12" individually 
balanced wheels Bench and pedestal types 
GUARANTEED! An outstanding 
performance record for over 35 years 

it pays to handle famous Baldor Grinders! 
Lower priced longer lasting! Write for 
Bulletin 321 M4 on complete line 


BALDOR ELECTRIC CO. 


4364 Duncan Ave. + Ht. Levis 10, Me. 


Threugh Sacks of Drills 


Sell 0 to industrial plants, heard 

ware stores, stock rooms. The en 

tire stock of drille con be seen 

et @ glene. C with 

rounded id dozens of 

drills, Huet’s built-in 7 
system does away way with 3 cost sheets 

4” long. 

" ouk over steel. 

sere for: Fractional, number 

letter drills, Write for catalog 

pages 
HUOT te preneeneed “HEW.-OT" 


HUOT MANUFACTURING CO 


Si Re. Wheeter 


St. Paul 4, Mine. 





How You Can Use Census of Manufactures 





In the Census of Manufacture 
data are collected from each manu 
facturing estalishment in the United 
States. The data are analyzed and 
published in a 
reports (see editorial “There's Gold 
in Them Thar Hills,” page 81). The 
data are organized around 450 in 
dividual 
groups and 20 broad major groups 
within manufacturing—all on the 
Standard Industrial 
Data are also 
shown for states, metropolitan area 


wide seri of 


industries, 150 industry 


basis of the 
Classification system 


and counties 

Eventually, ali the reports will be 
brought together and published in 
three or four large volumes. For the 
time being and in the interest of 
speed in making the data available, a 
reports are being 


wide range of 


released in preliminary mimco 


graphed form—not all reports for all 
industries and for all states are avail 
able vet. The cost of the Censu 
is borne by Congressional appropria 
tions (paid for by taxes) and there 
is only a nominal charge for each 
report—10, 15 or 20 cents 


There are three broad classes of 
reports 
1. General or summary statistic: 
for the United States 
by industry group and indu 
try (this is the report that 
information on 


establish 


contains 
total number of 
ments, etc 
by state 
State releases with county and 
metropolitan area break 
downs showing 
establishments 
employees and payroll 
value added, etc 
—industry and industry group 
data for the state and metro 
politan areas (the release: 
for Florida, for Connecticut 
and for Oregon supplied the 
data used in the editorial 
relative to these states 
covering 


Industry _ releases 


some 450 industries and 
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groups showing for each 

separately 

establishments 

employees and payrolls 

value added, etc. 

location by state and region 
[he enormous amount of data 
with all the possibilities for cross 
reference pose a terrific problem in 
describing the sort of data that may 
be desired for a particular problem 

Call or 


Service office for help For lox al 


write the nearest Field 


telephone listings, consult section 
devoted to U.S. Government. The 
in each office 


pre e, 


business consultant” 
in tell you what is available, 
etc. Or write Bureau of the Census, 
U.S. Department of 
Washington, D. C 
The following is a list of the 32 
U.S. Department of 
Field Service offices 
\lbuquerque, N. Mexico 
321 Post Office Bldg 
\tlanta 23, Georgia 
0 Seventh Street, N.F 
Boston 9, Massachusetts 
U.S. Post Office and 
Courthouse Bldg 
Buftalo 3, New York 
Ellicott Street 
Charleston 4, South 
Area 2 
Sergeant Jasper Bldg 
Cheyenne, Wyoming 
07 Federal Office Bldg 
Chicago 6, Illinois 
226 W Jac kson Blvd 
Cincinnati 2, Ohio 
442 U.S. Post Office and 
Courthouse 
Cleveland 14, Ohio 
1100 Chester Avenue 
Dallas 2, Texas 
1114 ~ fommerce Street 
Denver 2, Colorado 
142 New Customhouse 
Detroit 26, Michigan 
230 W. Fort Street 
Houston 2, Texas 
430 Lamar Avenue 
Jacksonville 1, Florida 
(Continued on page 196) 


(Commerce, 


Commerce 


Carolina 





ALKER- 


You can sell more Walker-Turner 
“Light-Heavyweight” Tools this way... 


Here’s a fine 

NEW product 

that your 

customers need ...... 


with plenty of 
convincing features 
that you can 
demonstrate ......... 


to a really 
big market ........+. 
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Walker-Turner “Light-Heavyweight” 
16” variable speed Band Saw 
3300 Series 


A turn of a wheel varies speed from 
50 to 4500 sfm — while saw is run- 
ning. No time wasted changing belts 
or pulleys. 

Speed changes in stepless, smooth 
variation. 

Correct speed instantly available — 
no settling for wrong speeds because 
belt and pulley changes are too 
much trouble 
Cuts anything — 
plastics. 


metals, woods, 


Both metal working and woodworking 
plants — especially those handling wide, 
thick work — are fine prospects he this 
“LIGHT-HEAVYWEIGHT’ Band Saw 
You can make a real talking point of the 


Much safer operation — no need to 
expose belts and pulleys 

Available with rugged, rapid blade 
welder and power feed, if desired. 
BIG capacity for big work — full 
16” blade to frame; 8” under upper 
guide 


Also available in single-speed model 
—~ 3515 sim for wood, some non- 
ferrous metals, plastics 


big capacity, both from blade to frame, 
and from table to upper guide. Any plant 
will appreciate the safety features in the 
variable speed mechanism, as well as the 
fact that it saves time 


If you're selling Walker-Turner “Liont-neavyweiont” Tools now, 
ask your W-T representative for special sales helps, he's there to 
help you make more sales. If you're not now a Walker-Turner 
Distributor, we'll be glad to tell you if a W-T distributorship is 


available in your locality 


DRILL PRESSES, HAND AND POWER PEED — AIR FEED DRILL PRESS ATTACHMENT 


RADIAL DRILLS -—— WOOD AND METAL CUTTING BAND SAWS 
RADIAL SAWS —— JIG SAWS — CUT-OFF SAWS — LATHES 
JOINTERS — BELT AND DISC SURFACERS —- FLEXIBLE SHAFT 


TILTING ARBOR SAWS 
~~ SPINDLE SHAPERS 
MACHINES 





-- 


~ See how 


i 7 PACKAGING An extensive redesign of 
Graton & Knight packages for belting, cements, and 


; dressings has resulted in easier product identifica 
e* RATO N tion. G & K colors, orange and black, create a 
strong family resemblance between items . aid 

A | D distributors in filling orders, taking inventory 


KNIGHT 


~ 
~ 


x — ——— 


helps 
distributors 


4 TRADE PAPER ADVERTISING AND SALES 
LITERATURE Graton & Knight advertising is 
slanted to help the distributor with his sales job by 


carrying sales messages to his prospects ond cus 


tomers on a regular basis. Advertising reprints and 
a ae related soles literature on G & K industrial leather 


products are widely used, too, by distributors. 


FACTORY 


MANAGEMENT AND MAINTENANCE 








2 TRADE EXHIBITS Graton & Knight exhibits 
leather belting, mechanical packings and textile 
leathers at a number of trade shows to stimulate 
product interest, Reference to a distributor or dis- 
tributors in the prospect's area is always made, and 
appropriate literature is passed out to remind the 
visitor of the advantages of G & K industrial leathers, 


5 DAVID S. WILLIAMS, PRESIDENT of this 105- 
year-old company, says: ‘Factory is one of the key 
publications for our industrial advertising. Our in- 
terest is in production equipment requiring trans- 
mission belting, mechanical packings and other 
industrial leather products. We have a highly 
important story for both the O.E.M. and maintenance 
groups. Factory gets that story to the plant operating 
men... Our most important prospects in many cases.” 


3 CLOSE DISTRIBUTOR COOPERATION 
Service, the keynote to Graton & Knight sales policy 
is exemplified by close collaboration with distrib 
utors. Shown discussing sales program: G & K Sales 
Manager John Henrikson and Mr. Bertram Durell 
Treasurer of Brierly Lombard & Co 


6 FACTORY is read by far more Plant Operat 
ing Men in the manufacturing industries than is any 
other businesspaper. That's one reason you get val 
vable soles assistance when the products you handle 
are advertised in FACTORY 








ate 
@ A McGRAW-HILL PUBLICATION ARP 


330 WEST 42ND STREET, NEW YORK 36, N. Y. 











You helped us build 
this ¢ uldiug | 











AND YOU'LL BENEFIT FROM ITS IN- 
CREASED EFFICIENCY AND CAPACITY 
FOR PRODUCTION 


Your remarkable sales of Raw! products made this 
new plant possible. It replaces our outgrown 
facilities. 


Of course, we made sure you earned a good profit 
on our products as you sold them. 


We made a profit too—and we're plowing part of 
it back into this new plant to give you still better 
service, better products and more of them—-so that 
you can earn even more in the future. 


a 2 4 


President 


THE 
| RAWLPLUG Co., Inc. 


Box 406K, New Rochelle, WN. Y. 
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311 W. Monroe Street 
Kansas City 6, Missouri 
911 Walnut Street 
Los Angeles 15, California 
1031 S. Broadway 
Memphis 3, Tennessee 
22 North Front Street 
Miami 32, Florida 
300 N. E. First Avenue 
Minneapolis 2, Minnesota 
2nd Avenue Seuth and 
3rd Street 
New Orleans 12, Louisiana 
333 St. Charles Avenue 
New York 17, New York 
110 E. 45th Street 
Philadelphia 7, Pennsylvania 
1015 Chestnut Street 
Phoenix, Arizona 
137 N. Second Avenuc 
Pittsburgh 22, 
107 Sixth Street 
Portland 4, Oregon 
520 S. W. Morrison Street 
Reno, Nevada 
1479 Wells Avenue 
Richmond 19, Virginia 
1103 EK. Main Street 
St. Louis |, Missouri 
1114 Market Street 
Salt Lake City 1, Utah 
222 S. W. Temple Street 
San Francisco 11, California 
555 Battery Street 
Savannah, Georgia 
125-29 Bull Street 
Seattle 4, Washington 
909 First Avenue 


Pennsylvania 





The Buyer Looks 
at Business 


Composite opinion of purchasing 
agents who comprise the N.A.P.A 
Business Survey Committee 





Reduced Pace 


The 
purchasing executives for June con 
the pace of the 
national last 
report 


business survey reports of 


firm reduced 


economy, indicated 


month. Although the 21% 











ing lower production in June is the 
same percentage as in May, there 
are 20% who say production is 
better, compared with 28% last 
month, and 59% report no change 
in this category, whereas 51% so 
reported a month ago. An improve 
ment in new orders is shown by only 
25%, compared with 33% in May, 
while 28% reported reduced orders 
in June, against 26% a month ago 
No change in new orders received is 
listed by 47%, with 41% so report 
ing ur May 

Commodity prices continue to 
ease, and inventories are being 
worked down gradually. Employ 
ment is down again due to layofts 
ind reduced working time On 
production items, there is a shorten 
ing of ordering lead time, while 
MRO and capital goods show littk 
change 

The answers to the June special 
question, on whether the current 
rising total of expenditures on im 
dustrial plant and equipment would 
continue, or level off, in the second 
half of 1956, were somewhat incon 
lusive. Most of those answering 
the question expressed some anxiety 
over the short-term business outlook, 
but expected improvement prior 
to and through the fourth quarter 
of the year. There were 46% who 
reported that their expenditures 
would continue, and 54% reported 
that they would level off 


33% List Higher Prices 


\ continuation of casing of price 
is indicated in the June reports ot 
committee members, with only 33% 
listing higher prices, compared with 
61% a month ago. In June, 10% 
show lower price where 5% so 
reported in May. ‘There were 57% 
reporting prices the same, whereas 
34% so reported last month. Ade 
quate coverage of essential require 
ments, for the present busine level 
ippears to be reducing the buying 


volume 


Reduction in Unworked Stocks 


The June reports of the commit 
tee members reflect a further redu 
tion in inventories, especially un 
worked stock \ reported last 























edge 


if you want more 
reamer sales and profits, 
write for the 

L&I story today. 


LAVALLEE & IDE, INC 
CHICOPEE, MASS 
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HOSE COUPLING SYSTEM 





Now, right in your own shop, you can attach “Holedall” 


Couplings to any type of industrial hose...to meet your 


customers’ requirements for coupled hose promptly, and 


with the assurance that you are furnishing the strongest, 


safest couplings for every type of service. 
The “Mulcoram” ... the hydraulic press for making the coup- 
ling attachment...is small, compact and inexpensive. It is 


easy to operate, either manually or by power. 





The “HOLEDALL” 
HOSE COUPLING 


Attached quickly and easily by the hydrav- 
lically-operated “Mulcoram”, this unique 
coupling is there to stay ... virtually molded 
to the hore by a multiple gripping orrange-, 
ment illustrated in the cross-section view, 
above. This super-strong application of hose 
to coupling precludes the possibility of the 
coupling pulling or blowing out of the hose, 
even under highest pressures. Furthermore, 
it is not necessary to alter the hose in any 
way before making the attochment. .no 
buffing or cutting of the cover. 








With the “Mulcoram” and “Hole- 
dali” Couplings, you can quickly 
supply complete hydraulic hose 
assemblies, using wire, rayon or 
cotton braid hose; or you can 
furnish wrapped ply and rubber 
or cotton covered hose with coup- 
lings attached. Never before hos 
such a practical, economical meth- 
od, or such assurance of customer 
satisfaction with the couplings sup 
plied, been available. It will poy 
you to get oll the details. 


* 
WRITE FOR BOOKLET 


Completely illustrated, it describes the 
revolutionary MULCONROY HOSE 
COUPLING SYSTEM and how quickly, 
easly ond economicelly it con be 
opercted...in your own shop, with- 
out skilled labor ...to provide coupled 
hose of any description, with coup- 
lings thet can't come off ond which 
octvally prolong the life of the hose 
by protecting it against the effects of 
continvous flexing af connecting points. 
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month, the accumulation of goods 
against market uncertainties is di 
minishing. There were 31% with 
higher inventories in June; 50% said 
no change, and 19% reported less 
carry-over than in May. 


Employment Still Down 


Continuing last month's report of 
declines in the number of persons 


on pay rolls, 22% say they have 
fewer this month [he number 


reporting their rolls the same in 
creased t@ 64% from May's 58% 
Those indicating greater emp!o, 
ment dropped to 14%, the smallest 
number since March of 1954. Most 
were optimistic, however, feeling 
that employment would pick up 
again later in the summer, witi 
brighter prospects for the rest of the 
year 


Increase in 30-Day Range 


An imcrease from 22% in May, 
to 27% in June, of those buying in 
the 30-day range on production 
materials is noted this month. A 
corresponding drop from 39% to 
32%, is reported in the 60-day rang: 
Chose indicating lead time of more 
than 60 days remained the sam 
while the hand-to-mouth buyers in 
creased to 5% 

On MRO supplies, the majority 
continue to buy in the 30- to 90 
day range. The percentages reported 
are: Hand-to-mouth—16%, 30 days 

39%, 60 days—26%, 90 days 
19%, 120 days and over—1% 

Capital expenditure purchases, as 
expected, stay predominantly in the 
120 days and over category, with 
62% so reporting. The next largest 
grouping is in the 90-day range, with 
17%. There are 12% reporting 
60 days’ lead time, with 2% report 
ing 30 days and 7% are on a hand 
to-mouth basis. 


Specific Commodity Changes 


Price advances reported by com 
mittee members this month can best 
be categorized as weak. 

On the up side are: aluminum, 
some steel items, phenol, alcohol, 
paper, meats, lumber, gasoline, and 
electrical equipment. 

On the down side are: brass, cop 














per, copper scrap, steel scrap, mer 
cury, ammonia, waste paper, rubber, 
vegetable oils, including linseed oil. 

In short supply are: aluminum, 
some copper products, nickel, steel 
(structural, alloy, plate, pipe, stain 
less, sheets and shapes), and monel 





NEW LINES 
taken on by 
DISTRIBUTORS 





Rust-Oleum Corp. has appointed 

the following distributors 

© Central Hardware Co 
St. Louis, Mo 

© Hart Supply Co 
Oshkosh, Wis 

¢ Hart Supply Co.—Branch 
Fond du Lac, Wis 

¢ Industrial Supply Co 
Hazelton, Pa 

© Kelly Supply Co 
Breckenridge, Tex 

¢ Krentzman Supply Co 
Lewistown, Pa 

eD. S. Milne Co 
Fairmont, Minn 

¢ Stambaugh Supply 
Youngstown, Ohio 

© Utility & Industrial Supply Co 
Greenville, Ky 


J. M. Tull Metal & Supply Co., 
Atlanta, is a new distributor for 
Parker Appliance Co.'s line of 
tube and hose fittings and tube 
fabricating tools 


The Cameron & Barkley Co. Jack 
sonville, Fla., has been named a 
distributor for 

© Durable Mfg. Co 
© The Airetool Mfg. Co 


The Hajoca Corp.'s Lehigh, Hazel 
ton and Lewistown branches have 
been appointed to handle indus 
trial products line of Henry Dis 
ston Division, H. K. Porter Co 


The Edward D. Maltby Co., Los 
Angeles, is a new Morse Chain 















Easy to Sell... This Nearest Thing 


to Pipe Threading by Machine 





STOO 65R 


<a your customers 





Ready for work fast — you set 65R to pipe or con- 
duit size in 10 seconds . . . self-contained 1’’,14 ", 
14", 2’ high-speed steel dies. Self-centering works 
holder sets to size instantly 

Ne mistakes — automatic kick-out prevents jam- 
ming when standard thread is cut. Workholder 
setting is mistake-proof. 


Beautiful threads — perfectly threaded factory test 
sample in your new 65R proves it! 


For easy sales, 
fast turnover 
and profit, 
stock and sell 
RIGID 65k 
— order today | 





The Ridge Tool Company, Elyria, Ohio, U. S. A. 
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Woodings-Verona tools in- 
clude, in addition to the above, 
sledges, adzes, hammers, chisels, 
wrenches, mauls, punches and 


Shown above ore some of the more widely used Woodings- Verona Tools 





WOODINGS-VERONA 
TOOLS 


salable items—widely used 





other items that are in steady 
demand by industrial and rail- 
road buyers, Highest quality— 
well designed and made. 
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Co. distributor and will also han- 
dle Eberhardt-Denver speed _re- 
ducers, gearmotors and miter 
boxes. 


Rudel Machinery Co., N. Y., has 
been named a distributor for Nor 
ton Co.'s precision grinding and 
lapping machinery in eastern New 
York, northern New Jersey, Con 
necticut and western Massachu 
setts. 


Allis-Chalmers Mfg. Co. has added 
the following distributors: 
¢ The McGowan Electric Supply 
Co. 
Tallahassee, Fla. 
( transformers ) 
© Philips & Co. 
Columbia, Mo. 
(motors, transformers and 
pumps ) 
© The S & M Supply Co. 
Grand Junction, Colo. 
(motors, transformers and 
controls ). 


Jarvis Supply Co., Inc., Denver, is 
now a Wesson Co. distributor for 
Colorado. 


Industrial Supplies, Inc., Birming 
ham, has been named a distribu 
tor for the Republic Rubber Di 
vision, Lee Rubber & Tire Corp. 


The S. B. Hubbard Co., Jacksonville, 
Fla., has been appointed a dis 
tributor for Goodyear Tire & Rub 
ber Co.’s industrial rubber prod 
ucts 


Baldwin Asbestos Products Co., 
Charleston, W. Va., is handling 
the Johns-Mansville line. 


Standard Industrial Supply Co., 
Inc., Springfield, Mass., has taken 
on the following lines: 

@ Norton Co. 
Beaver Tool & 
Corp. 


Engineering 


Miller Industrial Supply Co., De 
catur, Ill, has been appointed a 
distributor of Bay State Tap & 
Die Co. products in the Decatur 
area, 




















OIC Distributors! 





Hardened, 


Honed Seats 
for tough 


throttling 
service 


Fig. No. 558, bronze globe valve, 200 ibs. WSP, @ 550°F., 400 ibs. WOG, non-shock 


A plug-disc and seat so hard they can 
crush scale between them and still close 
tight. A stem that absolutely will not 
gall or seize. The combination is in a 














rugged bronze valve designed for tough 
throttling service ...the OIC 558! 

Both plug-disc and seat are stainless 
steel, heat-treated to more than 500 
Brinell hardness. Their seating surfaces 
are ground and honed to an accurate, 
smooth, bearing finish. The stem is OI¢ 
alloy-40, a stardy bronze which won't 
gall or seize. 


ALVES 
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This advertisement is helping you sell Fig. 558 
Bronze Globe Valves in your trading area now! 





THE OHIO INJECTOR COMPANY + WADSWORTH, OHIO 


FORGED & CAST STEEL, BRONZE & IRON, 
LUBRICATED PLUG VALVES 











Remember, in throttling service a 
valve’s stem, plug-disc and seat must 
withstand the most abusive wear. Rely 
on the toughness designed into this 
OIC line to give you extra-long service. 
Specify the modern 558 where you need 
bronze globe valves for throttling 

Write for Form No. 1001 which de- 
scribes this valve along with the entire 
OIC $00 line, including composition 
disc and spherical disc globes, angles 
and check valves. 


Call your OIC Distributor. 


DAVIS 


VALVE PECIALTIES 
FOR STEAM, 
AIR 

OR GAS 


Davis offers a complete line of valve 
specialties including relief valves, alti- 
tude valves, pump governors, pressure 


regulators and emergency valves. No 
matter what the control problem, 
there's a Davis specialty product to 
meet the need. Contact Davis today 
for precision control valves. 


SOLENOID VALVE 
Heavy duty, dur- 
able valve t will 
handle the toughest 
a For viscous 
uids, resins, syt- 
ups, varnishes as 
od de. Gested at eeniog, on" 
4a + ’ - » OR- 

— , renewable disc, v 4 ; 

manual o ‘ation. 

Too p » AC. or D.C. 

for Bulletin " 


Beodt Suech 


A valve for many 
different services, 
simple in con- 
, aecu- 
rate in opera- 
tion, Single 
seat, pilot 
stem. Tight closing, no water hammer, 
non-sticking. No internal packing. 
Sizes '4" to 12°. Brass or semi-steel 
jes, pressures to 125 lbs. hydraulic. 
Send for Bulletin 1018. 


Ne, 1640 
oat sO 
moat x 
For handling 
volatile or 
flammable fluids. 
kless, thanks 

- unit (see below). 
Sealed, flexible joint, minimum main- 
tenance, higher sensitivity, leas fric 
tion. tes control valves from ‘4 
to 8”. t sizes 6", 8” or 10". Pres- 
gures to 250 pai. Temperatures to 
300° Fo Write fer Bulletin. 


Davis 
DIA-BALL 
TRANSMISSION 
unit 


Packless diaphragm ball transmission 
arm for Davis level controls, float 
boxes and lever units. Patented, leak- 
construction. Eliminates fric- 
jon, accurate transmission, mini- 
mizes maintenance due to, pecking. 
less hazardous for flamma flu 
because of leakproof feature. 
Write for details. 


2544 Se. Washtenaw * 








1931 From the Files 1946 





25 YEARS AGO 


Ralph M. Gattshall of Republi: 
Rubber Co. was appointed execu 
tive manager of the Joint Mer 
chandising Committee. 


“What the P. A. Expects of a Sales 
man” was the title of an article by 
W. J. Cavanaugh, purchasing 
agent of The American Pulley Co 
“The young salesman,” said Mr 
Cavanaugh, “studies me as a 
problem. What are my hobbies? 
Will my eyes kindle with interest 
at the mention of family, golf, or 
the latest newspaper scandal? The 
psychological study becomes so 
complicated that he forgets I may 
possibly like to talk with a man 
having a wide knowledge of in 
dustrial supplies and their appli 
cation.” 


Burhans & Black, Inc., Syracuse, 
N. Y., acquired control of Buffalo 
Wholesale Hardware Co 


A current Inpusraiat Distrisutrion 
survey showed distributors were 
selling 45% of all mechanical rub 
ber goods manufactured, and 81% 
of the houses with the line han- 
died it on an exclusive territory 
basis. 


W. S, Babson was named president 
of Consolidated Supply Co., Port 
land, Ore. 


Hudson Brass Works purchased 
American Valve Co. 


The Electric Hoist Manufacturers 
Association reported unit sales for 
the past month down 30%. 


Smith-Courtney Co., Richmond, 
Va., reported that volume of 8 of 
its 10 “Blue Ribbon” lines in 
1930 had equalled or exceeded the 
1929 sales peaks. Some years 
before, the management selected 
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the 10 lines for special attention, 
setting aside one month a year to 
promote each 


The Black & Decker Mfg. Co. won 
the Baltimore Safety Council’s 
award. 


All lines in all territories showed a 
decrease over the corresponding 
month of 1930, according to IN 
pusraiAL Diusrripution’s sales 
survcy. 


10 YEARS AGO 


After 25 days without OPA, Presi 
dent Truman signed a second- 
round, compromise bill extending 
price controls until June 30, 1947. 


Industrial building contracts for the 
last half of 1945 and first half of 
1946 more than equalled the total 
for all three of the immediate 
postwar years. Most of this 
tremendous expansion was in the 
Midwest, Southwest and Far 
West. 


H. N. Crowder, Jr., Co., Allentown, 
Pa., a8 a promotion gesture, put a 
sign over its reception desk urging 
customers to take an attended 
tour of the stockroom while wait 


ing 


Briggs'Weaver Machinery Co. cele 
brated its 50th anniversary 


Bobby Grant, of R. M. Grant Tool 
Supply Co., Hartford, again suc- 
cessfully defended his title as 
Connecticut State Amateur Golf 
Champion. 


Boyer Campbell Co., Detroit, reor 
ganized its will-call department to 
guarantee half-hour service from 
the phone call to the time 
material was ready for pickup. 


Robert R. Wason, president of 
Manning, Maxwell & Moore and 





‘ee? 
: 


- 
oe 


ay DmSSTON MAKES NEWS... 


NEW...AND BIGGER PROFIT MARGINS 
NEW...AND MORE USEFUL PACKAGE 


NEW...AND MORE EASILY-READ ETCH 






WOOD CUTTING 
CIRCULAR SAWS ¥ 


- 






4 
Os hed 


ASK YOUR DISSTON REPRESENTATIVE FOR FULL DETAILS 


Henry DISSTON DIVISION 
H.K. PORTER COMPANY, INC. 


323 Tacony, Philadeiphia 36, Pa. 


DISSTON BRANCH WAREHOUSES: Charlore, N C 490! Highland Ave Tel. Express 
9-7325 @ Chicago, Ill. 1100 W. Washington Blvd. Tel.: Chesapeake 35-3770 @ Los Angeles, 
Cal. 403 E. Washington Blvd. Tel: Richmond 7-5621 @ Seattle, Wash. 1555-65 Fourth 
Ave., S. Tel.: Elliot 8040 @ Toronto, Canada. 2-20 Fraser Ave. Tel.: Lakeside 1149 


INDUSTRIAL DISTRIBUTION ©* AUGUST, 1956 203 








ee | M Spring-Wing’’ 
PLUS 
VALUES TOGGLE BOLTS 


OFF 


5 different head styles to suit the job 





threads * ¢ heads assembled 
factory 5 to bolts —- ready 
fested . ¢ to use 


zine plated 
rust-proof 


King size 
os well os 
reqgvuler wings 


Paine's spring- 
wing action 


never fails 99 sizes — types 


EASY TO USE 
DO THE JOB RIGHT 
SAVE TIME AND LABOR. 


sce PAINE'S 
THE PAINE COMPANY, 17 Westgate Road, Addison, Illinois 












Sell ONE Grinder to 
Sharpen ALL Drills... 


@ 90° to 140° included Angle 
@ Ve" to 22" Diameter 

@ 2-3-4 Flutes 

@ Without Chucks or Collets 







STERLING 
Model “DV” Write for complete details and 
Variable Angle information on selective dealerships. 


DRILL GRINDER 


Sell MORE Tool and 
Cutter Grinding Capacity 
at LESS Cost 


Sterling Model “RK-2" provides more 
capacity at half the cost of a Universal 
Grinder. Write for details. 


McDONOUGH MFC. CO. 


1510 GALLOWAY «© EAU CLAIRE, WISCONSIN 
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10 Years Ago (Cont'd) 





also president of the National 
Association of Manufacturers 
charged the Federal Government 
with responsibility for losing 100 
million man hours in strikes since 
V-] day. He said walkouts would 
have been avoided if the OPA had 
allowed price adjustments 


Proudly showing off new oY modern 
ized quarters were Schultz & 
Anderson Co., Newark, N. J; The 
Queen City Supply Co., Cincin 
nati; Pecaut Machinery & Supply 
Co., Sioux City, lowa, and Whit 
cher Machinery Co., Aberdeen 
Wash 


Steel production was currently at 


BY. of « apac ify 


Corbin Supply Co., Macon, Ga 
remodelled its headquarters and 
added three veterans to its group 


of sales trainees 


|. S. Zahniser purchased Haverstick 
& Co., Rochester, N. Y., from 
l'rank Haverstick, the founder 


eugene Mill Supply Co., Eugen 


Ore., moved to larger quarters 


Cincinnati Tool Co. acquired the 
lamp line of F.C. Stearns & Co 


Charles A. Gage became general 
manager of Belknap Hardware & 
Mig. Co., Louisville, Ky 


When the Portland, Or Police 
Bureau found that the budget for 
its new headquarters building did 
not include enough money for a 
new flag and pole, S. F. Wood 
bury, of Woodbury & Co., pre 
ented the police with a 44-ft. flag 
pole and two Star and Stripe 
Woodbury's office was across the 
street, and Mr. Woodbury said 
he thought the city should not 
have to wait for another budg 
appropriation to fly the national 
flag 


Industries Supply Co., San Diego 
was completing a new building 

















Tops for Taps... 
i's a 


Jacobs 


« 
’ 
e 
ae 
a 
° 
g CHUCK 
e 
e 
oe 
aa 
° 








Jacobs and your industrial supply distributor are 
ready to deliver the chucks you need and the serv- 
ice you deserve. First in chucks ... first in service. 


THE JACOBS MANUFACTURING COMPANY » WEST HARTFORD, CONN, 


o 


<~ <> 
tL i 
\ 





The Jacobs Model 91 The Jacobs Rubber The Jacobs Model 96 The Jecobs Boll Bear The Jacobs Ploin Bear The Jocobs Impoct Key 
Spindle Nose Collet Flex™ Tap Chutk for Collet Chuck for grind ing Super Chuck for ing Chuck for drill less Chuck especially 
Chuck for tool room topping heads ond im- ing machines, millers heevy duty end pre presses, portable elec designed tor the ai 
ond engine lathes pact tools ond jg borers cision industrial use tric ond oir tools croft industry 














PERFECT SEAL 


HOT PORGED from solid, 
rectangular steel bars, de- 
signed and produced for 
dependable, long-life service 
under the severest piping 
conditions! 


A TYPE FOR EVERY USE! 
FOR ALL PRESSURES 
FOR ALL TEMPERATURE! 





Standard & Double) 
Extra Heavy 


Available with 
screwed or socket 
weld ends. 3000- 
Ib, sizes V4" to 3”; 


6000-lb. sizes w 








to 2”, 








4000-lb, and 6000- 
Ib. service. 














(aut & FEMALE 
UNIONS 


With steel-to-steel, 
bronze-to-steel, stain- 
less steel-to-steel of 
orifice seats, 3000-Ib. 
‘einen only, 











(FULL STAINLESS & 
FULL ALLOY 
STEEL UNIONS 


With screwed or 
socket weld ends. 
3000-Ib. and 8000-Ib. 
service. 


~ 








a 





WRITE FOR CATALOG 56 


Shewing the complete Cotewisse 
Perfect Seal Products 


CATAWISSA VALVE & 
FITTINGS COMPANY 
360 MILL ST. - CATAWISSA, PA. 


| 


With screwed or 
socket weld ends. 


line of | 








Obituaries 





Paul C. Nicholson 


Paul C. Nicholson, 
Nicholson File Co. 


Paul C. Nicholson, chairman of 
the board of Nicholson File Co., 
died at his home on June 28 

Mr. Nicholson joined the firm in 
1911, following graduation from 
Yale university. He was elected a 
director in 1912, vice president in 
1913 and also treasurer in 1915 

In 1939, Mr. Nicholson became 
president and general manager 
Upon his election as chairman of the 
board in 1952, he was succeeded as 
president by his Paul C 
Nicholson, Jr 

Mr. Nicholson represented the 
third of four generations of his 
family, in direct succession, to 
Ac tively manage the company 


son, 


Walter J. Antener, 
Walker-Turner Division 


Walter J. Antener, 49, advertising 
and sales promotion manager for the 
Walker-Turner Division of the 
Rockwell Mfg. Co., died unex 
pectedly July 1 in the Perth Amboy 
General Hospital, N. J., after being 
stricken while at the Raritan Yacht 
Club. 

Mr. Antener is survived by his 
wife, Catherine; a daughter, Cathy; 
a stepson, James Lockie; a sister, 
Mrs. Vera Feddeler; and a brother, 
John. 


Arthur A. Williams, 
Graton & Knight 


Arthur A. Williams, 78, chairman 
of the board of the Graton & Knight 
Co., died June 9 at his home in 
North Grafton, Mass 

He joined the firm in 1937 and 
became a director the following year 
He was elected chairman of th« 
board in 1942 and president in 1944 
David S. Williams, 
ceeded him as president in 1952 

Mr. Williams was among the first 
to develop a safety shoe and founded 
the Safety First Shoe Co. and Good 
Will Shoe Co. 
medal by the National Association 
of Manufacturers for his contribu 
tions to the shoe industry with his 
invention of safety footwear. 

Always interested in projects for 
youngsters, he organized three play 
grounds, maintaining trained super 
visors at each of them. He helped 
support boys’ schools and the work 
of the Boston Salvation Army. He 
was a member of the board of the 
Cardigan Mountain School for boys 
at Canaan, N. H. 

Mr. Williams leaves his wife, Car 
oline; a daughter, Mrs. Ruth Good 
now; three sons, David, Arthur A.., 
Jr., and William; two brothers Harry 
H. Williams and Walter B. Wi! 


liams; and nine grandchildren 


his son, suc 


He was awarded a 


Arthur A. Williams 
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Edward J. Pflanz 


Edward J. Pflanz, 
Briggs-Weaver Machinery Co. 

Edward J. Pflanz, vice president in 
charge of sales for Briggs-Weaver 
Machinery Co., Dallas, died on June 
20 after a short iliness 

Mr. Pflanz joined Briggs-Weaver 
in 1935 as a salesman in the Fort 
Worth and west Texas territory and 
became sales manager in 1946, vice 
president and assistant manager in 
1953 and vice president in charge of 
sales in 1954 

He was active in the Cotton Gin 
ners Association and Cottonseed 
Crusher Association, as well as the 
Sales Executive Club and held 


offices in all of these associations 


Harold D. North. 

Ferry Cap & Set Serew Co. 
Harold D. North, 72, chairman of 

the board and former president of 

the Ferry Cap & Set Screw Co., 


died suddenly on June 25 


Mr. North joined the firm in 1907, 





Harold D. North 











if you 













WIRECO 


has 22 warehouses 
to insure immediate 
delivery! 


Don’t let back-orders and “‘out- 
of-stock” help your competitor 

to the sale. Wireco’s prompt de- 
livery policy backed up with ex- 
cellent warehouse facilities, will 
insure future wire rope profits 
for you! 

Call or write Wireco today. 
Get acquainted with the 
strongest names in wire 

rope—Brown Strand 

and Wireco. 















WIRE ROPE CORPORATION OF AMERICA 
Saint Joseph, Missouri 
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announces... 


New U-W 


Galle] Clip 


certifies quality, 
strength, safety 


HE new U-W GOLDCLIP line is gold-chromate coated 
over galvanized—for extra protection—and for, your 
quick identification of top quality. ALL GOLDCLIPS are 
drop-forged from high grade forging steel . . . designed for 
the toughest heavy duty service. 
Specify GOLDCLIP . . . engineered for safety. Available in 
stock in 4" through 14” sizes. 


THE UPSON-WALTON COMPANY 


12500 ELMWOOD AVENUE @ CLEVELAND 11, OHIO 
NEW YORK ° CHICAGO . PITTSBURGH 
MANUPACTURERS OF WIRE ROPE, ROPE PITTINGS, TACKLE BLOCKS + &STABLISHED 1871 
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one year after its organization by his 
father, W. C. North, and Thomas 
Ferry. He became president in 1931 
und last year resigned this position 
ind was elected chairman of the 
board 

Mr. North is survived by his wife, 
Josephine; two sons, Harold D., Jr., 
and William H.; and a daughter, 
Mrs. Robert B. Evans, Jr. William 
H. North is vice president and secre 
tary of the Ferry Cap & Set Screw 
Co 





Book Reviews 





DEVELOPING YOUR EXECU 
ITIVE SKILLS, by Auren Unis 
McGraw-Hill Book Co., 330 W 
42 St.. New York City. $4.50 


Ouite a passel of books has flowed 
from the presses in the last decade 
on this subject of “how to be an 
executive.” A few of these how-to 
do-it aids to executive success have 
been honestly meritorious because 
they have given the aspiring execu 
rive on olid basic philosophy 

By olid, basic philosophy” we 
mean the type of thinking which 
through the test of time and exper 
ence, can be brought to bear on a 
vast variety of problems 

We bring this up merely to high 
light our reservations about thi 
book 

For example, is it necessary to 
advise an embryonic executive (or 
even an executive trying to become 
a better executive) that he needs 
uninterrupted time, a comfortable 
chair, a desk or table, a pen or 
pencil, and a method” in order to 
plan? Anyone who has to be 
hand-led to these elementary prin 
ciples is, in our opinion, falling 
somewhat short of executive caliber. 

There are similar examples scat 
tered throughout the book that 
seem to get in the way of the 
main idea 

However, in fairness, we must say 
this book is no worse and, in some 
respects, is much better than most 
books dealing with this fashionable 
D.A.CM 


subject 








D-A-T-E+§ 
TO REMEMBER 





Sept. 23-29—National Electrical 
Contractors Association, conven 
tion and exposition, Sheraton- 
Palace Hotel, San Francisco. 


Sept. 25-28—Iron & Steel Exposi 
tion, Public Auditorium, Cleve- 
land. 


Oct. 7-10—National Hardware Con- 
vention, Atlantic City, N. J., 
jointly sponsored by Wholesale 
Hardware Association and Ameri 
can Hardware Manufacturers 
Association. 


Oct. 5-12—National Metal Exposi 
tion and Congress, Public Audito 
rium, Cleveland. 


Oct. 21-24—Protective Packaging & 
Materials Handling Exposition, 
Kiel Auditorium, St. Louis 


Oct. 23-25—Exposition, competition 
and short course, Society of In 
dustrial Packaging & Materials 
Handling Engineers, St. Louis. 


Oct. 25-26—Regional Meeting of the 
American Supply & Machinery 
Manufacturers’ Assn. and the 
National Industrial Distributors’ 
Association, William Penn Hotel, 
Pittsburgh. 


Oct. 25-26—American Society of 
Tool Engineers, semi-annual 
meeting. White Sulphur Springs, 
W. Va. 

Nov. 18-19—Central States Indus 
trial Distributors Association, 
annual convention, Edgewater 
Beach Hotel, Chicago 


1957 
Jan. 27-30—Annual Meeting of 
Associated Equipment Distribu 
tors, Conrad Hilton Hotel, Chi 
cago. 
June 18-20~Annual Triple Indus 
trial Supply Convention, San 


Francisco 


————————~—-—-—- 4 


KNOW-HOW 


to dress grinding wheels 
for greater production 











Desmond dressers lengthen life, increase 
production of all types of grinding 
wheels. Desmond Dresser Guide wall 
chart tells which model is best suited 
for each wheel. 


to use Desmond vises 
for better work 


Desmond-Simplex vises, built with steel 
slide, 360° swivel, replaceable jaw in- 
serts, non-pinch handle, and other extra 
features, supply the “third hand” in fac- 
tory, garage, machine shop, or home or 
farm shop. Thirteen models — including 
machinists’, sheet metal, hinged pipe, 
drill press and milling machine, and 
woodworkers’. 


THE ONLY COMPLETE LINE OF GRINDING WHEEL ORESSERS AND CUTTERS 


THE DESMOND-STEPHAN MFG. CO., URBANA, OHIO 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 


Your prospects will see this sales-build- 
ing advertisement in Mill & Factory, 
Foundry, Modern Machine Shop and 
other publications. Total circulation more 
then 250,000. For steady, repeat busi- 
ness—promote Desmond. 
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A. S. A. SIZES and TYPES 


of RELIANCE SPRING 
LOCK WASHERS 


Aggressive selling is not the only attribute an industrial dis- 
tributor needs to end up the year on the profit side of the ledger. 
A good choice of lines and an adequate supply of different items 
are two of the major factors in getting and keeping customers 
“in the fold”, 


And when it comes to lock washers, don’t overlook the import- 
‘ance of having access to a wide range of sizes and types to meet 
the many diflerent requirements of industrial customers. The 
Reliance line of lock washers numbers 116 American Standard 
Association sizes . . . and will fill almost every known bolted 
fastening need where tension is a must. In addition to the com- 
prehensive line, the Reliance service department is adequately 
staffed with experienced “lock washer men” to help you with 
application, specification and delivery problems. Write today for 
mere information about getting a franchise for distributing well- 
known, well-built, well-advertised Reliance Spring Lock Washers 
in your area. 


RELIANCE DIVISION 


® 550 CHARLES AVENUE MASSILLON Onic 
SALES OFFICES: NEW YORK CLEVELAND DETROIT 
CHICAGO ST. LOUIS SAN FRANCISCO MONTREAL. 
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NEWS 


(Starts on page 116) 





Willis S. Boice 


Assistant Sales Manager 
Named by Boice Crane 


Willis S. Boice has been named 
assistant sales manager by Boice 
Crane Co. and will work with the 
company's industrial supply distribu 
tors 

Mr. Boice had been production 
ind inventory control manager for 
the last three years. His father is 
one of the founders and a vice 


president of the firm 


Noble Joins Plumb 
As District Chief 


John S. Noble has joined Fayette 
R. Plumb, Inc., as district manager 
of the Ohio, Indiana, Michigan and 
western Kentucky territory 

He also will handle the lines 
manufactured by Plumb’s subsidiary 
companies, Delta File Works, In« 
and Graham Rotary File & Tool 
( orp 


Golden Aniversary 


Iig Electric Ventilating Co. cele 
brated its 50th anniversary with an 
open house attended by more than 
1,000. The visitors were greeted by 
Ilg executives and taken on a tour 
of the plant 





Persinger Supply 
Makes Staff Changes 


Persinger Supply Co., William 
son, W Va., has completed staff 
changes started last year 

E. A. Terry, former purchasing 
agent, is now general manager suc 
ceeding Arthur P. Persinger, who 
relinquished this post but continues 
as president. Ralph Yost succeeds 
Mr. Terry as purchasing agent. 

James M. Montgomery was 
named sales manager succeeding 
B. R. Williamson, who resigned: to 
manage a Western Auto Store at 
Bradenton, Fla 

Mr. Terry has been with the com 
pany since 1927 and Mr. Yost since 
1936. Mr. Montgomery was recently 
sales manager of Oury Supply Co., 
Welleston, Ohio. He worked for 
Persinger Supply from 1948-1950 
and later for Persingers, Inc. 
Charleston, W. Va., and Power Sup 
ply Co., an affiliate in Jackson, Ohio 


Magazine Cover Features 
Bolt Company President 


Oscar G Knapp, president and 
treasurer of Clark Bros. Bolt Co., 
was featured on the April cover of 
Connecticut Industry, Manufac 
turers’ Association of Connecticut 
publication 

Mr. Knapp is shown standing in 
the lobby of Clark Bros. Milldale 
plant. In the background is the 
complete front of the firm’s original 


building 


cap 


This photo of Oscar G. Knapp, presi 
dent of Clark Br Bolt Co., appeared 
on the Apnl cover of Connecticut 
Industr 


A NEW 
PRODUCTION TOOL 
FOR METAL CUT-OFF 


wc was MODEL 1000 


HORIZONTAL METAL CUTTING 
BAND SAW 


@ Here's the newest in the Wells quality line of metal cutting band 
saws—The Model 1000, a big capacity production machine 
modestly priced 

The structural rigidity necessary for better cutting and operation 
is provided by the rugged counterbalanced frame and guide beam 
and special heavy duty blade guides. The use of a 1” blade assures 
further accuracy and efficiency for your production cut-off operations 

Like other Welle saws, the Model 1000 features the exclusive Wells 
“constant load” blade tensioning device, four selective speeds, hydraulic 
frame check and optional wet cutting system 

Equipped with the Wells-O-Bar Feed Master, this saw easily con- 
verts to an automatic cut-off machine. See your Wells Distributor, or 
write for full details 


Capacity: Rounds 
Rectangular 


Extra Capacity (end cuts up to 74") 
Speeds : Selective, 7.9.m. 50, 100, 175, 275 
Motor Size “Ww 
Swivel Vise : te 45° 
SPECIFICATIONS Blede Size ; 1” = O35" = 11'-4* 
Height te top of bed 25" 
Width of bed 10%" 
Fleer Space . 24° « 72° 
Shipping Weight epgrentmetaly seeds 655 tbs, 


‘The Pioneers of Horizontal 


METAL CUTTING 
BAND SA ws 


WELLS MANUFACTURING CORPORAT! 
606 ADAMS STReel, THREE RIVERS MICHIGAN 
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Campbell Chain Co. Holds Sales Meeting 


THE TRADE CALLS 


DYKEM 
STEEL BLUE ~ 
. ~ 


fi yp — 
SPF sob i ae 


Looking 7% eM 
Dies and NEEL BLU 


Templates 


Present at recent Campbell Chain Co. sales meeting were: (left to right) front— 
M. H. Campbell, George J. Campbell, Jr, A. A. Hally, Howard D. Campbell, G. K 
Blum; back—John Kuhl, Kendall Steinmetz, R. R. Leighton, W. Joe Culbertson 
S. BD. Adsit, R. P. Leister, D. A. Ruffin, C. W. Sinclair, H. A. Ziegler, F. J 
Parsons, W. Stanley Martin, W. H. Hendricksen, A. Martin Lund, G. A. Garrett 
James L. Herbold, George J. Kohler, W. E. Elder, G. W. Ferree, D. R. Coutt 
N. Allen Pettit, Jr., and R. G. Gamble 





6-07. can fitted with 
soft-hair brush 


it at metal ' *s 
yout ins few minute | Webster Mfg. Carborundum Fills 


wey in sharp relief, | E rtisi > 
tr up in sharp relief, Elects Officers Advertising Posts 
; « J. B. Nordholt, Jr., is the new In line with The Carborundum 


Write bor full inh ermation . 
president of Webster Mfg., Inc. Co’s., policy of decentralization, ad- 


THE DYKEM COMPANY | J. B. Nordholt, former president, vertising departments have been es 


Established 1920 
2305A Morth 11th. + $4. Louis 6, Me. succeeds Arthur L. Hossler as chair- tablished in the bonded abrasives and 


man of the board. coated abrasives divisions 


Other officers elected were C. S J. William Wade and Joseph A. 
Jones, vice president—enginecring; Mark have been appointed product 


J. S. Nordholt, vice president—man- advertising managers for the bonded 


Insto- err ufacturing; and Harry E. Byrne, sec- division and the coated division 
| - respectively 


"PORTABLE HEATING 
EQUIPMENT | Purchasing Power Heads Downward 


© TORCHES a «|| 


(For soldering, brazing and annealing) 


@ FURNACES 


(For melting metals and compounds) 


© SALAMANDERS 

@ INFRA-RED | | a 

HEATERS | | | a a 
| 











(Portable LP-Ges or Natural Gos) 


Insto-Gas offers Industrial Distri- 
butors Nationally advertised, 
quality equipment and mer- ) Source: U.S ees of Commerce. 1947-49+ 100 
chandising aids to move this Sn" en ee ee ee eee eeee. we caeaes 
equipment to your customers. Ey a 
Wire or write today for complete Most prices are firming up, so the dollar buys less im all departments than it did 
lntermetion. recently. Purchasing power in terms of wholesale prices started downward in early 
1955, though very slowly until price increases in both industrial goods and farm 
INSTO-GAS CORPORATION products ayaien months man sored the trend. Inflationary pressure is not yet 
Department ID serious, but the picture could change if the steel strike persists. Generally upward 
DETROIT 7, MICHIGAN price trends tend to stimulate distributors’ sales, especially if customers foresec 


greater price rises in the future. But no businessman wants real inflation 


i 
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H. H. Allen 


Peerless Supply Awards 
First Retirement Benefits 


H. H. Allen, 74, retired May 10 
after 25 years with Peerless Supply 
Co., Shreveport, La. He is the first 
employee to retire under the com 
pany’s profit saving and retirement 
plan. 

Mr. Allen formulated the first 
steel carload order for Peerless in 
1929. He served industry, railroads, 
and the agricultural markets in the 
Red River Valley area. 


Jordan Heads Stanley 
On Coast; Succeeds Arend 


William A. Jordan has been pro 
moted to district sales manager in 
southern California and Arizona by 
Stanley Electric Tools, division of 
The Stanley Works 

For the last 16 years he has been 
a representative in California, Ari 
zona and New Mexico. Mr. Jordan 
succeeded Joseph C. Arend who re 
tired. 

George M. Schott has joined the 
division as a sales representative in 
the San Francisco territory. 


A Correction 


In reporting on the appointments 
Henry 
Porter 


of three executives in the 
Disston Division of H. K 
Company, Inc., and Henry Disston 
& Sons, Ltd., Toronto (July, page 
240), we erroneously referred to the 
firm as H. K. Porter, Inc. It should 
have been H. K. Porter Company, 
Inc. H. K. Porter, Inc, is a 
separate company with headquarters 
in Somerville, Mass 


ADVERTISEMENT 





VERTICAL PRESTRESSING OF CONCRETE walls for « concrete water tank is 
done with a Re-Mo-Trol hydraulic jack. Six wires, which are secured in the bottom 


of the wall, are prestressed at one time. 


Remote-Controlled Hydraulic Puller 
Perfected for Prestressing Concrete 


Construction Men Cite 
Simplex Unit for Fast, Easy Use 


Tensioning cable, wires or rods for 
concrete ressing is being done 
easily quickly with Simplex hy- 
draulic “center-hole” pullers, a num- 
ber of construction men report. Be- 
cause the unit is actually made up of 
two parts, a remotely controlled ram 
and a pump, the puller is more easily 
handled than conventional hydraulic 
jacks, they explain. The pump unit can 
be located nearby where it is most con- 
venient for the operator. Many users 
install a pressure gauge, available as 
an accessory, between the pump and 
the puller to check the amount of pre- 
stressing applied. This Simplex Re- 
Mo-Trol puller is also useful on con- 
struction jobs as a powerful jack for 
lifting equipment and building sec- 
tions, for aligning heavy beams, etc., 
and for testing the load bearing abilit 

of the soil. Available in 7 ls wit 
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capacities from 10 to 100 tons, it 
works in tight spots and enables work- 
men to stay at a safe distance while 
lifting, pulling or pushing. 


Made by the world’s largest manvu- 
facturer of industrial jacks, the Re- 
Mo-Trol is only one of many Simplex 
jacks that are useful in the construc- 
tion industry. Others include the 
famous Jenny self-contained “center- 
hole” puller, the No. 310A Emergency 
Jack which lifts 15 tons on the cap, 
on the toe, on a cap shoe or at inter- 
mediate heights with a chain sling, 
and standard hydraulic, screw and 
ratchet lowering jacks. They are all 
described in General Catalog No. % 
Write for a free copy. 


TEMPLETON, KENLY & CO. 
2923 Gardner Rood *& Broadview, iiinels 





SELL TOP QUALITY 


ARBOR SPACERS se 


SHIMS and SPACING 
COLLARS « Arbor Spacers and 
Shims in 20 sizes and thicknesses from 
DO1" to 125”. Arbor Spacers furnished 
with standard keyway; Shims, with no 
keyway. Also Spacing Collars in nu- 
merouz popular diameters, and in 
thicknesses from +4” to 3”. Hardened 
and ground; edges chamfered. Fur- 
nished with standard keyway 


FPEELER 

STOCK « 

Made from 

tempered stock, rolled to close toler- 

ances, 4” « 25’ coils packaged in trans- 

parent plastic boxes, except above 

020”. Strips 14" « 12”, in cellophane 

27 thicknesses. All thicknesses from 

001" to 032". (For use in precision 

fitting, checking clearances, inspec- 
tion and production work.) 


SHIM 

STOCK « 

Steel or brass. 

Selected from 

material rolled 

to precision limits, 

free from burrs, and pro- 

tected by oil coating. Coils packed in 
carton for easy dispensing and protec- 
tion. 15 thicknesses, 1” to 032". 
Sheets 6” « 12”; coils 6” x 120”. Avail- 
able also in two assortment packages 
~~ 12 thicknesses, 001” to 015”, and 
15 thicknesses, 001” to 032” 


write ror 
Complete, Profitable 
Dealer Information 
Tedey! 


imperial Brass Constructs New Chicago Plant 


— os 


Ps 


The Imperial Brass Mfg. Co. is constru 


in Niles, a Chicago suburb. The new : 
located in Imperial’s plant N ( 


aa 
ting a one story, 300.001 


ho manufacturing | 





Atkins Assigns Three 
To Managerial Posts 

T. J. Clack, C. N 
I. H. Applegate recently joined th 
Atkins Saw Division of Borg-Warner 
Corp. and have been assigned to 


Frame and 


managerial posts. 

Mr. Clark has been appointed 
northwest division manager with 
headquarters at the Portland branch 
Ile formerly covered the same area 
for American Pulley Co. and mo 
recently was with R. & J. Dick Co 
Inc. 

Mr. Frame, previously a special 
representative for Oregon Chai 
has been made manager of Atkin 
chain saw department 

KE. H. Applegate has been named 
advertising and sales promotion 


manager. He had been advertising 


T. J. Clark 


director and distributor sales man 
ager of the Regency Division of 
1.D.E.A. Inc 


Regional Managers Attend 
Worthington Sales Meeting 


Worthington Corp.'s five re 
gional managers attended a five-day 
ales conference which dealt pri 
marily with the firm's newly estab 
lished marketing division 

W. A. Meiter, general marketing 
manager, presided as chairman for 
the first session. Each of the other 
regional managers served in turn as 
chairman at the other sessions. They 
were A. W. Fraser, midwest; J. V. 
Jirasek, southwest; H. W. King, 


western; J]. B. Laramy, eastern; and 
C. S$. Wentworth, central 


DETROIT STAMPING CO. 


332 MIDLAND AVE. © DETROIT 3, MICH. Cc. N. Frame 
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Robert 8. Grimmett 


District Managers Named 
By Delta Power Tool 


Robert S. Grimmett, Elmer D 
Hartig and Harry G. Stubbs have 
been assigned as district sales mat 
ager for Delta Power ‘Tool Division 
Rockwell Mfg. Co 

Mr. Grimmett, former Oklahoma 


. 


re 
Ys 
_ 


NX 


City district manager, now head 


DO YOU HAVE the Houston district which includes 


southern Texas and part of Louis: 


YOUR COPY ? ana. He previously was manager of 


Grmmett Auto Supply Co 


Use this catalog as a selling tool to Mr. Hartig has rejoined Delta a 
develop new business. Sell more pre- lowa-Illinois district sales manager 
cision surface equipment to tool H 
rooms, inspection departments and . 
all metal workers for precision lay- Delta division as a sales order con 
out, assembly, welding, production trolle both the Mil ’ 
and machine maintenance. Challenge roller at both the HWwauKce aie 
precision working surfaces and hold- Pittsburgh plant ind helped set up 
ing devices shown in the catalog 
include: 
Sem: -Steel G Cranite V -Blocks Mr. Stubbs wall dire 
Layout Surface Plates Semi-Steel Welding 
Reading Tables b cistrict bor 
Adjustable Fioor 
Plates been a district sales manager 


Lapping Plates 
Straight Edges Surface Plate Stands Yates Amerncan Machiner 


Universal Right Angle Plates 

Angie lrons Box Parallels 
Universal Box Angles Work Benches 
Be sure each of your salesmen has 
a copy of this valuabie sales aid, the 
Challenge catalog of precision equip- 
ment 


eq 
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St. 102 
TRADE mark ® 


THE CHALLENGE MACHINERY CO. 
GRAND HAVEN, MICHIGAN 





The Chatlenge Machinery Ce. 10-8 
Grand Haven, Mich. 


Send..___£.... copies of Challenge Pre- 
cision Catalog 


poreds oym sr0ynquysip peyyonb oj eqojIDAD e:0 sdiys 
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Elmer D. Hartig 
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erson 
A-4 
PIPE UNIONS 


Once tight, always 


ii: 


WITHOUT 
JAMMING 


Sell long, trouble-tree, leakproof! periormance | 


@i low’r cost per year of service with JEF- 
FERSON UNIONS. They hold tight for several 
reasons . . . reasons which are the direct 
resu! of exclusive sales features in Jefferson 
design and construction. 

For example: 


@ machined channel away from the runway 
and cannot rock loose nor can pipe ends 
come into contact If made too far into union. 
. ++ by using air furnace malleable iron 


Heals 


JEFFERSON 
UNION CO. 


49 Fletcher Ave., 
Lexington 73, Mass. 
Satisfied customers 
assured through every 
exclusive feature 


| 


RETIRING WITH A SMILE is Fred 
E. Clark, P.A. of Peerless Mill Supply 
Co., Inc., Buffalo after 20 years service 
and his 


SUCCESSOR WITH A SMILE is 
Francis P. Russo who has been assisting 
Mr. Clark for about a year 





Norton Appoints 
Three Engineers 

Kenneth F. 
named an abrasive engineer by Not 
ton Co, for the metropolitan Bos 
ton area, He previously. had been 
a field engineer in the New England 
area, 

Gordon F. Colson, field engineer, 
has been transferred from the Chi 
cago district to the Huntington 
Park, Calif., office. 

Homer L. Gibbs, an instructor in 
Norton's school of grinding, 
been appointed a field engineer at 
the St. Louis office 


Ebbeson has been 


has 


Sets Up Education Program 
An education assistance program 


has been set up by Norton. Fifty 


percent of tuition, registration and 
laboratory fees will be refunded to 
employees taking courses which will 
help them in their work 


Standard Pressed Steel 
Adds Two Financial Posts 


William L. Slotter and Joseph H. 
Judd have been promoted to 
two newly-established positions in 
Standard Pressed Steel Co. 

Mr. Slotter who joined the firm 
in 1951 has been advanced from 
supervisor of financial research to 
assistant treasurer under James V. 
Lester, treasurer. 

Mr. Judd has been with the com- 
pany 10 years and has been pro- 
moted from supervisor of systems 
and procedures to comptroller. 





Frank Curtis 
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Tool Executive Named 
By Morse Twist Drill 


Frank Curtis, former district man 
ager of the Detroit territory, is now 
carbide tool co-ordinator of Morse 
Twist Drill & Machine Co. Mr 
Curtis is a former president and di- 
rector of the American Society of 
Tool Engineers. 

Lewis Campbell has been ap 
pointed to succeed Mr. Curtis as 
Detroit district manager. Frank C. 
Johnson has been named district 
manager for the entire Ohio terri- 
tory 





Carl W. Petersen 


Dodge Mfg. Corp. 
Shifts Executives 


Four executives have been pro- 
moted by Dodge Mfg. Corp. Carl 
W. Petersen, vice president and 
works manager since 1954, is now 
executive vice president. He has 
been with the firm 32 years and has 
held various posts in the manufac- 
turing and production departments. 

Earl Wedlake is vice president in 
charge of production and purchas 
ing. He joined Dodge in 1940 as 
director of purchases and in 1944 
also assumed the duties of produc 
hon manager 

Karl D. Jahnke succeeds Temple 
Williams, who retired, as secretary 
and treasurer. He also succeeds Mr. 
Williams as secretary and treasurer 
of Chicago Thrift-Etching Corp., 
a Dodge subsidiary. 

Mr. Wilhams remains a member 
of Dodge's board of directors and 
chairman of the finance committee 
of the board 

Lloyd F. Lamm, vice president 
and general manager of Chicago 
Thrift-Etching, was elected presi 
dent of the Dodge subsidiary 


Borg-Warner Takes Over 
Industrial Crane & Hoist 


Borg-Warner Corp. has acquired 
the assets of Industrial Crane & 
Hoist Corp., Chicago materials han- 
dling equipment manufacturer with 
its common stock 

Borg-Warner announced that 
there would be no management 
changes at Industrial Crane. 





\fomae)-+ ii 
Time SAVING! 
LE LAL came | °72* |< 10 Wel or Ory 
Tool SAVING! Teo! Grinder 


STHNOARD 

CARBIDE 
TOOL | 

GRINDERS 


STANDARD 

a stile an eduaticie Type 10 T Wet or Dry 

DV : ? Single 

too! grinder for Teo! Grinder 
every ob r 6”.10° 4 1” Wheels 
the book 
grinders time 
fested by n 
dustry for 4 
decades! Ask Booth 
for Literature € 1047 


METAL 





the | 
STANDARD «: | stow 


electrical tool co. Gavetene 


GRINDERS AND MACHINE TOOLS Oct.8-12 
2520 MVEA ROAD 
CINCINNATI 4 0° «OND ~ 


CALLING ALL 
GRINDER WHEEL MEN! 


= 
= 


It pays to TELL the STANDARD 
story when you SELL grinding 
wheels and carbide bits... 


‘Cause with STANDARD Carbide Too! Grinders 


YOUR WHEELS LAST LONGER! 
YOUR BITS LAST LONGER! 


RESULT? A HAPPIER CUSTOMER... 
“HEALTHIER" ORDERS FOR YOU! 
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Black & Decker Executives Get 30 Year Pin §=—=—”*duction Instruments Co 


Adopts Distributor Policy 


The Production Instruments Co. 
has adopted a written industrial dis- 
tribution policy and issued a four 
page folder establishing this policy. 

The first page of the folder lists 
idvantages to authorized distribu 
tors, qualifications and requirements, 
ind termination of distributorship 
Ihe second and third pages contain 
discount and minimum _ stock 
chedule. The last page gives facts 
ibout the firm 





) 


Shown receiving their 30 vear service 
in from Robert D. Black, president of 
The Black & Decker Mig. Co. (left 
and Alonzo G. Decker, Jr, executive 
vice president (second from right) are 
Glen HH. Treslar, regional sales manager 
northeast region; John FV. Spaulding 
vice president-general sales manager 
Donald 8. McKeracher, Canadian sales 
manager; and Raymond G. Horner, vice 
president-sales planning 


Field representatives of Superior-Ster 
Cx Bluefield, W. Va. recently 
met with company executives to report 


HARRISBURG ieee 
FLANGES 
Two Omaha Firms Join 
and COUPLINGS lowa-Nebraska Group 


Iwo distributors have been 


lected to membership in the lowa 
the kind that forlverbe, 
Nebraska industrial distributors 
hold your customers group: Fuchs Machinery & Supply 
Co., B. L. Fuchs, president; and The 
H°“ your customers by recom- Balbach Co., Paul E. Engler, presi 
mending quality products that dent. Ele 
sell at a competitive price ; 
Harrisburg Drop-Forged Stee! matically enrolls them in the Central 
Pipe Flanges and Seamless Steel States Industrial Distributors’ Asso 
Couplings—backed by more than 
a century of know-how, and made 
to conform to a standard, not to In addition, three directors have 
sell for a price. Save your cus- been clected to represent the group 
tomers costly hours of mainte- Central State The -L.§ 
nance and down-time on all-im- in Central States my Se Se | 
portant pipe lines. Houvenagle, Electrical Engineering 
& Equipment Co. Des Moines; 
WRITE 0O8 LITERATURE AND PRICES L.. R. Conran, industrial division of 


7 Hi \. Y. McDonald Mfg. Co., Des 
=e > _ Moines; and D. M. Edgerly, Jr., 





ction of these houses auto 


ciation 











rrisbur Interstate Machinery & Supply Co., 
Omaha. Mr. Edgerlvy is chairman of 
ennsylvanio 


Division of , 
the Omaha-Nebraska group 
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YOUR OLD SOURCE OF SUPPLY 


Serving our distributors’ interests has occupied all our 
best efforts for a long time. A reaffirmed desire to provide 
an even better service has caused us to move to larger 


quarters. 


On and after August 15th, we will be located in our new 
home and in full operation. Our personnel will remain 
practically without change. All of our experienced shop 
men, will be with us, and will continue to produce the 
quality that has become so well known throughout the 
country. Included in the many improved service features 


are two rail sidings which will facilitate shipments, 


Make Chicago Rubber your 
headquarters for 


@ CONTACT WHEELS 


for abrasive applications 


non YOUR CUSTOMERS 
New equipment @® EXPANDING WHEELS 


Improved service CUT THEIR for abrasive bonds and cones 
Lorger mixing copacity GRINDING COSTS @ RUBBER ROLLS, 


lorger roll capacity all types for all industry 


Lorger contoct wheel copecity “WHINE Ts 2 * COOMD-ORN, 
non glazing 
@ *LORIG-ALIGNER, 


self centering rolls 
"Under ticense trom United Sretes Sree! Corperetion 





(OG Low Vcrome -a00-1-1 5 - mm One). 1 7:4) Bb Amn) Low 


MARKET a * WAUKEGAN ILLINOTS 
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R. J. Atkinson, Ine. 


Liquidates Assets 


R. J. Atkinson, Inc., Brooklyn, 
N. Y., closed their store on June 2 
after 60 years in the industrial supply 
and hardware field. 

Russell A. Atkinson, president, 
has joined the hardware firm of 
Otto Herrmann, Inc., Glendale, 
N. Y. His son, Kenneth, is now 
connected with the Delta Power 
loo] Division, Rockwell Mfg. Co. 

Sydney H. Atkinson, treasurer and 
general manager, after a short rest 
planned to investigate opportunities 
in the tool and hardware field or in 
the banking industry. Mr. Atkinson 
is a director and appraiser in the 
East Brooklyn Savings & Loan Asso 
ciation of Brooklyn. 

Russell A. Atkinson is a trustee 
of the Roosevelt Savings Bank and 
feper Corrvpeter a past president of the Brooklyn 


—_ Rotary. He also was active in appli 
0) ance dealer groups and is a past 
president of the Broadway Merch 
ane, more dependable ants Chamber of Commerce. 
for Sydney H. Atkins is a past presi 
SO | | D WOVE N dent of the New York Retail Hard 


Wherever Cotton Belting 


SERVICE ad SALES ware Association, the Hardware 
PROFITS Trade Association of New York and 


the Hardware Square Club of N. Y. 


Alert distributors know there's no substitute for quality in New Firm Organized 


belting — and FRANKO is the belt that won't break down. 
Stock and sell this fast-selling, profitable line . . . known 
for over 80 years as the finest belting on the market... . 
used by many of the nation’s leading industries. 


Sell maximum production and minimum downtime . . . less 


stretch, less shrinkage, no peeling . . . greater strength 
and longer life. Recommend FRANKO — finest for long, 
trouble-free service. 


“tanertoh”’ 
fer Industrial 


Conveyors Write — TODAY... Learn how YOU 


can PROFIT WITH FRANKO! 


THE FRANKLIN 


COTTON MILL COMPANY 


1117 Central Parkway 
Cincinnati 10, Ohie 
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To Handle Stainless 


Southeastern Stainless, Inc., has 
been formed for the distribution 
of industrial stainless steel products 
at 3494 East Ponce DeLeon Ave., 
Decatur, Ga. The firm handles 
stainless fasteners, pipe and tube, 
pipe and tube fittings, sanitary 
fittings, valves, sheet, bar, cable 
wire, etc. The firm maintains a 
warehouse in Decatur. 

William R. Shook, Jr., is presi- 
dent and general manager, and Paul 
A. Chapman is vice-president. 


Expands Lift Line 


Oster Mfg. Co. announced plans 
to expand its line of portable lifts 
to include models powered for hori- 
zonta) travel. The company’s lifts 
are sold through industrial supply 
distributors instead of material han- 
dling equipment dealers. 





3 Save Time P Pre-Strike Production Near Record Level 
Save Bother- sey | ee... 
You can find it 

wicker if you _& 
e look | nthe 

Dake Catalog first! 


Source Boord of Governors, Federa! Reserve System 














2s, 


| P 
A Peeve wand SO WEY POTTS os oe ae ee es ‘ 
1940 ror) wo we 168 
ational cscarch Rureaw 


range from 1 to 300 The Federal Reserve index of industrial production was stil) close to the highest 
> ste This measures the rate of activity of 


point in history when the steel strike started 
tons Ca ity | in all industries, so sales of distributors who service a cross section of industry should 
paci follow this curve if they are maintaining their share of the market in the tools and 
arbor and equipment that all factories requize 
hydraulic model 
Y c els. Plans New Quarters Realigns Sales Region 


ere is A new $110,000 distribution cen The Hartford district office of 
nearl _ ter at Omaha, Nebr., is being built Allis-Chalmers Industries Group has 
Y by Gates Rubber Co. of Denver. expanded its coverage so it now 


always ase The building will replace quarters includes the northern part of 


now leased by Gates and is expected Connecticut; Berkshire, Franklin, 


one that , to be ready for occupancy about Hampshire and Hampden counties 
its Sept. 15. in Massachusetts; and Vermont 
suits your 














40 aT if not Dake ag Factory Earnings Still on the Rise a 

will designand “| | a 

bui ' one for, 

IS specia ry 

ah ae 
Dake is the line 
of presses that - 

rings the bell \ | 
wel profits ; | ae 
as well as du 


Nationa fesearoh urec 
sati ied cu Before the steel strike, industrial plant wage earners were averaging abou ( 
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If you're not 


In the book you're 


a man without 


a country 
a state 

a county 
a town 

a party 

a street 

a school 
a vote 





Look at all the things you can lose, if you’re not 
a registered voter. 


If you're not in the book, you lock yourself out 
of the elections. The polls are closed to you. You 
can't vote on streets, or schools, councilman or 
mayor (not to mention congressman, senator or 
president). You don’t even have the right to 
complain about your government and the way 
things are run! 


But more than that, you cut yourself apart 
from your neighbor next door, your friends at 


the shop, your fellow members in union or club. 

You lose the right to look that boy of yours 
in the eye when he wants to know if you're do- 
ing your part. 

And you lose the self-respect that comes from 
knowing you can walk into the polls on Election 
Day—the one place in the world where all free 
men are really equal. Isn’t it too much to risk for 
the little time that registering takes? 


Get your name in the book 
—and do it now! 


Is your name in the book? 
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NO.46 OF A SERIES 


NEWS, IDEAS AND INFORMATION 
OF INTEREST TO STARRETT DIS- 
TRIBUTORS AND THEIR SALESMEN 


THE L. S. STARRETT COMPANY * 


NEW DIAL INDICATORS 
New Starrett high precision, low friction 
dial indicators feature simplified con- 
struction, complete interchangeability, 
easy-reading dials, no-glare Satin Chrome 
Finish on case 


NO. 675 DIAL TEST INDICATOR 
Features extra rigid construction, uni- 
versal adjustment, unusual stability and 
wide working range. Indicator reads 
0-25-0, graduated .0005", range .125". 


SINCE 


SALES LEADS 


188O WORLD'S GREATEST TOOLMAKERS «+ 


NEW DIAL INDICATOR SET 
Set No. 253 fills most indicator needs for 
small shops or big shop departments 
Includes 4 most widely used indicators 
in handy mahogany case 


UNIVERSAL DIAL TEST INDICATOR 
No. 196 is designed for universal appli 
cation on machine tool posts, arbors, sur 
face gage spindles. Easy to set up, read 
and use. Graduated .001", reads 0-100, 
range .200". (Also available 0-50-0 when 
specified, at no extra cost.) 


MECHANICS HAND MEASUEING TOGLS “nO 
PRECISION INSTRUMENTS Ora. Imorcatoes 
Stee. tares PRECISION GEOUND FLal STOCK 
HACKSAWS, BAND SAWS ond BAND KNIVES 





ATHOL, MASS U.S.A 


NO. 653 DIAL COMPARATOR 
An extremely rigid, rugged and accurate 
comparator with a large vertical and base 
platen capacity. Indicator graduated 
OL", reading 0-50-0, range .250 


“LAST WORD" TEST INDICATORS 
The all time favorite mechanics, 
toolmakers, setup men and inspectors for 
its complete flexibility. Now available 
with new features and new attachments 
Four popular models 


with 


BIG and BOOMING... That’s The Market For 
Starrett Dial Indicators and Dial Gages 


versal, the popular No. 665 Test In 
5 Heavy 
Bench 


Gages include the new No, 652 Uni 


When you stock and sell the com- 
plete Starrett line, you can watch 
your sales multiply with the boom- 
ing demand for dial indicators and 
dial gages. Whatever the 


you're ready to serve and sell with 


need, 


Starrett dial indicators, dial test in- 


and 


dial comparators 


pocket 


dicators, 
bench gages, 
gages, depth gages, sheet gages and 
other quality control instruments. 


INTERCHANGEABILITY 
a Starrett feature 


In standard AGD indicators Star- 
rett offers 140 new models. All No. 


hand and 


25, No. 655 and No. 656 Regular 
NONSHOCK 


interchangeable 


and Indicators have 


identical, gear 
mechanisms. Any gear unit and any 
case assembly can be quickly com 
bined. This is a convenience and 
maintenance feature your customers 
will really appreciate 

LAST WORD test 


cators likewise cover a wide variety 


Starrett indi- 


Attachments in- 
657 


Magnetic Base Indicator Holder 


of customer needs 
clude the popular, new No 

Starrett Dial Test Indicators in- 
clude the widely used No. 196 Uni- 


versal, the No. 645 Heavy Duty Uni- 


dicator and the new No. 6 


Duty Test Indicator. Dial 


versal with sliding table and fine ad 
justment, the No. 654 Inspectors 
Dial Bench Gage and No. 654 Dial 
x ¥ hase 


Comparator with 9 


platen and fine vertical indicator 


adjustment 
A quick 


Starren Catalog No. 27 or the new 


review oft compl t< 
Starrett Dial Indicator Catalog will 
remind you of the many sales possi 
bilities in this important section of 


the Starrett line 
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ames” — TTC Then amd WRIGHT Hoist Equipment 
PTT toe 4s bide ‘ to fit any job 


” A605 900 35am 


WRIGHT Safeway Hoists 
WRIGHT Safeway Clevis- 
connected Hoist with geared 
trolley. For close head room 
operations or where easy de- 
tachment of hoist from trolley 


| + aes 
‘12 sizes- 








as 


WRIGHT Safeway Hoists 
have been redesigned. In the 
Safeway line you are selling 
the utmost operation effici- , Ideal lifting units for loads 
ency over the widest range 2 from % to 10 tons. Most 
of lifting applications. The je deoentetie for production 
twelve sizes and capacities < % jobs. Easiest to service. 
of hoists handle loads of from ‘Se 
14 to 50 tons. se _ WRIGHT Pull-A-Way 
These rough, tough hoists build repeat business. a om wRIGHT Pull-A-Way is an ideal 
Their long service life is promoted by a sealed construc- Sell tool for those quick hookups... 
tion which suits them for both indoor and outdoor ‘Bl to move motors and machinery, 
service. All vulnerable parts are enclosed in high grade f D2 open freight car doors, stretch 
analysis steel housing (see illustration). These features =P) and hold tension supports, etc. 
make good prospects of cement mills and foundries 'S q ’ Weighs less than 9 pounds. Rated 
where excessive dust prevails, heat treating instaila- ==" at 3,000 pounds. 
tions with their high temperature, and outdoor appli- 
cations with cold or wet exposures. 
Be sure YOU have the WRIGHT Hoist 
for every customer requirement 
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, bie i WRIGHT Jib Crane 
for complete information on the WRIGHT Po WRIGHT Jib Cranes are 


y 
line items shown, send for these booklets: extremely desirable to su 


ve wa re cement e-eenal yh se ny : : plement regular traveling 
Pull-A-Way: Bulletin DH-163B , de quanee or monssee JOUER, OF 
, ‘n DH / — for individual use in bays, on 

Jib Cranes: Bulletin DH-300 << a side of shops, etc. 
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